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Justice Dept. Bars 
Area Bonus Plans; 


ADSA Halts Drive 


By William Ullman as to the two plans meaningless 
Washington Correspondent —and none was taken. 
ASHINGTON.—The Depart-| NADA subsequently announced 
ment of Justice last week/)|that a specig ommittee had been 
forced NADA and ADSA to loo ote rey TF Faunsé Bell in formulat- 
around for new pla. 27 BD- | ings pe ace) efresponsibility pro- 
proaches to a “se ‘¢ ight include 
Fe ; o already-formu- 
manufacturers and antitrust PET 
‘ as to basic objec- 
bn program was 
pecial committee, 
Action immediate- 
: os/¢‘attending the meeting 
| and bonus plans for were President Frederick M. Sutter, 
selling, as proposed by NADA (Continued on Page 58, Col. 1) 
and ADSA, respectively, would 
likely run afoul of Federal anti- 


trust statutes. 
ieneen i this “shocker” New-Car Stocks 


|when he appeared before the spe-| In Field ond in T it 
|cial session of the NADA board, | "s tel o oe see A 
which convened to assay relative | Cs Te euey 
merits of the two conflicting plans 
and determine the most fruitful ap- | 729,536 
proach for alleviating industry| 

| “evils.” 596,041 





asked the antitrust chief to com- 
ment on the two proposals. 
> > > 


Hansen was there by invitation 
of Frederick J. Bell, NADA execu- 
tive vice-president, who on Oct. 1 


ANSEN’S appraisal of the serv- 

ice responsibility plans is by| Gursent Previews 1956 
no means a legal ruling. But in Month Month Month 
view of his position it carries great | 
force and constitutes ample warn- Current Records 
ing of the Justice Department’s|| High (903,789) - March 1, 1956 
attitude. — Low (157,607) - - - Nov. 1, 1954 

His opinion made any popu- —Automotive News compilation 
larity poll among the directors 
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‘Car Stocks Cut to 596,041 
In Year’s Steepest Decline 


By Maynard M. Gordon decline of the year. The Oct. 1 

News Editor figure was 18.3 percent below the 

LEANUP sales drives and pro-| 729,536 cars in dealer stocks 
duction changeover shutdowns | Sept. 1. 

§ |shaved the dealer stockpile of un- Dealer cleanup problems were 

i isold new cars to an estimated| not at an end, however. Nearly 

596,041 units as of Oct. 1. | 550,000 of the stockpiled cars at 

This total, according to Avtomo-| the end of September were 
tive News’ monthly compilations,| 1957 models—a substantial sup- 
reflected the deepest inventory | ply considering that most of the 
public-introduction dates for °58 
cars will come in the next 30 
days. 

In spite of the stockpile reduc- 
tion, moreover, the Oct. 1 total was 
the highest for that date in 
history. It exceeded last year’s 
October level by 282.038 cars (90 


| 
| 
(Continued on Page 57, Col, 1) 


Top Cars 


New-car registrations for eight 
months: 
1957 Pos. Make 1956 Pos. 
1—1,024,831 Ford 923,454— 
975,592 Chev, 1,092,517— 
430,319 Plym. 346,515— 
279,395 Buick 390,526— 
ao , 256,878 Olds. 318,347— 
223,996 ontiac 257,349— 
Studebaker ... See Page 50 191,069 — 197,363— 
183,713 Dodge 
96,248 Cadillac 


Medium-Price Cars Show Sales Gains — |= #38 gee 


12— 61,129 Rambler 49,875—13 
By Robert M. Lienert | tion figures released by R. L. ,month corresponded with sales; 13— 43,703 Stude. 57,642—12 
Associate Editor —— & Co. " . Z gains for high-priced cars and im-| 14— 24,534 Lincoln 30,406—14 

Cc ider market shares for 
Ps . ported autos. 15— 23,701 Imperial 6,869—18 
a te ee ae medium-priced cars during the hae 16— 7,457 Nash 18,632—16 
year-long trend toward a de- IELDING before the sales on-| 17— 7,808 Met. 4,420—19 


r 2 ; LR 4,179 Packard 23,555—15 
im th ium-price on March slaught of cars in these classes 
apnea te the aunes 38s were units in the low-priced field.| 1%—- 3855 Hudson 8,864—17 


i has at last been reversed. Car and truck announcements . 20— 575 Cont’! 1,178—20 
Mark 2 trimmed f * 
Dars in that field, where sales | inside Automotive News: Ram- cana Se eee ; ~ 119,000 Misc. 59,455 


been most tice bler, P. 16. Chevrolet truck, 
» has = San 22, Studebaker, Page 50. Continued popularity of foreign Total All Makes 


p this year, enjoyed a moder- Ford truck, Page 55. Packard 4,105,978 4,191,804 
resurgence during August, | Hawk, Page 56. Further details on Page 483. 
rding to most-recent registra- (Continued on Page 4, Col. 1) 


Car Output Rising 
As More Makers 
Begin to Roll 58s 


By Martin L. Whitmyer 
Staff Writer 

AR output is expected to rise 

this week as Ford division, 
Cadillac, Pontiac and Oldsmobile 
return to assembly operations and 
Chevrolet, Buick and Mercury pick 
up steam in their second week of 
1958 model production. 

The latter three began opera- 
tions on their '58 lines last week, 
but were well below their pre- 
changeover levels in car output. 
Lincoln, which was out of pro- 
duction last week, will resume 

(Continued on Page 61, Col, 3) 
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Back NADA as Agent ées 


Texas Dealers Spur 
Responsibility Move 


DALLAS.—The Texas Automotive 
Dealers Assn. lined up behind 
NADA on the service-responsibility 
issue with a resolution adopted at 
the Texas group’s convention with 
little discussion. 

The resolution called NADA 
“the recognized representative of 
authorized dealers of the nation” 
and urged NADA “to vigorously 
pursue this objective (obtaining 
@ quality-dealer program), using 
every workable and legal sugges- 
tion that may be advanced to- 
ward this goal.” 

The Texas dealers attacked boot- 
legging and cross-selling and said 
they “have reached such alarming 
proportions that ... they are a 
threat to the very existence of the 
presently constituted factory- 
authorized new-car dealer.” 

The resolution called on manu- 
facturers to support a quality- 
dealer program by determining that 
every franchise issued is backed 
by: 1. Ample finances, 2. Adequate 
facilities to sell and seryice the 
product, 3. A desire to maintain 
community responsibilities. 

The dealers also asked fac- 
tories “to give consideration to a 
policy of financially rewarding 
dealers who adhere to a quality 
program, especially as regards 


Rambler Prices 
Increase 4 Pct.; 


Ambassador Cut 


DETROIT.—Rambler Six and 
Rebel V-8 models will be priced 4.3 
percent higher in 1958 than in 1957, 
and Rambler Ambassadors will be 
88 percent below comparable 1957 
Nash and Hudson units. 

On a dollar basis, the sixes and 
Rebel V-8s rose $79.35 to $121.40, 
while Ambassador four-door sedans 
are $233.80 and $278.75 less than in 
1957. The four-door sedans are 
the only Ambassador madels which 
had counterparts in last year’s 
Nash and Hudson lines. 

All prices include Federal excise 
tax and suggested dealer delivery- 
and-handling charges. 

The increases are less than the 
boosts in materials and labor costs 
during the past year, according to 
George Romney, American Motors 
president. Romney said labor has 
risen 7% percent and materials 5% 
percent since last year’s introduc- 
tion. 

Also contributing to the hike was 
the inclusion of certain 1957 extras 
as 1958 standard equipment. Direc- 
tional signals and hood ornament 
now are standard on all models; 
electric clock and wheel covers are 
standard on Custom models, and a 
four-barrel carburetor is standard 
on the Rebel V-8. 

The Rambler increase was less 
than last year’s 5.3 percent boost, It 
was the second straight year that 
AMC has cut prices on its senior 
line. In 1957, Nash and Hudson 
dropped 9. and 11 percent, respec- 
tively. 

Following is a comparison of 
AMC’s 1958 and 1957 prices: 

Rambler Six — Deluxe—four-door 
sedan, $2,047 (up $85.35). Super— 
four-door sedan, $2,212 (up $89.35); 
four-door hardtop, $2,287 (up 
$79.35); four-door, two-seat station 
wagon, $2,506 (up $96.35). Custom— 
four-door sedan, $2,327 (up $114.35); 
four-door, two seat station wagon, 
$2,621 (up $121.40). 

Rambler Rebel V-8—Super—four- 
door sedan, $2,342 (up $89.40); four- 
door, two-seat station wagon, $2,636 
(up $96.35). Custom four-door sedan, 
$2,457 (up $114.35); four-door hard- 
top, $2,532 (up $104.35); four-door, 
two-seat station wagon, $2,751 (up 
$121.35). 

Rambler Ambassador—S u p e r— 
Four-door sedan, $2,587 (down 
$233.80); four-door, two-seat station 
Wagon, $2,881; Custom — four-door 
sedan, $2,732 (down $278.75); four- 
door hardtop, $2,822; four-door, 
two-seat station wagon, $3,026; 
four-door, two-seat hardtop station 
wagon, $3,116. 

Automatic transmission is tagged 
at $199.50 on the Six, $219.50 on the 
Rebel V-8 and $229.50 on the Am- 
bassador. 


sales and services after the sale 
in the area of responsibility.” 

Adoption of the resolution was 
climaxed by a standing ovation for 
Thomas F. Abbott jr., Fort Worth, 
NADA director for North Texas, 
for his support of the NADA pro- 
gram for dealer relief. 

Abbott, in his position as an 
NADA director, previously had in- 
formed members of the Texas as- 
sociation that he has been advised 
by legal counsel in Texas that the 
service - responsibility bonus plan, 
as proposed by the Authorized 
Dealers Survival Assn., is not in 
accordance with the Texas law 
against protected territory. 

While Abbott made no statement 
to the convention, his position was 
explained as not being opposed to 
some workable, legal bonus system 
for servicing a car sold within the 
dealer’s area of responsibility. 

The standing ovation for Ab- 
bott came almost spontaneously 
after a member questioned from 
the floor whether it was in order 
for the convention to offer a vote 
of approval for the position the 
NADA director had taken. 

Linking dealer service responsi- 
bility closely with safety, Frederick 
M. Sutter, president of NADA, ad- 
vocated the association’s service- 
responsibility program as the 
means of remedying a variety of 
ills in the industry. 


Sutter cited the dealer’s responsi- | 


bility for properly servicing the 
new car and encouraging the 
owner to have regular safety 
checks. 

Other speakers included E. A. 
Mohr, Los Angeles dealer; Dr. Ar- 
thur A. Smith, economist and vice- 
president of the First National 
Bank in Dallas; John H. Harsh jr., 
Austin, national president of the 
Young Automotive Managers Assn., 
and Dr. Kenneth McFarland, edu- 
cational consultant to General Mo- 
tors. 

Officers elected included Sam 
White, Houston, president; C. B. 
Smith, Austin, first vice-presi- 
dent; F. D. Mitchell, Waco, sec- 
ond vice-president; C. C. Gunn, 
San Antonio, third vice-president, 
and Tom J. Crooks, Austin, man- 

ager-treasurer. 

Smith and Abbott were reelected 
NADA directors for North and 

South Texas respectively. 


Business 
Barometer 


Aute Production — 38,194 cars, 
trucks in week vs. 91,193 the year 
before. 

Business Failures—261 
253 the year before: 
Department Store Seles — Un- 

changed from the year before. 

Freight Loadings—739,266 cars 
in week, a decline of 92,383 cars from 
the year before. 

Gasoline St o ¢ k s—177,430,000 
borrels, an increase of 3,372,000 bar- 
rels in week. 

New Jobless Claims—241,500 in 
week, up 9,700 from the week before. 

New-Car Registrations—+,105,- 
978 in 1957 to date vs. 4,191,804 the 
year before. 


in week 
vs. 


New-Truck Registrations—578,- 
982 in 1957 to date vs. 613,242 the 
year before. 

Oil Stocks—282,363,000 barrels, a 
decline of 802,000 barrels in week. 

Steel Output — 81.6 percent of 


estimated capacity vs. 
the week before. 
Used-Car Prices—$807 in Oc- 
tober to date vs. $842 in September. 
Wholesale Prices—117.5 percent 
of 1947-49 index vs. 117.7 percent 
the week before. 
rie = 


Common Sfocks 


Oct. Oct. 
9 2 
Am. Motors 7 7% 
Chrysler 72% 74% 
Ford 48% 50% 
GM 39% 40% 
S-P 5% 5% 


Average 34.70 35.55 


82.6 percent 


1957 
High low 
8% 5% 
824%, 64% 
59% 48% 
472 38% 
8% «5% 








New Officers in Texas— 





Among new officers elected by the Texas Automotive Dealers Assn. at its recent 
Dallas convention are, from left, C. C. Gunn, San Antonio, third vice-president; Sam 
White, Houston, president, and C. B. Smith, Austin, first vice-president. 





Pontiac Seeks Fifth Place 
In °58 with 8 Pet. of Sales 


By Pete Wemhoff 
Editor, Automotive News 

DETROIT.—Armed with a “new- 
from-the-ground-up” car, Pontiac 
is aiming for fifth place in industry 
sales during 1958, General Mana- 
ger S. E. Knudsen told a national 
press preview 
here last week. 

“In 1958 the in- 
dustry will sell in 
the area of 6,000,- 
000 cars,” Knud- 
sen predicted, 
“and we expect 
to get 8 percent 
of that total—or 
roughly 480,000.” 

Thus far in 
1957, Oldsmobile 
is in fifth spot 
with registrations of 241,839 com- 
pared with 211,319 for Pontiac in 
sixth. Oldsmobile, however, an- 
nounced: two weeks ago that its 
goal for 1958 was the sale of 


Ford May Tool Up 
If Economy Car 


Sales Hit 5 Pct. 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Sales of economy 
cars will have to reach 5 percent of 
the market before Ford Motor Co. 
would be willing to produce such a 
car in the U.S. 

James J. Nance, Lincoln- 
Mercury division general mana- 
ger, let that be known while 
here for the introduction of 1958 
Continental, Lincoln and Mer- 
cury cars to dealers. 

Nance attributed the shrinkage 
of the middle price market in 1957 
to the desire on the part of the 
purchasing public to take advan- 
tage of the many gadgets offered 
on cars for the first time. Since 
the low-price market could offer 


8. E. Knudsen 


all of the gadgets, such as power} 


steering, power brakes, air condi- 
tioning, etc., at a price, the public 
just naturally moved into that 
class. 

However, Nance looks for an 
improvement in the 1958 middle 
price standing. People who have 
moved into the low-priced field, 
sacrificing the advantages of the 
middle price group, are now 
ready to move back into the 
larger car again, according to 
Nance, 

Nance said Ford was studying 


the sales of foreign cars in the 


U.S. and considering production of 
a small car in this country. He said 


(Continued on Page 8, Col. 3) 


500,000 cars, about 20,000 over 
Pontiac’s goal. 

Asked about this at the Pontiac 
preview, Knudsen replied that 
“let's wait until the chips are 
down.” 


Pontiac was only one of two 
General Motors divisions (Cadillac 
is the other) to score an increase 
Over 1956 in sales so far this year. 
Factory sales totalled 334,000 in 
1956, Knudsen declared, adding 
that the 1957 total will approxi- 
mate 358,000. 

Knudsen revealed some of the 
changes in the 1958 models, which 
will be announced in the press Oct. 
31 and in dealer showrooms Nov. 
9. He said: 

1. “Our car has an entirely new 
body, a distinctive new silhouette, 
a full 4% inches lower than our 
57s; both longer and wider than 
anything we've offered in the past.” 

2. Engine displacement has been 
increased to 370 cubic inches, “giv- 
ing us outstanding performance, 
more torque, as well as improved 
acceleration.” 

3. Sixteen body styles highlight 
the four series; two of these 
models new to the line, ie, the 
Bonneville sport coupe and the 
Chieftain convertible. 

4. Air ride and fuel injection will 
be optional on all models. 

5. There will be twin headlights 
and twin taillights, plus concave 
sides. 

Knudsen said the Bonneville 
five-passenger sports coupe will 
meet the main problem of the 

(Continued on Page 8, Col. 5) 


























58s Due Oct. 31. 
At Chevy Dealers 


Larger Market Share 
Predicted by Cole 


MILFORD, Mich—Th.. 195 
Chevrolet line—reported to he the 
most outstanding in the history of 
the division—will be introduced at 
dealer showrooms Oct. 31, it wag 
revealed last = 
week by E, N. 
Cole, general 
manager. 

At a press pre- 
view at the Gen- 
eral Motors Prov- 
ing Grounds, Cole 
predictedthat 
Chevrolet would 
take a larger 
Share of next 
year’s market, 
which he expects to top six million 
cars. 

A new luxury model, the Im- 
pala, will top Chevrolet’s lineup 
of 17 car models. In addition, the 
company says it will offer a big- 
ber and radically different V-8 
engine, two new types of suspen- 
sion—four-wheel coils and air 
suspension —as well as an im- 
proved body-frame design. 

“There is no reason to believe,” 
Cole said, “that an economy with 
the strength and vitality of ours 
will not support an automobile 
market in excess of six million cars 
next year. I am confident it will” 

Cole pointed out that Chevrolet 
during the first eight months of this 
year has been selling 23.8 percent 
of the passenger cars and 34.7 per- 
cent of trucks sold in the United 
States. 

“I am confident,” he added, “that 
public acceptance of our outstand- 
ing new 1958 line will allow us to 
enlarge our share of the automo- 
tive market appreciably during the 
next year.” 

The Impala line, named for 
Chevy’s dream car of 1956, will con- 
tain convertible and 2-door hardtop 
models. 

A new, more powerful V-8 en- 
gine has also been added. Cole 
said the engine, boasting a 34% 
cubic-inch displacement com- 
pared with 283-cubic inches for 
the largest 1957 engines, offers 
greater torque for improved mid- 
range performance. 

Coil springs for all four wheels 
will be standard equipment. Offered 
as optional equipment is a “level 
air” suspension system which auto- 
matically adjusts to all weight 
loads and increases cushioning. 

Cole said Chevrolet’s new X- 
shaped frame gives a safer, more 
comfortable ride. The frame is ® 
percent more rigid and shock ab 
sorbers are attached to the frame 
rather than the underbody. -7 
frame also gives added leg roc 
without cutting down the road 
clearance. 


$75,000 Fire at Ford Deal 


HEBBRONVILLE, Tex.—An & 
plosion and fire did $75,000 damage 
at Hebbronville Motor Co. (Ford), 
according to L. W. Vandersal, 
manager. Five new cars were dal 
aged with one of them a total loss. 


E. N. Cole 
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Nance Sees Sales Gain— 












Demand for new automobiles in 1958 “may run above normal," James J. Nance 
Lincoin-Mercury division general manager, tells those attending a press preview of 
the company was not interested in | the division's new models. Nance said, “There are indications that autos could lead 
a@ new advance in the nation's economy in 1958." 


















Dealer Forum 












OU don’t replace men like John 
Yo. Munn. You may humbly 
geek to follow in their footsteps. 
But you don’t replace them. 

John was unique. He brought to 
Avromotive News a wealth of ex- 
perience. Perhaps more important, 
he brought an attitude of mind— 
an attitude of goodwill and integ- 






The warmth of his personality 
was that of a man who finds 
worth in his fellow humans and 


by Robert M. Finlay 





loves them through a conscious 
attitude. 
It is with these thoughts in mind 











a that we take up the task of filling 
‘te these columns, which were filled for 
big. | 90 many years by John Munn. 
vV-8 * . * 
pen- | Looking at Industry 
air BRING to the column a firm 
_ faith in the men who sell and 
service the motor cars and trucks 
ieve,” § that make this land of ours a 
with | mobile one. 
= In the years we've been at AvTo- 
iobile § Jonve News, we've heard dealers 
wil referred to in many ways. We've 
vrolet . 
‘this | Baltimore Opens 
. a) . 
Pel Most Ambitious 
“tne | Car Show Jan. 25 
tand-f = SaLTIMORE.— Displays of an- 
- ° cient and foreign cars and special 
ome § show and experimental models will 
& the be features of Baltimore’s “most 
ambitious auto show,” according to 
i for | Joseph J. Rochlitz, president of Bal- 
| com § timore Auto Show, Inc. 
— Maryland Gov. Theodore McKel- 
| din and Mayor Thomas D’Alesan- 
Cole dro have been invited to cut the 
348- ribbon opening the show Jan. 25. 
som It will close Feb. 1. 
. for A “Miss 1958 Auto Show” and 
ffers | Members of her court will be se- 
mid- | lected to reign over festivities at 
the Fifth Regiment Armory. 
v heels Assisting Rochlitz will be Daniel 
ffered| B. Brooks, vice-president of the 
‘level- | show; Foster W. Talbott, secretary, 
auto § and Frank J. Marsden, William E. 
veight } Voyce and Louis Schaefer, board 
ing. | members. J. Cavendish Darrell is 
w X-— general manager of the show. 
more _—_—_ ‘ 
ss Auto Dealer Group in Ohio 
frame) Elects Harris President 
AD COLUMBUS, O—Guy Harris, 
oom@ Clyde Cole Motor Co., Warren, has 
road— been elected president of the 


Trumbull County New Car Dealers 
Assn. Also elected were: 

R. Lee Sanzenbacher, Sanzen- 
bacher Motor Co., Warren, vice- 
president; Harold Shively, Shively 

& Service, Niles, treasurer, 
and Ernest H. Keller, Keller Buick, 
Girard, secretary. 
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heard men envy them. We’ve heard 
men revile them. We’ve heard men 
Say dealers are this or that. 

And we remember visiting one 
day with Hamilton Basso, a vet- 
eran dealer on the West Coast. 

“Talk is cheap,” Basso said. 
“You’ve got to keep book on 
people and publications and see 
how they follow through on what 
they say.” 

And in keeping book on dealers, 
we've found that you can’t say that 
dealers are this or that. We've 
learned that each dealer is an 
individual made in his own mold 
and conditioned by experience. 

> > * 
A Changing Target 
i great body of auto retailers 
is ever moving and changing, 
old dealers leaving, new dealers 
coming. 

There are dealers with different 
attitudes, dealers with different 
opportunities and dealers with 
totally different approaches to the 
business of selling cars and trucks. 

Nearly a decade and a half ago 
we interviewed a veteran of the 
trade association movement. 

“Dealers,” he said, “find it diffi- 
cult to speak effectively as an 
organization because a retailer 
by nature concentrates on self 
interest and thus can accomplish 
little through cooperation.” 

In the years since, we've seen 
that statement refuted. Dealers 
have been able to take effective 
steps through cooperation. There is 
one point on which differences can 
be reconciled—and that is on action 
in the public interest. 

Some, of course, say it and don’t 
mean it—action in the public in- 
terest, that is. They think that is 
something everyone says and no 
one means. Yet that is the only 
form of lasting achievement. If 
you doubt it, look back at history. 

Thus we have faith that dealers, 
no matter how much they differ 
in operation and attitude, can co- 
operate effectively in the public 
interest. 


Newsman’s View 


ND we have the newsman’s faith 

in the effectiveness of free 
inquiry. Problems brought out into 
the light of open discussion can be 
solved. 

With the help of you in the auto 
industry, we will seek to shed a 
little light on industry problems. 
We are setting up no taboos to 
curtail paths of inquiry. We will 
seek the answers wherever they 
may be found. And we ask God's 
guidance and your help as we go 
along. 


Dealers in Ohio 


To Hear Irvin 


COLUMBUS, O.—Dr. Charles E. 
Irvin, staff speaker for General 
Motors Corp., will address the Ohio 
Automobile Dealers Assn. at its 
24th annual convention at the Neil 
House Nov, 10-12. 

Another entertainment highlight 
will be “A Night on Broadway,” 
which is scheduled Nov. 11, Music 
from top New York shows will be 
featured. 


City Repeals $5 Auto Tax; 
Switches to Sales Levy 

OZARK, Ala. — Ozark will be- 
gin collecting a one percent sales 
tax Nov. 1 from all merchants 
doing business within the city 
limits, and a 1% percent sales tax 
on all operating within the city’s 
police jurisdiction. 

Meanwhile, City Council agreed 
to repeal a $5 automobile tax 
which was to have gone into effect 
shortly. City officials said the 
sales tax would substitute for the 
auto tax, “which met with numer- 
ous objections of Ozark residents.” 
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Dealers Combine Ad Efforts .. . 


New York Unit Suspends 


Wednesday Night Close 


BROOKLYN, N. Y. — The 
Brooklyn & Long Island Automo- 
bile Dealers Assn. has called a 
three-month moratorium on its 
Wednesday - night -closing agree- 
ment. The plan will go back into 
effect Jan. 8. 

In a bulletin, the association 
suggested that members extend 
hours to 9 p.m. Monday through 
Friday and to 6 p.m. Saturday in 
view of “relatively high inven- 
tories in certain lines” and in 
consideration of upcoming new- 
car announcements. 
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Olympia Cleanup Begins with Parade— 


Cooperative Cleanup 
Clicks in Northwest 


By John K. Teahen Jr. 
Staff Writer 

S THE dealer-eat-dealer type of 

competition an essential part of 
cleanup selling? 

Eight dealers in Olympia, Wash., 
decided that such tactics do more 
harm than good, They combined 
their advertising efforts in a four- 
day cooperative program, and the 

= * > 





Eight dealers in Olympia, Wash., turned thumbs down on the blitz type of cleanup 
and cooperated in a four-day promotion to open their end-of-year sales. The dealers 
represented all Big Three makes. Newspaper and radio ads publicized the sale, and 
@ parade of 40 new cars was a feature of opening day. 


N.J. Parley Urges Ban 
On Sales Malpractices 





ATLANTIC CITY, N. J.—The 
New Jersey Automotive Trade Assn. 
lashed out at bootlegging during its 
39th annual convention. 


Some 600 delegates attending 
the conclave adopted a resolution 
urging the board of directors of 
NADA “to develop and adopt a 
definite, concise and feasible 
plan,” concentrating on the elim- 
ination of “the serious problem 
of cross-selling, cross-buying and 
bootlegging.” 

The resolution said that “this 
continuing flagrant practice is 
most detrimental to the profit of 
the enfranchised dealer—to the 
prestige of the best automobiles 
produced in the world—and most 
importantly, to the safety factors 
to which the buying public is 
entitled.” 

NADA directors were asked to 
formulate a plan “the adoption of 
which will react to the material 
benefit” of dealers, manufacturers, 
and the public. 

Copies of the NJATA resolution 
were sent to the NADA, to all 
automobile manufacturers, and the 
NADA was requested to promptly 
advise all dealers of the details of 
whatever plan they adopt “to the 
end that everyone may fully par- 
ticipate in its immediate fulfill- 
ment.” 

In his address to the convention, 
NADA President Frederick M. 
Sutter said: 

“You and I know that the 
‘volume, wheel and deal’ dealer 
and the bootleg-car outlet very 
seldom give the new car proper 
predelivery service. We have 
seen them take a new car off 
the transport truck, wash it, and 
deliver it, without making one 
single safety check or adjust- 
ment,” Sutter said. 

“Usually these are the operators 
who offer ‘the highest dollar’ or 
‘longest deal.’ People do not realize 
they are being shortchanged out of 
vital service costing from $50 to 
$75—service which may save their 
lives. 

“It is your duty, even though it 
is unpleasant, to explain this to 
each customer. Most people won't 
deliberately take chances with 
their safety, if they understand,” 
the NADA president declared. 

“Our manufacturers have a re- 


sponsibility, too,” he went on, not- 
ing his “regret that so far they 
seem to have done nothing about 
it.” Sutter explained: 


“No manufacturer will deliver 
a car to your retail customer at 
the factory without first giving it 
a thorough predelivery service— 
sometimes called ‘final assembly’ 
—which costs you from $25 to $40. 
We all approve of this. 

“Why then are they willing to 
continue with ‘wheel and deal 
dealers’ or bootlegging dealers, 
when they must know these people 
deliver tens of thousands of their 
cars with little or no service?” 

Sutter said this practice is not 
in the public interest and “cer- 
tainly violates the rules of public 
safety. That is why NADA ig in- 
sisting that proper measures be 
adopted which will guarantee 
proper service to the public and 
also take the profit out of the 
operation which sells ‘top trades’ 
and slights service and safety. 

“We believe our service responsi- 
bility program will accomplish this 
and reestablish public good-will 
and profit for legitimate dealers,” 
he declared. 

Sutter said that in the 14 states 
which have periodic inspection re- 
quirements, during May, 1957, an 

(Continued on Page 62, Col. 1) 


results convinced them that they 
had chosen the right course. 

Billing the event as the “great- 
est auto sale in Washington his- 
tory,” the dealers offered “$712,000 
worth of new 1957 cars — 205 
units.” 

They took full-page ads in the 
city’s daily and weekly newspapers 
and bought 218 radio spots. All ads 
urged buyers to see their local 
dealers and pointed out the ad- 
vantages of buying in Olympia. 

* oa ~ 


HE results: “The eight dealers 

delivered about 60 new cars 
during the four days, and the deals 
were equal to or better than those 
we had been offering individually,” 
said F. Whitmore Reading, vice- 
president, State Motors, Inc. (De- 
Soto-Plymouth). 

“What's more,” he continued, 
“the promotion cost the dealers 
$100 apiece. Three weeks earlier, 
I had tried a similar promotion 
which cost $550.” 

All Big Three lines were repre- 
sented in the program. In addition 
to State Motors, the participants 
were Capitol Chevrolet, Dick Lewis 
Pontiac-Cadillac, Russ Dunmire 
Oldsmobile, Bob Ervin Motors 
(Buick), Emery Colkett Motors, 
Inc. (Dodge-Chrysler-Imperial), 
Fleming-Harvey Motors (Ford) 
and F & G Lincoln-Mercury. 

> aa > 


Ss many dealers con- 
tinued to concentrate on blitz- 
type ads. New cars were offered 
“not at cost, but at $100, $200 and 
$300 below cost” by Newport Ford, 
Inc., Louisville. 

Dodges were going for “$50 un- 
der our cost” at Jenkins Auto 
Sales, Dayton, and Winders Chev- 
rolet Co., Columbus, O., said, 
“We'll sell any new Chev for only 
$5 above our cost.” 

Dumas Milner Pontiac, Tulsa, 
Okla., mentioned its factory bonus 
revenue and declared, “Every single 
57 Pontiac in our stock will be sold 
at our cost plus transportation 
charges and service.” 

On the price front, $1,495 would 
buy a new car from Hoehn Chev- 
rolet Co., Memphis, and half-ton 
pickups were tagged at $1,575 by 
Bale Chevrolet Co., Little Rock, 
Ark. Hull-Dobbs Ford, Louisville, 
listed station wagons for $1,965. 

> > > 


N BASEBALL-MAD Milwaukee, 
Rank & Son (Dodge-Plymouth) 
pictured 16 of the city’s favorite 
sons and said, “These Braves got 
their Dodges at Rank & Son. You 
can, too, at prices as close to cost 
as possible.” 

Vincel Pontiac Co., St. Louis, 
and Rhodes Walker Chevrolet, 
South Charleston, W. Va. made 
two-for-one offers, They invited 
buyers to purchase a 1957 car, 
drive it for a specified period and 
bring it back and receive free a 
58 with the same equipment. 

Pat Dollovan Chevrolet, Inc., 
Mansfield, O., played a slight varia- 
tion on this theme. The company 
said, “Purchase any 1957 Chevrolet 
from our stock, and drive it up to 
Apr. 1. Bring it back and we will 
give you the full cash purchase 
price paid on an equivalent or bet- 
ter model.” 


On the House... 





Today on this page Bob Finlay debuts as con- 
ductor of “Dealer Forum,” successor to the late 
John Munn’s “Dealers Tell Me” column. Bob has 
been Automotive News’ editorial director for the 
past two years, having been managing editor for 
10 years. He knows dealer problems intimately, as 
well as industry trends. He’s the most capable guy 
I know to follow in John’s footsteps; he'll do a 
great job, with your help... 

Chicago-area Ford dealers report used-car sales 
and inventory down in September about 5 per- 
cent; customer repair orders also decreased .. . 
Cadillac has built and sold 400 of its Broughams, 


reveals General Manager Jim Roche, who also said that only 18 
percent of Cadillacs sold in 1957 were financed (insofar as company 


records show/ ... 


Margaret Boodry, executive secretary, is celebrating her tenth year 


with Rhode Island association . . 


. Los Angeles and Southern Cali- 


fornia association has named Frank C. Jones as a field secretary. 


—Perre Wemuorr, Editor, 
Automotive News 
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Medium-Price Cars 
Show Sales Gains 


(Continued from Page 1) 


ings showing the only gains for 
the month at the corporate level. 

Miscellaneous units were up 0.30 
percentage points to 3.90 percent of 
the market. Chrysler Corp. ad- 
vanced 0.24 points to 19.53 percent 
of all sales for the month. 

(With the Metropolitan’s market 
share added to the miscellaneous 
total, foreign cars during the month 
accounted for more than 4 percent 
of all sales.) oe a 


ENERAL MOTORS, which has 

shown an unbroken downward 
trend in its share of the market 
during 1957, was set back again 
during the month. GM lost 0.06 
points to wind up with 43.16 percent 
of the month’s sales. 

Gains in the medium and high- 
price field for GM were more 
than offset by the loss for Chev- 
rolet, which chalked up the 
sharpest loss of any individual 
make during the month, 

Ford Motor Co. wound up with 
30.22 percent of the month’s mar- 
ket, a decline of 0.08 points from 
the previous month. 


American Motors fell 0.32 points 
to level off at 1.94 percent. The loss 
for AMC reversed an upward trend 
dating back to March. 

Studebaker-Packard dropped 0.08 
points, settling for a penetration of 
1.25 percent. S-P had shown a gain 
in the preceding month. 


* * * 


Benguet the way upward in the 
medium-price field during Au- 
gust was Oldsmobile, which gained 
0.50 percentage points. In every 
other month this year, Oldsmobile 
has had to settle for a market 
share smaller than that which it 
had achieved in the previous 
month. 
Buick gained 0.23 points for its 
first advance of the year. It had 
recorded an unbroken string of 
monthly declines since the first of 
the year. 
Pontiac, adding 0.05 points, re- 
versed a four-month downward 
trend. 

Other makes in the medium-price 
field which achieved wider market 
penetration during the month in- 


Foreign-Car 
Registrations 


All states for eight months: 


1957 1956 
Pos. Pos. 
1— 46,902 Volkswagen 33,628—1 
2— 13,220 Renault * 
3S— 9,319 English Ford * 
4— 9,249 MG 3,171—3 
S— 17,308 Metropolitan 4,420—2 
s Jaguar 2,469—4 
* Austin-Healey 2,189—5 
43,323 All Others 15,273 
Total All Makes 
123,822 61,150 
*Not in Top Five. 
> 7 7 
= 
Foreign-Car 
a - 
Registrations 
All states for August: 
1957 1956 
Pos. Pos. 
1— 4,571 Volkswagen 3,987—1 
2— 2,911 Renault ° 
3— 1831 English Ford 417—4 
4— 1,336 Metropolitan 863—2 
5— 1,309 Hillman s 
* MG 674—3 
* Jaguar 386—5 
8,205 All Others 2,809 
Total All Makes 
20,163 9,136 


*Not in Top Five. 


Duffield Heads Up Dealers 
In Ohio’s Hancock County 


COLUMBUS, O.—The Hancock 
County Automobile Dealers Assn. 
has elected John Hollington, Hol- 
lington Motor Sales, Findlay, as 
president. Other officers are: 

Cc. O. Duffield, C. O. Duffield 
Motor Sales, Findlay, vice-presi- 
dent, and Jack Harrington, H. J. 
Harrington Chevrolet Co., secre- 
tary-treasurer. 


cluded Mercury, Chrysler and De- 
Soto. Dodge just missed the upward 
trend—its percentage was cut back 
by 0.01 points. 

In the high-price field, Cadillac 
added 0.15 percentage points to its 
penetration of the overall market 
during the month. Elsewhere in the 
high-price field, Lincoln added 0.07 
points, while Imperial and Conti- 
nental held unchanged. 


* * * 


N ORDER to make room for 
sales increases in the medium 
and high-price ranges and for 
foreign cars, certain shares of the 
market held by the low-priced field 
(and by Studebaker, Nash, Packard 
and Hudson) had to be reduced. 

Biggest whack was taken in 
Chevrolet’s market share, which 

was cut back 0.99 points. Rambler 

lost 0.32 points and Ford re- 
treated 0.17 points. 

Plymouth escaped the downward 
trend in the low-price field by 
adding 0.19 points to achieve a 
penetration of 11.17 percent of the 
total market, the biggest share it 
has had in any month this year. 

Metropolitan also ‘reached the 
year’s high point by adding 0.03 
points to wind up with 0.27 percent 
of the market for the month. 

New monthly lows for 1957 were 
established by Nash, which fell 0.01 
points to 0.13 percent of the overall 
market, and Hudson, which dropped 
0.02 points to 0.05 percent. Packard 
dropped 0.01 points to match its 
previous low of 0.08 percent. 


* * * 


Fo® the first eight months of this 
year, as compared with the same 
period of 1956, honors in market 
gains went, respectively, to Chrys- 
ler Corp., Ford Motor Co. and mis- 
cellaneous makes. 

The share of American Motors 
exactly corresponded to that which 
it had in the year-ago period. 

Showing reduced market shares 
were GM and S-P. 

Chrysler Corp. was up 3.41 
points to 19.14 percent; Ford 
Motor was up 2.73 points to 30.22 
percent and miscellaneous makes 
were up 148 points to 2.90 per- 
cent. AMC’s unchanged share was 
1.95 percent. 

S-P fell 0.77 points to 1.17 percent 
of the market, while GM plum- 
meted 6.85 points to 44.62 percent, 
compared with 51.47 percent it en- 
joyed in the 1956 period. 

By individual makes, gains over 
the year-ago period, ranked in 
order of size, were: Ford, up 2.93 
percentage points; Plymouth, 2.21; 
Dodge, 0.77; Imperial, 0.42; Ram- 
bler, 0.30; Metropolitan, 0.08, and 
DeSoto, 0.07. 

Losses for the eight-month pe- 
riod, as compared with 1956, were 
ranked in this order: Buick, down 
2.52 percentage points; Chevrolet, 
2.30; Oldsmobile, 1.33; Pontiac, 0.68; 
Packard, 0.46; Studebaker, 0.31; 
Nash, 0.26; Hudson, 0.12; Lincoln, 
0.12; Chrysler, 0.06; Mercury, 0.06; 
Cadillac, 0.02, and Continental, 0.02. 





Sales Score 
For August 


New-car registrations for 


August: 

1957 Pos. Make 1956 Pos. 
1—123,632 Ford 131,769— 2 
2—117,744 Chev. 145,680— 1 
3— 54,926 Plym. 44,976— 4 
4— 29,757 Buick 51,404— 3 
5— 28,6443 Olds. 41,852— 5 
6— 25,035 Pontiac 34,318— 6 
7— 22,589 Dodge 21,568— 8 
8— 22,310 Mercury 28,520— 7 
9— 11,079 Cadillac 13,517— 9 

10— .8,209 Chrysler 10,786—10 

ll— 17,750 DeSoto 9,423—11 

12— 17,326 Rambler 6,656—12 

13— 56,784 Stude, 6,950—13 

14— 2,644 Lincoln 4,483—14 

15— 2,585 Imperial 837—19 

16— 1,336 Met. 863—18 
17— 611 Nash 2,052—16 
18— 392 Packard 2,960—15 

19— 265 Hudson 867—17 

20— 37 Conf 127—20 

19,185 Misc. 8,712 
Total All Makes 
491,339 568,320 


Further details on Page 43. 















Each Maker’s Share... 


Pct. of Pet. of 
Regis., Regis., 

August duly 
BNE nh diivietwievenesinicnisies 25.14 25.31 
Chovrolet _........0.....0.. 23.94 24.93 
EEE desteunascontendves 11.17 10.98 
UEEIEE:  itsensciecnonedeininsete 6.05 5.82 
Oldsmobile ................ 5.83 5.33 
SEIT dehtnsebeincsnsicbdoes 5.09 5.04 
INS atipeesipohierseneniceses 4.59 4.60 
o_O 4.53 451 
GRID ceccccescccescescesees 2.25 2.10 
ee 1.67 1.64 
EES cwsenteiteseancetsteives 1.58 1.55 
ID cctiscacticneccetntin 1.49 181 
Studebaker ................ 1.17 1.24 
ee 5A A7 
ar 52 52 
Metropolitan ............ 27 24 
SIE ik sussdalsbdsionasisbees 13 14 
a, a 08 09 
SEITE. “\nitchcensxénsemseness 05 07 
lieilebitien q 01 










GEN. MOTORS ....... 43.16 43.22 
FORD MOTOR. ...... 30.22 30.30 
CHRYS. CORP. ...... 19.53 19.29 
AMER. MOTORS 1.94 2.26 
BPE. nescovsunstinidciwvseosbsantei 1.25 1.33 


Car Sales: August vs. July, 1957 


First Eight Months, 1957-1956 












Pet. Pt, Pet.of Pet. of 
Change Regis., Regis., Pet. Pt. 
During 8 Mos. 8Mos., C 
Month 1957 1966 ’57 vs. 56 
— 17 24.96 22.03 
— 9 23.76 26.06 

19 10.48 8.27 

23 6.30 9.32 

50 6.26 7159 

05 5.46 6.14 
— Ol 4AR 3.71 
: 02 4.65 4.71 

15 2.34 2.36 

03 1.81 1.37 

03 1.79 1.72 
— 32 149 1.19 
— 07 1.07 1.38 
+ 07 60 72 

ovse 58 -16 42 
+ 03 19 ll 08 
— Ol 18 AA 26 
— Ol 10 56 46 
— 09 21 12 

eave 01 03 





— 06 4462 5147 —685 
— 08 3022 27.49 2.73 
+ 24 1914 15.73 3.41 
—-8 18 18 ©... 
—-28 WW 18 —-7 
+30 2.90 142 +148 


Truck Officials Concerned 
About Plan to Aid Rails 


By Jack Weed 
Truck Editor 

CHICAGO.—Concern was ex- 
pressed here at the convention of 
the American Trucking Assns. over 
a proposal for Federal aid to rail- 
roads. 

The Freer-Wolverton bill, now 
pending in Congress, proposes 
that the Government set up a 
fund to make loans to the rail- 
roads to buy rolling stock and 
other equipment. 

The money would be loaned to 
the railroads at “% of one percent 
more than the rate paid by the 
Government on borrowed funds. 

ATA directors noted that there 
is nothing in the bill to prevent the 
rails from using the money to buy 
truck lines which could be fused 
into existing rail lines. 

A matter which the ATA re- 
ported out favorably 15 years ago 

arose at this session. That is the 
promotion of a joint rate so that 
shipments by rail to points off the 
rail line could be billed through to 
destination instead of to the nearest 
point on the rail lines as at present. 


This would permit railroads to 


1958 Continentals, 
Lincolns to Have 


Single-Unit Body 


DEARBORN. An integrated 
body-and-frame type of construc- 
tion for 1958 Continental and Lin- 
coln models is now under way in 
America’s first specially designed 
unit-frame automotive assembly 
plant in Wixom, Mich. 

American Motors Corp. has used 
unit-frame construction for many 
years, 

“Built into these cars is a kind 
of manufacturing process which 
will give quality and value, hereto- 
fore unknown in the automotive 
industry,” said Ben D. Mills, as- 
sistant general manager of the 
Lincoln and Mercury division. 

He also predicted this type of 
manufacturing process could be- 


come a standard for the industry.| 


Called “uniframe” by its de- 
signers, the new method welds into 
a single unit the body’ structure 
and the underbody of the vehicle. 
The conventional method requires 
that the body be bolted to a sepa- 
rate frame. 

The new structure, according to 
Mills, resists body-twisting effects 
from rough road conditions by 
virtue of increased torsional rigidi- 
ty in the body. Welding of panels 
eliminates body noise, he added. 

The Lincoln-Zephyr, introduced 
in 1935, had a unit-type body made 
by welding a separate frame to a 
separate body. This type of con- 
struction was employed until the 
car went out of production in 
1942, 


collect the freight on a through 
shipment and designate the truck 
line by which the goods would be 
transhipped. 

It was reported here that at 
least one big trucking line and a 
big rail line are negotiating a joint 
rate deal, and that plans may be 
finalized soon. 

At a meeting of the Regular 
Common Carrier Conference, Laur- 
ence K. Walrath, of the Interstate 
Commerce Commission, assailed at- 
tempts to integrate the various 
modes of commercial transporta- 
tion into one operation. 

“It might have been practicable 
a century ago, but now it’s more 
than 100 years too late,” he said. 

He said he believed the public 
interest and the interests of the 
carriers are served best “if no one 
form of carriage dominates, but 
instead the inherent advantages of 
each continue to be preserved.” 

Addressing the Private Carrier 
Conference, Dr, George P. Baker 
said enforcement of safety regu- 
lations of privately owned and 
operated interstate trucks may 
revert to the states rather than 
the Federal Government. Baker 
is president of the Transportation 
Assn. of America. 

He said congressional rejection 
of a bill requiring registration of 
private trucks to enable the ICC 
to enforce safety regulations better 
might be interpreted as a move to 

(Continued on Page 61, Col. 4) 
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McGovern Heads’ 
U.S. Rubber; 
4 Others Move Up 


NEW YORK.—John W. McGoy. 
ern has been elected president of 
U. S. Rubber Co, and desis:nate; 
chief operating officer by the boarj 
of directors. He 
succeeds H.§& 
Humphreys jr, 
who continues a 
chairman of the 
board and chief 
executive officer, 

McGovern 
joined U. S. Rub. 
ber in 1920 as ap 
accountant ip 
Boston and be 
came genera] 
manager of the 
tire division in 1943. He was electej 
a vice-president in 1945, a director 
and member of the executive com. 
mittee in 1951 and executive vice. 
president in 1956. 


The board also designated Vice. 
Presidents Eugene A. Luxenberger 








E. A. Luxenberger G. R. Vila 
and George R. Vila as group vice 
presidents. 

Luxenberger will be responsible 
to the president for the operation 
of the tire division, footwear and 
general products division and me- 
chanical goods division. 

Vila will be responsible to the 
president for the operation of Do 
minion Rubber Co., Ltd., Late 
Fiber Industries, Inc., and the 
chemical, textile, international and 
plantation divisions. 

Earle S. Ebers was elected a vice 
president and appointed genera 
manager of the chemical division 
succeeding Vila. C. William Penn- 
ington was elected a vice-president 
and appointed general manager of 
the footwear and general products 
division succeeding Luxenberger. 


Denver Auto Show 


To Open Feb. 10 


DENVER. — The Metropolitas 
Denver Automobile Dealers Assn 
has scheduled its 1958 auto show 
for Feb. 10-15 in the Denver Coll- 
seum. Bernard Mahoney (Chevroe 
let) is chairman, and J. J. Marst 
(Ford) is vice-chairman. 

A show committee will be s 
lected by Mahoney and Marsh. Sié 
ney J. Page, of Chicago, is planning 
the entertainment program. 

The first Denver Auto Show wai 
held in 1903, and it has bees 
staged annually except during 
World War II. 





‘Forward Control’ Jeeps for Mexico— 


Assembly of the “Forward Control" Jeep FC-170 truck will begin soon in Mexi® 
at the Willys Mexicana S. A. plant in Mexico City. Two representatives of the com 
pany are shown taking delivery on one of the vehicles which will be used as ® 
pilot model when assembly operations start. Jorge Arestegui, service manager, offixes 
a Mexican license plate to the truck at the Willys plant in Toledo, while looking 
on are, from left, W. S. Valentine, sales manager, Latin American division of V/illy* 
Overland Export Corp., and Jorge Garcia, plant superintendent. The Mexican plat! 


assembles several thousand Jeep vehicles 


of all kinds each year. 
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LOOKING TO THE FUTURE—PRODUCING FOR TODAY! 


Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of TYPICAL 30); aa 


tomorrow. 


Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 


And today Bendix Products Division is planning new and 


better products for the cars and trucks of tomorrow. 


" 3 Bendix Power Brakes Bendix Power Steering 
That’s why the industry looks to Bendix* as a source of new 
BRAKES + POWER STEERING + POWER BRAKING 


ideas, as well as a volume manufacturer of automotive components. —_consTANT VELOCITY UNIVERSAL JOINTS + HYDRAULIC REMOTE CONTROLS 


*REG. U.S. PAT. OFF. 


Bendix  2xs° South Bend, wo. 
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GM Cars Below 45% for Nine Months... 


Ford-Chrysler Output Share Up 


By Martin L, Whitmyer 
Staff Writer 

A THIRD-QUARTER car output 
surge by Ford Motor Co. helped 
increase combined F or d-Chrysler 
Corp. assemblies for the first nine 
months of this year to 52.35 percent 

of total industry production. 

It also marked the third con- 
secutive quarter the two auto 
manufacturers produced more 
than half of the industry’s cars. 
In the first quarter of this year, 

Ford and Chrysler built 51.05 per- 
cent of the total, They increased 
their combined share to 51.97 per- 
cent in the second quarter and to 
a high of 54.51 percent for the 
July-September period. 

* * * 


OO emeep the same periods, Gen- 
eral Motors was producing 46.42 
percent; 45.01 percent and 42.96 per- 
cent. GM’s share of total factory 
assemblies for the first nine months 
was 44.99 percent. 

The Little Two picked up 2.53 
percent of total factory output 
during the first quarter of this 
year, jumped to 3.02 percent in 
the second quarter and then 
slipped back to 2.53 percent dur- 
ing the July-September period. 
Over the first nine months, com- 

bined American Motors-Studebaker- 
Packard output accounted for 2.66 
percent of total industry assem- 


blies, compared with 97.34 percent 
for the Big Three. During the same 





Salesmen Are Targets re 


period of 1956, the Little Two grab- 
bed off 3.40 percent of total output, 
as against 96.60 percent for the 
GM-Ford-Chrysler combination. 

+ * + 
NDUSTRY-WIDE, the five car- 
making firms turned out 4,675,039 

cars during the first nine months 
of this year for a 10.4 percent in- 
crease over the 4,234,771 cars as- 


Colbert to Attend 
London Auto Show 


DETROIT.—L, L. Colbert, presi- 
dent of Chrysler Corp., left here 
last week on a 12-day business trip 
to England and 
Europe. 

While in Lon- 
don, Colbert plans 
to tour produc- 
tion facilities of 
Chrysler Motors, 
Ltd., and attend 
the Preview Mo- 
tor Show, which 
opens tomorrow 
(Oct, 15). 

Colbert also 

L. L. Colbert plans to tour 
Germany, Denmark and Italy and 
visit Carrozzerria Ghia Custom 
Auto Body Works in Turin, Italy 
before returning to the U.S. 
Oct. 21. 

Colbert is being accompanied by 
his wife on the trip. 





Calif. Union Opens Drive 


By Frank Gawronski 
Staff Writer 

DRIVE to organize automobile 

salesmen in Contra Costa 
County, Calif., has been started by 
Local 1095 of the Automobile Sales- 
men’s Union following the signing 
of a contract with the Richmond 
Motor Car Dealers Assn. 

Albert Silva, union business rep- 
resentative, said or- 
ganizers have started 
contacting salesmen 
in the cities of Wal- 
nut Creek, Concord, 
Martinez, Pittsburg 

and Antioch. Richmond is the coun- 
ty’s largest city. 

Members of the Contra Costa 
Motor Car Dealers Assn. said they 
were unaware of the campaign. 

Local 1095 already represents 

salesmen of the East Bay Motor 
Car Dealers Assn., which covers 
52 dealers in Oakland, Berkeley, 

Albany, San Leandro and Ala- 
meda and the Richmond Assn. 

The new contract with 10 Rich- 
mond dealers, which covers 65 
salesmen, calls for a guaranteed 
monthly minimum of $400 with a 
three-month wipeoff period. 

The wipeoff begins with the first 
day of the month in which the 
salesman fails to earn $400. If his 
commissions at the end of two 
months total $800, the period ceases. 
Whether or not commissions total 
$1,200 at the end of 90 days, a new 
period begins. 

Silva said the provision will en- 
courage dealers to employ better 
salesmen and to stop overloading 
the floor. 


* * > 


Set Sales Commissions 


CCORDING to Dana Murdock, 

dealer attorney, another provi- 
sion of the contract is a three-part 
agreement on commissions. 


It. provides salemen with a 
$110 commission for Ford, Chev- 
rolet, Plymouth, Studebaker 
Champion and comparable cars; 
$185 on Lincoln, Cadillac, Impe- 
rial, Buick Roadmaster and others 
in this range, and $135 on all 
other U. S. cars. 

Commissions on foreign cars 
were increased $10 per sale and a 
rate of 7 percent of the net sale 
price, less tradein allowances, was 
set for used cars. The contract also 
provides eight holidays and health 
and welfare benefits. 

Signing of the agreement cli- 
maxed a long battle between the 


dealers and the salesmen. The 
union lost a bargaining election in 
1954, but reversed the decision this 
summer. 

In Elmira, N. Y., Machinist 
Local 965 lost a National Labor 
Relations Board election among 
service and parts department em- 
ployes at Albee Motors (Pontiac) 
by a 23-6 vote. 

In Jamestown, N. Y., the Machin- 
ists gained recognition when Phil- 
lips Motors, Inc, (Buick), signed a 
shop card with District 65 repre- 
sentatives. 

* «* * 
Contract Negotiations Begin 
Or THE factory front, prepara- 
tions for 1958 contract negotia- 
(Continued on Page 60, Col. 1) 


sembled during the January-Sep- 
tember period a year ago. 

Of total factory output, the Big 
Three built 4,550,556 cars and the 
Little Two 124,483 units. During 
the first nine months a year ago, 
the Big Three turned out 4,090,318 
cars and the Little Two 143,953 
units. 

On a percent-of-industry basis, 
Chrysler Corp. made the biggest 
gain over last year as it turned 
out 964,062 cars for 20.62 percent 
of total factory assemblies during 
the first nine months of this year. 
That’s a 6.34 percentage-point gain 
over the same period a year ago, 
when the corporation produced 
605,086 cars for 14.28 percent of 
total factory output. 


* * * 


LOSEDOWNS for changeovers 

late in the third quarter, how- 
ever, caused Chrysler Corp. to skid 
downward in percent of total fac- 
tory assemblies, The corporation’s 
five car-producing units turned out 
20.65 percent of total industry as- 
semblies during the first quarter, 
jumped to 22.21 percent in the 
second quarter and then skidded to 
18.64 percent in the July-September 
period. 

Ford Motor turned out 30.40 
percent of total industry cars in 
the first quarter, slipped to 29.76 
in the April-June period and 
then soared to 35.87 in the third 
quarter. 

Its third-quarter surge helped it 
to finish the first nine months with 
a total output of 1,483,032 units or 
31.73 percent of total industry as- 
semblies, compared with 1,148,090 
ears for 27.12 percent a year ago. 

* * > 

A= picked up 1.38 percent of 

total factory assemblies during 
the first three months of this year, 
climbed to 1.95 percent in the sec- 
ond quarter and then fell off to 1.31 
percent during the last three 
months. 

S-P turned out 1.15 percent of 
total factory ouput in the Jan- 
uary-March period, fell to 1.07 
percent in the second quarter 
and then jumped its year’s high 
of 122 percent during the last 
three months. 

AMC turned out 72,575 cars for 
1.55 percent of total factory as- 
semblies during the first nine 
months of this year, compared with 
1.80 percent on 76,170 cars a year 
ago, while S-P slipped from 1.60 

(Continued on Page 60, Col. 1) 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Aug. 9 
(Sold 145 cars out of 319 con- 
signments.) 

BUICK—'57 Super Hardtop, $2,350*; 
Special Hardtop, $2,000°. 56 Century 
Hardtop, $1,610*; Special 2-dr., $1,- 
480°, $1,200°. ‘55 Century Hardtop, 
$1,275*; Special 2-dr., $1,100*, §1,- 
000°. °54 Super sedan, $960*, $875; 
$855; RM sedan, $920° (ps); Special 
sedan, $770*. ‘53 Special Hardtop, 
$580°. 


CADILLAC—’57 (62) Hardtop, $3,800* 
(ps). "55 coupe de Ville, $2,360° 
(ps). "53 (62) sedan, $955*. "51 coupe 
de Ville, $345*. 

CHEVROLET—'57 Bel Air (8) Hard- 
top, $1,875°; 2-dr., $1,720*; Two-ten 
(8) Hardtop, $1,620; 2-dr., $1,525. 
‘56 Bel Air (8) conv., $1,515*; 2-dr., 
$1,365*; Bel Air (6) 2-dr.. $1,125; 
Two-ten (6) 2-dr., $1,090, $940. '55 
Bel Air (8) Hardtop, $1,125*, $1,- 
050*; conv., $1,010* (ps); sedan, $1,- 
005*, 2 at $990*, $965; Two-ten (8) 
sedan, $1,055*° (ps); 2-dr., $975*, 
$970, $875; Delray, $775. '54 Bel Air 
Hardtop, $855*. ‘53 Bel Air sedan, 
$590; 2-dr., $350. 

CHRYSLER—'56 NY Hardtop, $1,930* 
(ps). "54 NY sedan, $660* (ps). '53 
NY sedan, $425*. 

DeSOTO—’57 Firesweep sedan, $1,700°*. 
'53 Firedome 2-dr., $290. 

DODGE—’57 Royal (8) sedan, $2,085* 
(ps). "56 Custom Royal Hardtop, $1,- 
525*. °55 Custom Royal Hardtop, $1,- 
235°, $1,225*; sedan, $980*; Coronet 
(8) sedan, $885; 2-dr., $825. 

FORD—’57 Fairlane (8) 500 Hardtop, 
$1,940*; Custom 300 2-dr., $1,600; 
Ranch Wagon, $1,850. ‘56 Custom 
station wagon, $1,575* (ps); Fair- 
lane Hardtop, $1,410*, $1,175; conv., 


$1,255; Main (6) 2-dr., 
Fairlane (8) conv., $1,140°, $900; 
sedan, $1,050°; 2-dr., $905°, $825°, 
$750; Custom (8) sedan, $890; Main 
(8) 2-dr., $690. '54 Crest (8) Hard- 
top, $875; conv., $550; Custom (8) 
sedan, $700, $635, $555. °53 station 
wagon, $625, $620; 2-dr., $345. ‘52 
sedan, $205. 

LINCOLN—’'56 Capri Hardtop, $2,240* 
(ps). °"55 Capri sedan, $1,290°. ‘54 
Capri Hardtop, $1,075*, $1,000* (ps). 
’53 Hardtop, $535°. 

MERCURY — '55 Montclair Hardtop, 
$1,350, $1.175; conv., $1,085; sedan, 
$1,150; Monterey 2-dr.. $950°. ‘54 
station wagon, $1,000*. 

OLDSMOBILE——'56 (88) Hardtop, $1,- 
700. ‘56 (98) conv., $1,820*; 
sedan, $1,715*, $1,700*; 2-dr., 
350°. °54 (88) 2-dr., $1,015*. 
Hardtop, $450*. 

PACKARD—’'54 sedan, $830*. 
dan, $285. ‘51 sedan, $120. 

PLYMOUTH—'57 Belvedere sedan, $1,- 
915*. '56 Savoy 2-dr., $1,210*; Savoy 
2-dr., $925. "54 Savoy sedan, $485. 
'53 Hardtop, $355. 


PONTIAC—’57 Safari station wagon, 
$2,175*. °56 Chieftain station wagon, 
$1,600*. ‘55 Safari station wagon, 
$1,450* (ps); Chieftain Hardtop, $1,- 
055*, $850; Star Chief Hardtop, $1,- 
190°, $1,180*. °54 Chieftain 2-dr., 
$700*, $530*. '53 Hardtop, $450, 
$430*. '52 sedan, $300. 

RAMBLER—’'54 station wagon, $805. 

STUDEBAKER—’'55 Commander sedan, 
$675, $650; station wagon, $885*. 

MISCELLANEOUS—'57 Chevrolet %- 
ton pickup, $1,100; Metropolitan 
Hardtop, $1.250. '56 Ford %-ton 
pickup, $835*. ‘55 Chevrolet %-ton 
pickup, $520. 


$851. ‘55 


"53 se- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 41, 46, 47, 48. 



















Nine-Month Output—'57 vs. 














Total, Little 2 


Total Cars, U.S...4,675,039 


Western Dealers Irritated 





Each Car Maker's Share 





Total Pet. of Total Pet. of Gain 
Output, 9-Month Output, 9-Month or 
1957 Output 1956 Output Loss 
CHRYSLER CORP. .... 964,062 20.62 605,086 14.28 + 634 
er 94,622 2.02 72,919 1.72 + 0.30 
ae 30,584 0.65 6,588 0.16 + 0.49 
Er 92,002 1.97 71,250 1.68 + 0.29 
IN. diceonwveevsvwereseies 227,122 4.36 139,086 3.28 + 158 
a 519,732 11.12 315,243 744 + 3.68 
FORD MOTOR. ............ 1,483,032 31.73 1,148,090 27.12 + 4.61 
Continental ................. 444 0.01 1,182 0.03 — 0.0 
SEE sevevewveseenensncinevisenone 42,420 —. £§£;*é mnie male + 0.91 
SE dicssviuieinminendsemeosccess 1,184,396 25.35 924,380 21.83 + 3.52 
a 28,774 0.62 35,524 0.84 — 022 
BEE dacvewenstionacune 226,498 4.84 187,004 4.42 + 0.42 
GENERAL MOTORS. 2,103,462 44.99 2,337,642 55.20 — 10.21 
SEE | Siuetnicnsdserenteteneenne 298,474 6.38 427,313 10.09 — 3.71 
III irinininicsccetesasineia 120,913 2.59 114,993 2.72 — 0.13 
Chevrolet. .................... 1,124,515 24.05 1,192,918 28.17 — 412 
Oldsmobile .................. 296,368 6.35 344,046 8.12 — L7 
ee 262,692 5.62 258,372 6.10 — 048 
Total, BAG & ......000+0: 4,550,556 97.34 4,090,818 96.60 + 0.74 
AMERICAN MOTORS = 72,575 76,170 1.80 — 0.25 
SITIES - dicnsamuisciiensentiods 1,345 0.03 5,469 0.13 — 60.10 
Ss Liiiiuashiienbeidcasecichinien 3,561 0.08 12,374 0.29 _— 
0 a EE 65,611 1.40 58,327 1.38 + 
Rambler Amb. .......... 2,058 — 8  ‘giebis- “nae + 
ee ICD ctkicecdunsescbiodiowss 51,908 1.11 67,783 1.60 — 
I sisississlicsassaineliadaiinbis 4,606 0.10 13,277 0.31 — 
Studebaker J J cm 
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By Factory Gimmicks 


By L. H. Houck 
Staff Correspondent 


TOPEKA, Kans.— While dealer- 
factory relations seem to have im- 
proved as compared with a year 
ago, there still is a rumble of dis- 
content that might be better for 
airing. 

Current NADA and ADSA has- 
sles in behalf of a better union 
between factory and dealer and 
the frequent statement that the 
factory does not know what is 
going on at dealer level may be 
based on more than a modicum 
of fact. 

While the crimes committed by 
dealers who participate in cross- 
selling, gimmick advertising and 
misrepresentations occupy the cen- 
ter of the stage, a few dealers have 
let their hair down on factory gim- 
micks that are not sitting too well 
with dealers. 

Dealers doing the talking are 
located in a vast area comprising 
Western Kansas, Colorado and Wy- 
oming which, it is hoped, will make 
reprisal difficult. 

There appears to be some evi- 
dence that the factory policy is 
administered by aggressive staff 
members seeking to promote a 
personal ambition. Factories often 
seek out the extrovert who might 
push for a goal harder than the 
top brass anticipated. 

These points may serve as outs 
or excuses for practices that could 
occupy the attention of the BBB, 
to say nothing of the zealots in 
government service. And let it be 
said that this article is not about 
one manufacturer—but all of them. 

Case No. 1—The dealer received 
a sample model of almost all the 
line at new-model time last year. 
His factory asked him to post the 
list prices and accessory prices on 
the wall and in a window. 

He took three orders for one 

model with 8:00x14 tires as stand- 
ard equipment, according to posted 
prices, with delivery promised in 
three or four weeks. 
: The orders were written up and, 
in one case, a check for the full 
amount was accepted. In this case 
the buyer said he was buying the 
car because it had the big tires and 
he wanted to pull a trailer. 

Five days after the new-medel 
show, the factory sent out a bul- 
letin changing specifications—the 
8:00x14 tires were being replaced 
as standard equipment by the 
7:50x14, 

The three cars arrived with the 
larger tires and a bill of $14.65 was 
added for the extra-size tires. The 
dealer paid the bill and since he 
already had taken the orders based 
on factory suggested prices, he 
could not pass it on to the cus- 
tomer. 

He complained in a letter to 





the factory and was told to read 
his contract—that the factory re- 
served the right to change speci- 
fications at any time. The dealer 
replied that he thought this pro- 
vision was designed to give the 
factory permission to make 
changes that would correct a de- 
fect. Back came the reply from s 
zealous official: “Don’t think, just 
sell them.” 

The dealer said: “I was placed in 
the position of putting a sample on 
the floor with unit and accessories 
listed and priced and then making 
delivery on a cheaper model, or a 
model in which the worth of some 
of the accessories had been re 
duced by substitution of a smaller 
size. It was just the same thing as 
setting up a can of beans contain 
ing 16 ounces and offering to take 
orders for it and then delivering 
the can of beans similar in appear 
ance but containing only 14 ounces” 


Case No. 2—This dealer was be 
ing charged $20 a month for ne 
tional advertising and $10 a month 
for local advertising by the factory. 
A number of complaints must have 
been received, in addition to this 
dealer’s, so the factory informed 
the dealer that the $20 charge 
would be eliminated. 

In the same mail came a bulle- 
tin raising the price of the car 
$22. This was a $20 raise which 
required the payment of an extra 
$2 for excise tax, making the 
total $22. 

This dealer said: “We would 
have been $2 a month better off had 
We never complained.” 

Case No. 3—At new-model time 
for one of the Big Three, this deal- 
er’s car was the first to show. As 
usual, prices were established prior 
to showing and orders were taken 
for cars not in stock during the 
week or so before the introduction 
of the next Big Three car. 

When it showed, the dealer found 

(Continued on Page 61, Col. 1) 


Special Wheels 
Adopted for 1958 
Soap-Box Finals 


DETROIT. — The 21st All-Ameri- 
can Soap Box Derby sponsored by 
Chevrolet will be held next Aug. 17 
at Akron. 


Preparations for the nationwide 
youth activity were made at the 
annual meeting of the All-American 
National Control and Rules com- 
mittee. 

Among important rule changes 
was the adoption of specially d& 
signed wheels for the national 
championship race, 
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Skillful Truck Drivers Win Roadeo Titles— 


R. C. Williams, right, president, American Trucking Assns., Inc., awards 1957 
National Truck Roadeo trophies to, from left, James H. Davis, five-axle (Mack-Trail- 
mobile) driver for Chippewa Motor Freight Co., Chicago; William J. Klein, four-axle 
(White-Trailmobile) driver for Mason & Dixon Lines, Philadelphia; Hubert |. Kennedy, 
three-axle (International) driver for National Transit Corp., Cincinnati, and Aubrey L. 
Harper, straight truck (International) driver for Super Service Motor Freight Co., 
Nashville. The drivers were judged on driving skill, and knowledge of safety, courtesy, 
efficiency and first aid. Competition was held in Chicago. 






Won’t Tool Up Till Sales Hit 5% .. . 


Ford Eyes Economy Car 


(Continued from Page 2) 


a stripped down version of an 
American car for the economy 
market. 

The 5 percent mentioned by 
Nance was less than the number 
of economy-car sales that General 
Motors has indicated it will take 
to get GM into the field. 

E. N. Cole, Chevrolet general 
manager, said last fall that 500,000 
economy-car sales, or about 8 per- 
cent of the market, would be 
needed before GM was interested. 

Foreign-car sales amounted 


to about 2.8 percent of the mar- | 


ket through the first seven 
months of this year but jumped 
to 4.1 percent in August, 

Nance said Ford market studies 
indicated the market for economy 
cars was limited and pointed to 
no great swing to the smaller 
models. 

Among the highlights in the 
presentation of Ford’s medium and 





high-priced cars for 1958 were 
these observations: 


The Mark III version of the! 


Continental will come in four 
models two-door 
four-door hardtop; a four-door 
sedan, and convertible whose top 
automatically folds into a con- 
cealed recess well, 


While prices on all models were 





First Shipment of Opels 
Arrives in New York 


NEW YORK.—One of the first 
shipments of the General Motors 
German car, the Opel, has ar- 
rived here for sale by Buick 
dealers in the U. S. 

Fifty Opel Olympia Rekord two- 
door sedans were in the shipment 
which arrived here on the Belgian 
freighter Tervaete on Oct. 1. 





TRUCK 
HEADQUARTERS 
U.S.A. 


hardtop; a) 





White has always been the leader in A 
Pl i Maint 


geared to yourexact 


There’s something more than the 
greatest line of trucks in the indus- 
try —now available in the White 
Quality Family. 

There are complete truck service 
facilities throughout the United 
States and Canada. 

Backed up by this continuing 
program of industry leadership .. . 
foremost engineering . . . outstand- 
ing research and dévelopment. 








operating needs to cut your costs. 


~~ We'll help keep abreast of changing 
‘he og oblems. Regular class- 
in 





Another White ‘‘First’”’ to Keep ’Em Roll- 
'ing—safely! All the latest safety in- 
formation for fleet supervisors, drivers, 


No doubt about it—the White emblem means 

TRUCK HEADQUARTERS, U.S.A. 

THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


Autocar Division— Exton, Pa. - Reo Division—Lansing, Mich. 
The White Motor Company of Canada Limited — Toronto 


FOR MORE THAN 
55 YEARS THE 
GREATEST NAME IN TRUCKS 











withheld until the cars go on sale, 
the Continental will be “substan. 
tially lower” than its $10,000 price 
in 1957, 

Nance said the reduction 
would reflect spreading some 
costs between Lincoln and Con- 
tinental that were formerly 
charged to Continental alone, 
This backed reports that Conti- 
nental is becoming the highest- 
priced series of the Lincoln line 
rather than a separate line. 

Mercury will introduce the Park 
Lane series, pegged by Nance as 
“an upper-medium-priced car to 
compete with GM’s Oldsmobile 93.” 
He added that Mercury bodies will 
be practically the same in 1958 ag 
in 1957 with “no tail feathers, no 
fins.” 

Nance said a big selling feature 


|in the 1958 Mercury would be the 


new Marauder engine which cost 
$25 million to develop and will 
offer up to 400 horsepower. 
Another possibility in Nance’s 
view, “is that the demand for new 


| automobiles in 1958 may run above 





normal, Several times in our his- 
tory, automobiles have played a 


|major role in leading the economy 


to new levels of prosperity and 
economic growth, Our industry 
was credited with doing just that 
in 1954, among other years, and 
there are indications that autos 
could lead a new advance in the 


| economy in 1958.” 


Nance saw several significant 
factors contributing to the cur- 
rent picture. “Total number of 
persons in the automobile buy- 
ing age bracket continues to 


| grow. Many of them will be en- 


tering the marketplace in 1958 
for the first time.” 

In addition he pointed out that 
“much of the term paper written 
to buy cars in 1955 is now matur- 
ing, and by early next year many 
thousands of people will be finan- 
cially able to re-enter the market 


| without straining.” 


“In 1955,” Nance explained, “s 
customer who wanted to trade his 
two-year old car could be offered 
a deal based on 30 month maturi- 
ties then prevalent. During the 
1958 selling season, a customer 
trading a two year old car will 
not have to pay much more per 
month, since he will be able to buy 
on a 36 month basis.” 

At present, Nance pointed out, 
more than half the installment 
contracts have maturities of % 
months, Credit terms, he be- 
lieves, should not have an ad- 
verse effect on 1958 sales, 

He does not believe that maturi- 
ty lengths can be expected to in- 
crease materially as they did 
between 1953 and 1955, nor will the 
down-payment required decline 


| further. However, the good credit 


risk should be able to obtain a % 
month note with ease, he believes. 
It seems unlikely that the kind of 
financing which covered the mar- 
ginal buyer in 1955 will reappear 
in 1958. 


Pontiac Shoots 
For Fifth Place, 
8 Pct. of Sales 


(Continued from Page 2) 


sports-type car, passenger space. 
“The public wants a car with some 
of the features of sports car de 
sign, but can’t justify the purchase 
to a family left behind,” he de 
clared. 

“Our Bonneville convertible and 
sports coupe, at the top of the line, 
allow family and 
friends to enjoy 
the car with its 
owner.” 

Knudsen re- 
vealed that Pon- 
tiac now has 
about 3,800 deal- 
ers, and Frank 
V. Bridge, gen- 
eral sales mana- 
ger, said that the 
division has no 
plans at present F. V. Bridge 
to add new dealers “except for 
replacement.” 

Queried about fuel economy if 
the 1958s, Knudsen said “we will be 
competitive with our competitors 
offerings.” 
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Trade Stamps—for Now 


By William Ullman 


Washington Correspondent 






Hands Off 





ETHER they’re the bane of retailers or the greatest 


volume-promoting gimm 


ick since the fire sale, trading 


stamps won’t be attacked by the Government. At least for 
the time being. The Federal Trade Commission has decided 
it won’t issue any complains now prohibiting use of the 

Oo—_— a 


little colored coupons which 
have become so popular. After 


an extensive investigation, 
the FTC has concluded that stamp 


plans are not in themselves an un-| 


fair method of competition in 
interstate commerce. 

But the FTC warns it will keep 
a sharp eye on operation of 
coupon schemes to determine 
whether Federal laws are being 
violated. 

If it finds that “changing cir- 
cumstances or methods” are run- 
ning the plans afoul of statutes 
relating to cus- 
tomer deception, 
price discrimina- 
tion, exclusive 
dealing, boycott 
or conspiracy, the 
FTC says, it will) 
definitely take ac- | 
tion. 

The investi- 
gation was 
prompted by 
grumbling from 
individuals and 
businessmen that use of the 
coupons constitutes unfair or de- 
ceptive competitive practices. 

The commission decided it could 
take a look at the problem inas- 
much as Federal statutes—partic- 
ularly the FTC Act—give it broad 
leeway to determine just what 


William Uliman 


“unfair” or “deceptive” practices | 
are. 
> + * 
vidence Insufficient 
T THE same time, FTC can 


only file cease-and-desist orders 
against coupon programs that pro- 
duce a definitely unfavorable im- 
pact upon interstate commerce. 
Apparently, the commission found 
it did not have strong enough 
evidence of this. 
The commission flatly admitted 
that indecision on the state level 


One segment of retailers swears by 
them, declaring their sales have 
| risen on the wave of public fancy 
|for the coupons. 

To another group, however, 
stamps are a business albatross 
around the neck. They admit 
stamps may be a competitive neces- 
sity when the guy across the street 
is handing them out as a customer 
lure, but they say the cost of 
carrying coupons outruns the profit 
derived from any additional sales 
that may be stimulated. You simply 
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lose money on this merry-go-round, 
they contend. 
* * ck 

HERE have been a number of 

studies as to whether use of 
stamps is profitable to retailers 
and whether the customer really 
pays through the nose for stamps 
through price boosts that take 
more out of his wallet than the 
premium merchandise he gets is 
worth. The results. of the studies 
have been as varied as the studies. 

FTC did not enter this con- 
troversy. It stuck to the subject 
of the legality of coupon plans, 
an issue which has claimed its 
attention periodically since 1917. 
Actually, the commission has 
issued cease-and-desist orders 
against coupon schemes in the 
past. 

But in each case the order was 
directed against malpractices or 
misrepresentations of the plan’s 
promoter which violated Federal 
laws governing fair business prac- 
tices. Never has the commission 
held that trading stamp plans in 
themselves were unlawful, 

* * * 


Comical Budget Battle 

fb battle of the budget is be- 
ginning to assume comic opera 

Col. 1) 





6,150 Attend American Mofors Previews— 


More than 6,150 dealers, their wives and salesmen attended the three previews of 
1958 models held by American Motors. The dealers are shown streaming into the 
Hollywood (Calif.) Palladium where the salon showing for the West Coast dealers was 
held. The other two previews were held in Chicago and New York. Dealer enthusiasm 


(Continued on Page 51, for the new models was at an alltime high, according to company officials. 








was a contributing factor to its 
decision not to prosecute coupon- 
issuing schemes at present. 


In three separate decisions 
dating back to 1916, the Supreme 
court has ruled that the prohibi- 
tion of trading stamps is within 
the police power of the states. 
But these rulings haven't trig- 
gered any stampede to ban the 
coupons. On the contrary, the FTC 
points out, only three or four states 
{and the District of Columbia) | 
have availed themselves of the 
high tribunal’s decisions to make 
gift enterprises or stamps illegal. 
_Adding to the confusion, a con- 
siderable number of state supreme 
courts have held that laws aimed 
at stamp plans promoted by anyone 
except the merchant using the cou- 
Pons are unconstitutional as dis- 
criminatory class legislation. 
Other states have held, in effect, 
that the Supreme Court was talk- 
ing nonsense and that antistamp 
ation is not a proper exercise 





of state police power. 
* * ~ 


uns 60 Years Old 


noted—and this is hardly 
news—that stamp plans have 
been used for more than 60 years 
G are at the pinnacle of popu- 
ity. It said about 300 companies 
ipply the redeemable chits to 
retailers throughout the _ nation, 
ding auto dealers. 

The Department of Agriculture, 
in its report on trading stamps, 
Put the figure even higher. It 
Said there are more than 400 
‘oncerns in the field, with coupon 
tales to retailers totalling more 
$600 million last year. About 
half of all families in the U. S. 
Were said to be stamp users. 


While trading stamps are unde- 
bly the rage of the public at the 
ment, the same degree of una- 
lity prevails among merchants. 





bright idea 


For enduring beauty that sells in a new car and 
re-sells in a used car . . . design it, improve it and protect it 
with McLOUTH STAINLESS STEEL. 


specify 


Mc LouTH STAINLESS STEEL 
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for automobiles 


McLouty Stee. Corporation 
MANUFACTURERS OF STAINLESS 


DETROIT, MICHIGAN 
AND CARBON STEELS 
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Announcing... the 


pin te 


Now, ‘‘StylEngineered by Lincoln’’ means 
more than ever before. In these new Golden 
Standard Lubreels, automotive service deal- 
ers will find the same superlative engineering 
that has made Lincoln equipment first choice, 
coast-to-coast, plus a richness of styling and 
trim that transforms any ordinary lubritorium 






eka ! 





into ‘‘a sparkling showcase."’ These Lubreels 


truly establish a new GOLDEN STANDARD 
of excellence in modern lubrication equip- 


ment. Available in either air-powered or spring 
powered models for all standard services 
to meet the requirements of any dealer, re- 
gardless of size or scope of operation. 


Now...STEP AHEAD OF 
COMPETITION ...Make your 
Lubritorium an “invitation to 
new business’ with 


Lincoin 


Lubreels 


There are three clear-cut reasons why Automotive Service 
Dealers, coast-to-coast, will find these new Golden Standard 
Lubreels a powerful influence for greater service sales volume 
... first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than can be 
accomplished with conventional equipment; second, revolu- 
tionary functional styling commands customer attention and 
confidence in the dealer and his service; third, installation is 
simplicity itself and maintenance is the lowest ever recorded 
for similar equipment. 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,” contact your local Lincoln 
Sales and Service Wholesaler. He will consider it a privilege 
to serve you. 


Write for new Lincoln Catalog 57, 
or contact your Lincoln jobber. 




















CEILING 


LUBREELS* 
wy, ye 

pe Vide i, ee A 

TO INCREASE 

SERVICE SALES 


for Car Dealers 
Service Stations 
and Garages 


All these Exclusive goiden 
standard features aft no 
extra cost... 


1. ULTRA-MODERN STYLING—Vertical-fio styling of Lubreel 
cabinets, plus end panels richly trimmed in gold tone and heavy 
chrome assure maximum showmanship and resist collection of 
dust common to conventional design reels. 


2. ADJUSTABLE RETRACTION SPEED—Equalized pressure 
control on air-powered reels permits adjustment of tension to 
meet operator’s personal preference. (Air cylinder consumes only 
one cubic foot of air per 40 complete withdrawls of hose assembly) 
3. SMOOTH, EASY OPERATION—Lubreels unwind smoothly 
and evenly—no build-up in back pressure. 

4. POSITIVE LOCKING ACTION—Automatic reel latch as- 
sures automatic lock when reel-out is stopped. Releases instantly 
with short pull on hose for controlled, uniform retraction or 
further extension. 

5. AUTOMATIC SAFETY LATCH—Locks air-powered reels 
when air pressure is turned off either at compressor or in air line. 
Prevents hose from unreeling on floor causing accidents and 
damage to meters and valves. 

6. ADJUSTABLE HOSE EXTENSION—Threaded rubber ball- 
stop coupling between delivery hose and hose extension permits 
extension to be varied in length to meet ceiling height requirements. 
7. EASY INSPECTION AND ADJUSTMENT—Each Lubreel 
incorporates a removable panel so that inspection or adjustment 
of reel mechanism can be quickly made without taking Lubreel 
off ceiling and then re-installing it. 

8. FAST, SIMPLE INSTALLATION—To install, merely bolt 
mounting rails to ceiling or wall and attach Lubreels for each 
service to rails with two bolts (furnished)—no sub-base required. 


*Trade Name Registered 





...The most trustworthy name in Lubricating Equipment 
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LINCOLN ENGINEERING COMPANY 


Division of The McNeil Machine & Engineering Co, 
5709 Natural Bridge Avenue sd St. Louis 20, Missouri 
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AUTOMOTIVE NEWS PLATFORM 

1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
¥ 2. Every dollar of line and oi! taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

> prece of individual freedom, which made the U. S. A. 
oP on its Siftenes more of the better things of life than anywhere 
else in the world. 





AUTOMOTIVE 





Hudson,'09-57; Nash,'17-57: 
Two Auto Sagas End 


The harsh realities of the competitive new-car market 
have written finis for two automotive sagas—Hudson and 
Nash. The two venerable passenger-car makes have yielded 
to present market conditions after withstanding the on- 
slaughts of two major wars and several economic upheavals. 


For millions of owners and former owners, the passing 
of Nash and Hudson is a sad occasion. Each make has 
blazed trails in its own way—more recent highlights being 
the economical Nash 600 and the Hudson Monobilt “step- 
down” body. 

There are thousands of dealers, too, who recall with pleas- 
ure the days of their associations with Nash Motors and 
Hudson Motor Car Co. A goodly number of these dealers are 
now sharing in the fruits of the experience that the old 
Hudson and Nash organizations brought to American 
Motors, which now is concentrating exclusively on the 
Rambler and Metropolitan series. 


For the record, the first Hudson was produced in 1909. 
It had a sliding gear transmission and the roadster was 
priced at $1,000. Hudson introduced a new six-cylinder model 
in 1913, a “great Eight” in 1930 and a low-priced entry in 
1938. The car was named after the late Joseph L. Hudson, 
founder of the J. L. Hudson Co., Detroit’s largest depart- 
ment store. 


Nash saw the light of day in 1917, a year after the late 
Charles W. Nash quit as General Motors president to organ- 
ize Nash Motors. The first Nash was a six, with a price 
range of $1,295-$1,985. A Model “41” four-cylinder model 
was added in 1920 and an eight in 1929. Nash was merged 
with Kelvinator in 1926 and with Hudson in 1954, with 
the late George W. Mason the guiding genius of both 
mergers. 

Hudson and Nash each played an important role in the 
growth of the auto industry. 





Editorial Director—Robert M, Finlay. 
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Coming 
Events 


Dealer Conventions 
Oct. 20-2i—Oklahoma Auto Dealers Assn., 


ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 2-4—Texas Independent Automobile 
Dealers Assn., Inc., 13th Annual Con- 
vention, Commodore Perry Hotel, 
Austin. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Dec. 5-7—Montana Auto Dealers Assn., 
Helena, Mont. 

Jan. 11-15—National Automobile Dealers 
Assn.. Roney Plaza Hotel, Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans. 

Apr. 10-l!—Illinois Automotive Trade 
Assn., Springfield, Ill. 

May 11-14—36th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 

* * * 


Auto Shows 


Oct, 5-2iI—4Ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. ° 
Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 
Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 

Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. |—St. Paul Automobile Show, 
Auditorium, St, Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Soston Auto Show, Bos- 


ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 


Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa. 


Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tamps Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 


Houston 

Feb. 1-86 — Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 
a oe 

Feb. 1-9 — Louisville Automobile Show, 


State Fair Exposition Center, Louisville. 
Feb. 16-22—Syracuse Auto Show, Syracuse, 
Y 


™ ts 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
> ss 


General 


Oct. 14-16—Truck Body and Equipment 
Assn, !0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlante. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel. San Antonio. 

Oct. 21-25—45th Annual National Safety 

Congres and Exposition, Chicago. 

Nov. 2-4—I3th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. 1-5—Annua!l manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc.. Muehlebach Hotel, 
Kansas City. 

Dec. 8-1i—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annua! Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia. 
Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Exposi- 

tion, Navy Pier, Chicago, 


30 Years Ago ii 


The Big Stories 


Chrysler exports so far in 1927 exceeded those of the corresponding 
period in 1926 by about 90 percent, according to Walter P. Chrysler, 
Chrysler Corp. president. 

Hudson Motor Car Co. reported 87,000 cars for the July-August- 
September quarter just closed, the largest third quarter in the com- 


pany’s history. This is 25,000 more than were built in the cor- 


responding quarter of 1926. 


Chevrolet produced 79,000 cars and trucks in September, bringing 
the total for nine months to over 865,000 units. This compares with 
594,665 for the first nine months of 1926. 4 

Canada is nearing the point where it will have 1,000,000 licensed 
motor vehicles. It has probably over 900,000 at present. In the 
Dominion itself the manufacture of automobiles averages one every 
two and a third minutes day and night. It has become Canada’s 


fourth greatest industry. 





Automotive Cartoon 


Of the Week 


“Don't look now ... but something tells me he's really 
going to put on a sales drive this week.” 


Letterbox 
‘Service Engineering ... - 


This is an open forum for the discussion of any subject of interest to our 








readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


specific interests along with the 
common interests of all who have 
a stake in the urgent problem of 
rescuing automotive service from 
the low estate to which it has sunk 

As you will note, it is our con- 


|Plan Gets Cool Response 

| As a cover-to-cover reader of 
your excellent publication, I have 
| been under the impression that 
| automobile manufacturers and re- 
tailers would welcome any reason-| viction that the introduction of 


|ably constructive and workable : : ‘ : 
proposal which might contribute to| ene ts ae ee ae 
the improvement of automotive | h y as 
service. There has certainly been a ee, oe See 
great deal said and written about | ib ; » J as | 
the widespread need for such im- Se S aa = 
provement and for some means for | & meres SS Os _ 


attracting competent young men) Se ndustry and the 
into service shops. | , 


| Because of their preoccupation 
I have therefore been somewhat | with these latter interests, very few 
taken aback to receive a remark-| engineers are presently available 
ably cool or downright complacent | for automotive service. In fact it 
response, from several of the larg-| seems quite likely that if our own 
est manufacturers and dealer Or-| business continues to grow at its 
ganizations, to the proposal outlined present rate we will not be avail- 
in the enclosed “Invitation.’ able, either, for such a program # 
Perhaps a thing of this kind| this. 

needs to be persistently reiterated Just at present we would welcome 
if it is to be taken seriously, or else | outside support for accelerating the 
I have not presented it to the right | development of this plan which we 
people. regard as the only practical scheme 
It occurs to me that you... might| yet proposed for attracting young 
be interested in presenting this to| engineers and technicians into this 
your readers ... There must surely | field. If our plan is not realistic, we 
be some alert group among those/ would certainly like to have some 
listed in item 3, or possibly the|of your readers come up with 4 
ADSA, who would recognize in this| better one.—-W. J. Kina, President, 
an opportunity to serve their own| Sterling Automotive Engineering, 
Inc., 2109 Sawtelle Blvd. West Los 
Angeles 25, Calif. 
™ * 





* 

Eprror’s Note: Mr. King’s invi- 
tation concerned setting up a pro- 
gram to make automotive service 
@ professional field.on a par with 
other types of engineering. 

* = * 


Louisiana Dealers Pleased 


Our officers and directors wish 
me to extend to you their thanks 
for the fine display article on ow 
correspondence with Harlow Cur 
tice of General Motors in you 
Sept. 30 issue on Page 8. 

We believe that publicity will, ® 
the end, greatly improve the factot 
of dealer-factory relations. 

Your assistance in this good wort 
is greatly appreciated.—Joun @ 
Horsaver, manager-director, Loui 
iana Automobile Dealers’ Asst 
New Orleans. 








—From the files of Automotive News. 
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\THIS. Is THE YEAR 















MEANS MORE 





This is the Year — 


was the consensus of opinion of Ameri- 
can Motors Dealers who viewed the 
new 1958 Rambler cars at Dealer 
meetings in Los Angeles, New York 
and Chicago. All-new cars backed by 
all-new advertising and merchandis- 
ing concepts indicate the greatest year 
ever for Rambler dealers. 


| Here Are the Basic Facts that Prove 
=| This is the Year For Rambler Dealers— 


Rambler Dealers Can Deliver a Car for The Trend is to Compact, Economical 
has as Little as $52.00 Per Month*. Cars ...1957 Rambler Sales are Up a 
ne | i Smashing 31% 

ation WM kombier — — exe Fer Above the More and More Sound Progressive Auto- 
able y wa mobile Men are Switching to the Rambler 
on WC Rambier Actually Has No Competition Franchise. 

aval . .. is the only Car to Combine Big Car The Upcoming 1958 Rambler Line is the 
a Room and Comfort with European Car Broadest and Most Advanced in Rambler 
g th Economy and Handling Ease. History. 

a "it's true! You can sell a Rambler Deluxe 4-Door Sedan at the Sidewall Tires—including finance charges at 6% on a 30-month 

> this full suggested factory delivered price, equipped with Direc- contract, one-third down, for $52.00 a month. This, of course, 

ic, we tional Signals, Reclining Seats, Twin Travel Beds and White does not include freight, insurance or state and local taxes. 


= This can be the Year 
—_ for You with 


RAMBLER 


WE HAVE THE MARKET... 
WE HAVE THE PRODUCT... 


YOU HAVE THE OPPORTUNITY! 


MAIL COUPON TODAY! | 





DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN 







Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 
inquiry will be held in strictest confidence. 


i 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 


Trouble-Free Tire Soon May Doom the Spare 
pee spare tire will be eliminated from most cars within 
the next five years, according to G. Raymond Cuthbert- 
son, general manager of the tire division of U. S. Rubber Co. 
In an AUTOMOTIVE News interview, Cuthbertson said the 


good, strong, trouble-free tire that is needed to eliminate 
the spare is getting very near. @—#£_———_ 


“However,” he continued, 
“We'll still have to eliminate 


the psychological factor involved— 
the ordinary person’s belief that 
he’s unsafe if he doesn’t have a 
spare. This is a problem much like 
the situation when we took the 
crank out of the car.” 

At present there is a DeSoto 
station wagon and a Chrysler sta- 
tion wagon on the market which 
do not require a spare. These ve- 
hicles employ Goodyear Captive-Air 
tires, which are considered too 

expensive for 
general use. 
Cuthbertson said 
he was not certain 
the “no-spare” 
idea would take 
the direction of 
the two-compart- 
ment Captive-Air 
tire, but added he 
was certain the 
idea would take 
hold eventually. 

Commenting on the psychology 
involved in the no-spare situation, 
Harry E. Humphreys jr., U. S. 
Rubber president, said “we are 
striving to make the tire an 
integral part of the car.” 

In discussing the new low-profile 
tire made by his company, Cuth- 
bertson said these tires soon would 
be competing with regular tires and 
smaller rims as a means of lower- 
ing car heights. 

“Low profile tires have the ad- 
vantage of permitting larger brak- 
ing areas and providing better sta- 
bility and performance,” he said. “A 
15-inch wheel and a low-profile tire 
give the same lowness that a 13- 
inch wheel and a conventional tire 
do.” 

> * * 
UTHBERTSON said it would be 
possible to make a low-profile 
tire for the smaller wheels, also. 

“It’s interesting to note the de- 
velopment of the height-width ratio 
of tires through the years,” he 
commented. “The first tires were 
three times as high as they were 
wide. Then, the tires began getting 
wider and lower; eventually the 
balloon tires came along. These 
were 95 percent as wide as they 
were high. 

“In 1946 the first air-ride tires 
were sold; for the first time the 
tire’s height was less than the 
cross-section, This trend has con- 
tinued until we now have the 
low-profile tire whose height is 
only 85 percent of its width.” 

Cuthbertson said U. S. Rubber 
scientists have made and tested 
tires only 70 percent as high as 

they are wide, but that automobile 
engineers are not ready for them. 

“When you exceed this 70 percent 
figure,” he continued, “the main 

direction of the air pressure in the 
tire changes and you have to have 
the tire bead pressing against the 
outside of the rim rather than the 
inside. ; 
* * 


250 Million Test Miles 


WITCHING to tire research, 
Cuthbertson said U. S. Rubber 
has 750 people working on tire re- 
search in Detroit, and that this 
year they and outside drivers will 
drive 250 million test miles for U. 
S, Rubber. 

U. S. Rubber, he said, conducts 
controlled tire-testing on its prov- 
ing grounds at Lancaster, Cailif., 
and auxiliary testing on regular 
roads around the country. 

Declaring that his firm has 


worked for many years to elimi- 
nate air from the tire, Cuthbert- 
son said “during the war we used 
sponge tires, but their heat- 
releasing ability is poor. 

“In developing a new tire we 
have 56 factors—skid resistance, 
looks, economy and many others— 


that we check to evaluate it. We’ve 
been working on the Butyl tire for 
16 years and thus far it has passed 
50 of these factors.” 

He said the auto industry pur- 
chased 22 percent of the dollar- 
value of his firm’s products in 1956. 
U. S. Rubber makes 55 percent of 
the tires on GM cars. 

“Whatever the auto industry 
wants, we'll make it for them,” he 
concluded. 


* * * 


End to Annual Changes? 
HERE is a growing body of 
automotive “aficionados” who 

are wondering whether the industry 

is getting to the point where annual 
model changes will be eliminated. 

One of these, Ed Schipper, an 
automotive columnist, wrote re- 
cently: “The mounting costs of 
model changes bites into profits to 
such an extent that it is possible 
that a somewhat lower volume on 

a eontinuous basis would afford 
greater net profits to the industry 
than the present annual model 
method.” 

He reports that one automotive 
official commented that stylists are 
now compelled to “reach” to such 
an extent to improve on current 


DISTRIBUTOR 


design that it is inevitable they go 
to extremes which can only hope 
to appeal to a percentage of the 
buyers. 

“It comes back to the question,” 
Schipper says, “of how many auto- 
mobiles would be sold annually if 
changes were made as they were 
developed, rather than on an annual 
model basis. 

“In Europe, some of the manu- 
facturers have abandoned the an- 
nual model. In this country it is 
still a must, but there is a growing 
number of those who doubt that 
it can go on much longer.” 

+ 2 aa 

N EFFECT, this is a criticism 
of a basic principle of the auto 
industry—annual obsolescence, It’s 
hard to see who would be opposed 
to the elimination of this principle 
éxcept the auto makers themselves, 
the automotive suppliers, the labor 
unions, auto dealers and the 6 
million Americans who buy new 

cars every year. 

Henry Ford Il, possibly after 
checking the sale of some of his 
divisions, recently said it’s getting 
to the point where the American 
public is even against “face-lifting” 
and wants a completely new car 
every year. 


DISTRIBUTOR_ROTOR 


Speeds Deliveries— 


The Daybrook Speedlift Power Ga 
(hydraulic tail gate) made by Daybrog 
hydraulic division, L. A. Young Spring § 
Wire Corp., Bowling Green, O., is helping 
speed deliveries for J. L. Hudson (, 
Detroit department store. Load capacitig 
of various models range from 600 to 40% 
pounds. The firm also makes the 1% 
degree action gate permitting trucks & 
load or unload without dock facilities » 
to back up to a dock or ramp for loading 
or unloading without tail-gate interferenc, 
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Dealer Shuns Shoppers... 


Old-Fashioned Selling 


Succeeds in Kansas 


By L. H, Houck 

Staff Correspondent 
PHILLIPSBURG, Kans.— As re- 
freshing as a breath of spring is 
a visit with Don Hewitt, owner of 
Hewitt Cadillac-Oldsmobile, where 
old-fashioned selling is done by 
old-fashioned work liberally pep- 
with aggressiveness, ability 
to accept challenge, and a concept 
of business that makes a customer 
like the dealer’s style so well he 

doesn’t want to shop. 


And the methods developed by 
Hewitt as a dealer here for the 
last three years have generated 
repeat customers and profit. 
Hewitt started selling cars in 
199. He established his own 
business about 1954 and put into 
effect certain ideas that have 
since proven their worth. 

Hewitt does all his own selling 
and as a result he switches his 


heavy effort from used to new, like 
the ticking of a clock. For 
instance, Hewitt said that while he 
is enthused with selling his new 
cars, the used-car inventory builds 
up. 

That means he must reduce his 
inventory by selling more used 
cars, since be believes in not keep- 
ing them on the lot for more than 
a month. 


All Hewitt’s efforts are designed 
to build a repeat business and 
make a fair profit. One of the most 
important points in building. such 
a business is to be sure that all 
deals are fair and completed in 
such a way that two customers 
can’t get together and say that one 
got a better deal than the other. 

“This is a point often overlooked 
in selling in small towns,” Hewitt 
said. “If you make an extremely 
large allowance for one customer, 


he is sure to tell another customer 
who got a smaller allowance for 
possibly a similar car. So the seed 
of discontent and mistrust is thus 
planted. 

“I make every effort to keep 

my trades evened up so that 

customers can compare notes— 
as I know they do — without 
making me appear in an un- 
favorable light. It’s worth it to 
lose a deal now and then rather 

than disturb this highly im- 
portant balance.” 

There are only two things needed 
to make a successful dealership, 
according to Hewitt. They are 
capital (working capital or credit) 
and work. 

“There is no substitute for 
money,” Hewitt said, “and you've 
got to have the cash or credit to 
do what you want to do—that is 
buy cars to sell. I often make buys 
that others more conservative 
would turn down. 

“For instance I took a ’57 of an- 
other make in a few days ago on 


one of my new cars which meant} stead of waiting for someone to 


putting a lot more in a used car 
than a lot of dealers would like. 
“Under my methods I have 
always been able to dispose of any 
cars at a profit because I go at 
it different and work for sales in- 
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“The parts and labor only come 
to $2.95—but it’s such a nerve- 
wrackin’ job there’s an extra $2 
charge for tranquilizer pills.” 





stop and buy from me.” 

This brings up one of Hewitt’s 
methods that seems to be origi- 
nal. Where most dealers try to 
have used cars that fit the cus- 
tomers who drop in or are de- 





DELCO-REMY ORIGINAL EQUIPMENT 
SERVICE PARTS RESTORE LIKE-NEW 
PERFORMANCE TO DELCO-REMY 
EXTERNAL ADJUSTMENT DISTRIBUTORS 


Like-new performance can be easily restored in Delco-Remy external adjustment 
distributors when Delco-Remy original equipment service parts are used. 
Naturally so, for these parts are identical in every quality detail to the parts 


that went into the distributor when it was manufactured. 
DELCO-REMY PARTS WORK BETTER BECAUSE 


mm 


materials. 


= 


DISTRIBUTOR CAPS are designed and built with specific characteristics 
~ including: functional overall shape; precision fit; scientifically shaped, 
voltage-saving internal ribbing; highly dielectric, shock-resistant quality 


ROTORS are designed and built to combine maximum strength with 
minimum weight; with superior balance to insure smooth rotation at high 
speeds; with voltage-saving contours for trouble-free, easy mounting and 


for radio noise suppression (resistor models). 


CONTACT SETS are one-piece assemblies, precisely adjusted and aligned; 


easier to install and readily adjustable while the engine is running! 


Always replace with Delco-Remy original equipment service parts when you 
service Delco-Remy equipped cars and trucks. They are available from your car 


or truck dealer or the United Motors System. 


DELCO-REMY - 
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veloped by a sales force, Hewitt 
turns the deal around and tries 
to fit one of his cars to a cus- 
tomer or a prospective customer. 

For instance, with a late-model 
car such as a ’56 for which he has 
to have a certain amount of 
money, he scans his prospect lists, 
his list of acquaintances, the 
names mentioned in the news- 
papers, and tries to find the man 
who would logically be a buyer for 
the car. 


For such a vehicle he would 
want to find the owner of a ’53 in 
the same price class and he would 
then go to work on him, showing 
him how much he could better 
himself by trading his ’53 on the 
56. The prospect, until that mo- 
ment, has probably not been in the 
market for a car. 

Hewitt said that it is logical for 
the man to step up two or three 
years. For the salesman, the plan 
generates a lot of pep since he is 
working to close a particular deal 
instead of discussing random terms 
with a shopper. 


The idea of fitting the car to the 
customer has worked out so well 
that he has a waiting list of pros- 
pects who want certain cars still 
in the hands of the owners. 


For instance, a Hewitt cus- 
tomer has a ’56 Oldsmobile 
which he may intend to keep 
until ’59 but another Hewitt 
Prospect has a car which he 
wants to trade in on this particu- 
lar °56 if it is traded in to 
Hewitt. 

When Hewitt goes to the '56 
owner to trade him a ’58 or a ’59, 
he already has the trade disposed: 
of if he can get it. He tells the 
customer that he has his car sold 
and consequently can make a good 
deal all around. 


In this manner a prospect is 
often qualified by Hewitt before he 
ever knows that he’s a prospect. 


“There’s no use spinning your 
wheels trying to sell a Cadillac to 
a prospect with a Chevrolet in- 
come and making him unhappy,” 
Hewitt said, “so be prepared in 
advance if possible to make an 
offer that the prospect can handle.” 

Hewitt takes a dim view of the 
shopper who comes in and makes 
an offer that is below both invoice 
cost and overhead. 

“When you know you have to 
have $250 to break even, it is 
a waste of time to take offers,” 
Hewitt said. “So I just go out 
and try to sell my stuff at prices 
that will make me a profit.” 

Hewitt gets a lot of prospects 
from his present customers, indi- 
cating that they like his methods. 

Hewitt said he did not hesitate 
to put a new-car guarantee on a 
late-model used car which he has 
taken in from one of his customers 
when he knows how the car was 
treated and serviced. 

Another thing that Hewitt does 
that makes friends and business is 
to put a lot of what would be dis- 
play, radio and TV advertising 
money into free service for cus- 
tomers. 

It is not uncommon for a cus- 
tomer to: come in with a small 
service or repair job and have 
Hewitt present him with a re- 
ceipted bill. 

For example, a good customer 
comes in for an infrequent brake 
adjustment and is surprised to 
get a receipted bill. 

“We'll charge you the next 
time,” Hewitt tells the surprised 
customer, ‘but you haven’t got any- 
thing from us in‘a long time. You 
didn’t give us much trouble when 
you bought your car from us and 
this is our way of advertising. 
Come back in often.” 

Hewitt said that he often takes 
a chance on deals and when they 
don’t turn out well he doesn’t 
| worry. 
| “We're in business to trade and 
sell,” Hewitt said, “and you can’t 
do busines if you’re afraid of 
making a mistake every time you 
turn around. If you start out with 
a defeatist attitude you’re whipped 
before you start. 

“I keep selling every day 
whether I feel good or not and, 
believe me, when you go out 
looking for business with an opti- 
mistic view point you'll be sur- 
prised at the business that will 
be turned up before night.” 

Phillipsburg has a $1 million 
payroll in one plant and more 
plants coming to balance the stock 
and wheat economy—a good place 
for selling autos. 
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STORE TWICE 
one ee 


eG ee 


FLEXIBLE PARTS BIN ARRANGEMENTS INCREASE 
EFFICIENCY, CUT STORAGE AND HANDLING COSTS 


Parts display, parts storage and assembly stations need no 
longer be limited by single-purpose racks and bins. Now, through 
the use of flexible SERVICE PARTS SYSTEM'S multiple-use units, 
you can design your layout for the, most efficient use . . . and 
gain the additional advantages of better stock visibility, finger- 
tip accessibility and instant identification. 





CUT STORAGE 
AREA OVERHEAD 


This Bin End Unit and Bin Unit 
combination illustrates the tre- 
mendous space saving and utility 
value of just two of Service Parts 
System's units. At SP Systems 
there's a bin arrangement and 
rack to meet every parts handling 
requirement you may have. 





CHOOSE THE BIN SIZE AND RACK 
STYLE TO FIT YOUR NEEDS 


*% Islend Units with up te 300 bins. 
*% Bench Units to conform te individual needs. 
% Portable Units for mobile demands. 
*% Well Units for any required area. 


NEW 
ONE-PIECE DESIGN 


Smaller size bins feature a 
new, leakproof, one-piece 
design. All bins are con- 
structed of sturdy, heavy- 
gage steel. 


BIG MONEY-MAKING 


DEALER OPPORTUNITIES AVAILABLE 
SERVICE PARTS SYSTEMS, INC. 


13380 East Nine Mile Rd., P. O. Box 243 East Detroit, Michigan 





Quantity 
ERODUGITON 
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Dual Headligh ts on All Models... 


Rambler Adds Push buttons, Fins 


What's New: 


Dual headlights . . . tail fins 
. » » pushbutton automatic trans- 
mission . . . Powr-Lok differen- 
tial . . . foot-operated parking 
brake ... vacuum control sys- 
tem for internal transmission 
shifting . . . larger brakes ... 
higher horsepower .. . new rust- 
proofing process ... 14-inch 
wheels on V-8s. 

« * * 

pier te changes, including dual 

headlights and tail fins, and 
pushbutton automatic transmission 
are among the 1958 features which 
Rambler dealers hope to parlay 
into a continuation of the healthy 
sales gains they have scored dur- 
ing the 1957 model season. 

Dealers will display the Ram- 
bler Six and Rebel V-8 series Oct. 
22, with the smaller 100-inch- 
wheelbase series scheduled to ap- 
pear later this year. 

Oct. 22 also is the introduction 
date for the Rambler Ambassador 
V-8 series, which is replacing Nash 
and Hudson as American Motors’ 
senior line of cars. 


* * « 

A NEW grille and the adoption 
of dual headlights have 
changed the front-end appearance 
of the Six and Rebel V-8 models. 
The grille extends the width of the 
car and includes the parking lights. 
The hooded headlights are built 

into the fenders. 
A chrome molding extends 
along the side of the car, and the 


gear lubricants designed to over- 
come difficulties created by in- 
creased axle gear loading in late- 
model cars and commercial ve- 
hicles, were described by Leonard | 
Raymond, chief automotive en- 
gineer of Socony Mobil Oil Co., 
Inc., 
the SAE National West Coast meet- 
ing here. 

The new super gear lubricants 
have been designated “Multi- 
purpose-Type Gear Lubricant 
(API Service GLA)” by the API 
lubrication committee. This was 
done at the request of the auto- 
motive industry to distinguish 
them clearly from the older 
products. 

Several companies have marketed | 
a product which meets the new 
quality level. U. S. military authori- 
ties are interested in the perform- 
ance properties of the new lubri-| 
cant, and its adoption by the auto- 
motive industry is expected within 
a short time. 

Lubricant and additive manufac- | 
turers began their research about | 


SEATTLE.—New multipurpose 
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three years ago when it became | 
apparent that older multipurpose- 
type gear lubricants could not 
overcome the troubles produced by 





ever-increasing horsepower and 
greater gear loading by automatic 
transmissions. 

The new products were perfected 
by adding sulfur, chlorine and 
Phosphorous to special oil stocks. 
Full-scale axle tests then were 
carried out over many months by 
oil companies, 
turers, vehicle builders and the 
armed forces. 

Among the tests with passenger 
cars noted by Raymond was a 
sustained 60-m.p.h. run for 50,- 
000 miles in 1955 and 1956 models. 
Tests on commercial vehicles in- 
cluded heavy-duty trucking and 
taxicab fleets, logging trucks, and 
military vehicles at Yuma, Ariz. 

In one series of tests in Northern 
California, several logging trucks 
carried more than 180,000 pounds 
over roads bulldozed through 
forests. The test included an up- 
hill grade of 21 percent for more 
than two miles. 

With the older type gear lubri- 


additive manufac- | 


rear fenders end in flared, 
chrome-trimmed fins. Tail lights 
are mounted low in the fins. 
Engineering improvements in- 
clude pushbutton control for the 
automatic transmission, new and 
larger brakes, a foot-operated park- 
ing brake and a Powr-Lok differ- 
ential for V-8s which is designed to 
send the greatest driving force to 
the rear wheel with the best trac- 
tion in adverse driving conditions. 
* + = 


roe transmission shifting 
is governed automatically by an 
engine vacuum control system in- 
stead of a mechanical linkage. 
According to American Motors, 
this system senses engine-load 
and car-speed requirements more 
accurately and minimizes service 
problems since mechanical ad- 
justments are not required. 


Horsepower has been increased. 
The six-cylinder, overhead - valve 
engine is rated at 127, compared 
with 125 a year ago. An optional 
twin-throat carburetor boosts 
horsepower to 138. 

The V-8 develops 215 horsepower, 
compared with 190 last year. This 
engine has dual exhausts and a new 
four-barrel carburetor. Both en- 
gines require only regular-grade 
gasoline, according to AMC. 

* - we 
— displacement is 195 cubic 
inches for the six and 250 for 
the V-8. Each has a compression 
ratio of 8.7 to 1. 

Manual transmission is standard 

on all models. Overdrive is avail- 





Tests Show High Performance... 
New Superlube Described 


the equivalent of more than 100,000 
miles per vehicle was completed 
without lubrication trouble, he said. 

Raymond said the new gear lubri- 
cants prevent scoring and welding 
lof tooth surfaces and improve 
bearing wear resistance. They also 
resist oxidation, formation of un- 
desirable deposits, and give excel- 


lubricating department, before | lent protection against corrosion of 


axle parts. 





able as is Borg-Warner’s Flash-0. 
Matic automatic transmission. 

Overall dimensions of the 19% 
Rambler Six and Rebel V-8 mod. 
els are the same as last year, 
The cars are built on a 103-ing 
wheelbase. They are 191 inches 
long, 71 inches wide and 58 inches 
high. 

V-8s have 14-inch wheels. Six. 
cylinder models continue to hay 
15-inch wheels. 

A new dip process which rm 
portedly rustproofs auto bodig 
inside and out is used on the ney 
Ramblers. In this process, the ep. 
tire body is submerged in a tank 
containing a rust- preventing 
primer. 

+ 


a may choose from jij 
sedans, hardtops and station 
wagons in the Six and Rebel V+ 
series. All are four-door models 
Here is the lineup: 

Rambler Si x—Deluxe—four-door 
sedan. Super—four-door sedan; 
four-door hardtop; four-door, two- 
seat station wagon. Custom—four- 
door sedan; four-door, two-seat 
station wagon. ; 

Rebel V-8—Super—four-door se 
dan; four-door, two-seat station 
wagon. Custom — four-door sedan; 
four-door hardtop; four-door, two- 
seat station wagon. 
> 


* * 








Long Coil Springs— 


Long coil springs are used on all fow 
wheels of the ‘58 Rambler. The frost 
springs extend into special housings hig 
in the fenders. According to the company, 
coi springs reduce maintenance coms 
since there is no wearing contact withis 
the springs. 





Rambler Custom Four-Door Sedan— 


The 1958 Ramblers are built on a 108-inch wheelbase, are 191 inches long, 7! 
inches wide and 58 inches high. The six-cylinder engine is a 127-horsepower unit, 


while the V-8 is rated at 215 horsepower. 
“Sa 









































































Inside the '58 Rambler— 


The center of Rambler's redesigned instrument panel is a die-casting with hori- 
cant specified by the builder, axle| zontal chrome strips, behind which is the glove compartment. Pushbuttons, whit 
life was very short. Using the new operate the automatic transmission, are at the left side of the panel. Another ne* 
type, and with periodic oil changes, | feature is a foot-operated parking brake. 
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The Bulletin goes home...delivers more copies to more families 


ng, 7! 


To buy cars and keep them running, the motor-minded 
families of the 14-county Greater Philadelphia market spend 
$1,252,573,000 every year. Start your sale in the home through 
the advertising columns of Philadelphia’s home newspaper—The 
Evening and Sunday Bulletin. And in this newspaper you can 
give your sales message the exciting appearance made possible by 


R.O.P. spot and full COLOR—seven days a week! 


In Philadelphia, buying begins at home 


«| every seven days in Greater Philadelphia than any other newspaper 


In Philadelphia nearly everybody reads The Bulletin 





The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. The 
Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia * New York * Chicago. 


Atlanta * Los Angeles 
San Francisco * Seattle. Florida Resorts: The Leonard Company, Miami Beach. 


Representatives: Sawyer Ferguson Walker Co., Detroit * 








Chevrolet Sales Managers Elect— 


AUTOMOTIVE NEWS, OCTOBER 14, 1957 
How Nation's Salesmen Meet... 


Practical Problems of Selling 
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Officers of the new Cleveland Chevrolet Sales Managers Council are, from left, 


Jack 


Chevrolet, 


Pae, West Park Chevrolet, 
Inc., 


Inc., vice-president; William Hodgson, Brownlee 
president, and Hugh Daniels, Joe O'Brien Chevrolet, secretary- 


treasurer. The organization, representing 19 Cleveland dealers, plans monthly meetings. 











honest dealer can combat 

the shyster’s tactics by letting 

the customer know the exact 

situation, says Albert J. Zale, 

Central Motors (Dodge-Plym- 

outh), Mechanicville, N. Y. He 
has this to tell: 

A couple came in interested in a 
Dodge. I knew them and had had 
dealings with them 
before. They were 


looking for a car Sales 
which would not Case 
be too expensive. Histories 


I explained the 
line and made rec- 
ommendations I felt would suit 
their situation. Then I gave them 
a@ price on the new car they 
seemed to like the best. 

The man frankly said he liked 
the car but that he was going 
shopping. I knew where he in- 
tended to go and mentioned the 
name. He said that was the place. 

I knew the tactics this dealer 


used and felt this couple should 
be warned about them. 

He’s going to talk fast with his 
order book in his hand, I told 
them. While he is talking, he will 
be putting down the specifica- 
tions you indicate you like, Then 
while he is still talking you'll get 
the order book and be asked to 
sign. If you are not careful you 
will be signing before you realize 
it. 

+ a * 
I TOLD them to go ahead and 
see what they could do but to 
be careful. In 1% hours they were 
back. They came in with a smile 
so I knew the situation before 
he spoke. 

The first thing the man said 
was, “It happened exactly as 
you said it would. We’re back 
to take that car we looked at. 
That man had his book in our 
hands almost before we looked 
over the car. My wife said, 


proof in the performance at 270 mph! 





The Wynn’s Friction Proofing Streamliner 
shatters every American speed record. 


This sleek Streamliner sped across the Bonneville Salt 
Flats at a breath-taking 270.473 miles per hour to 
establish a new American speed record. 


Sponsored by Wynn’s Friction Proofing and owned by 
Bill Kenz and Roy Leslie of Denver, Colorado, the 
Streamliner has a specially designed hull, and is powered 
by three engines. This combination of perfect balance 
between power and design is one of the main reasons 
the Streamliner has been able to hold the American 
speed record each year for the past seven years. One 
other important reason for this car’s consistent success 
is—it is completely treated with Wynn’s Friction 
Proofing Products! 

Owners Kenz and Leslie know that each gruelling run 
at Bonneville demands every ounce of power and per- 
formance possible, with a safeguard against trouble. 
And they know that Wynn’s Friction Proofing delivers 
that power and performance as it helps eliminate 
trouble. The record run of 270 miles per hour clearly 


Also available in Canada and everywhere in the free world. 





demonstrates that the proof of Wynn’s Friction Proofing 


is in the performance! 


And if you’d like to see first hand how Wynn’s Friction 
Proofing products deliver top car performance — ask 
the Wynn’s salesman to show you his exciting “proof 
in the performance” demonstration. He has a complete 
line of Wynn’s Friction Proofing products designed to 
STOP TROUBLE and to PREVENT TROUBLE. 
They’re backed by continuous national advertising, and 


your Wynn’s 
salesman will 
show you how to 
use them to build 
greater customer 
satisfaction and 
more profit than 
you ever thought 
possible! 


Here are Bill Kenz and Roy Leslie, with their Streamliner, 





just before the record-making run. Two engines drive the, 
front wheels, and the third engine, separately mounted, 
drives the rear wheels. Each engine has a di 


splacement 
of 304 cubic inches for a total displacement of 912". 








‘Let’s get out of here ang 
fast!” 


So it pays to know the shyster, 
methods and to let your custom. 
ers know them, too. The deale 
who intends to be in business fg 
a long time has to be fair with 
the customer and, of course, that 
means being honest about the 
whole transaction. The customer 
soon find out who the shyste 
dealers are, those who promige 
everything and give nothing. 


* * * 


W= HAD another situation here 
not too long ago which ip. 
volved being honest with custom. 
ers. After the floods in New E 
land, flood cars could not be sold 
there. 

But some of the sharp opera- 
tors in New York bought them 
up and sold them over here. Of 
course the customer did not 
know what he was getting. 

It caused all kinds of prob 
lems, with the customer losing 
He would find out too late 
he got such a “good deal.” Such 
things eventually make custom 
ers for the honest dealer but t 
still isn’t good for the business, 


Rules Proposed 
For Insurance 


On Credit Deals 


RALEIGH, N. C.—More than % 
persons attended a public hearing 
here on credit insurance written iz 
connection with installment sales 

Insurance Commissioner Charlies 
F.. Gold was ready, when the hear- 
ing opened, with a proposed set of 
rules and regulations for handling 
the credit coverage. 

Two representatives of insurance 
companies and one representative 
of a loan agency asked several 
questions and the hearing ended 
Gold said he would reopen th 
matter Thursday (Sept. 26) com 
sider any suggestions advanced ani 
then announce his decision. 

The proposed regulations specify 
that, when insurance is sold in a 
installment sale, the different type 
of coverage must be shown sept 
rately and the premiums broken 
down. 

Often now, the Insurance Depart- 
ment said, the purchaser doesnt 
know how much he is paying for 
insurance or what kind of cover- 
ages he is buying. 

Also, the regulations, in line with 
an act passed by the 1957 General 
Assembly, require that all insurance 
be sold through a licensed insur 
ance agent. This regulation was the 
subject of most of the question 
that arose. 


15 Dealers Named 
To DeSoto Top 10 


DETROIT.—Because of ties, 15 
dealers made the list of “top 10 
sales leaders for August, according 
to DeSoto. No. 1 was Automobile 
Sales Co., Inc., Memphis, Al Wag 
ner Motor Sales, Inc., Youngstow2, 
O., was runnerup. 

Others, in order, were: 

Conart’s Five-Points DeSot¢ 
Inc., Akron, and Glenn Walker, 
Inc., Detroit, tied for third; Harold 
B. Robinson Auto Sales Co., Phil 
delphia, fourth; Walton Moto! 
Sales, Inc., Chicago, fifth; Reet 
man Corp., Fairless Hills, Pa 
sixth, and Rosenstock Motors 
Houston, seventh. 

Armory Garage, Inc., Albany, and 
Leo Adler, Inc., Detroit, tied fot 
eighth. Tied for ninth were B 
Henderson, Van Dyke, Mich) 
Kirksey Motors, Inc., Birmingha™, 
Ala., and Leo Adler New Centet, 
Detroit. Bob’s Motors, Inc., South 
Bend, Inc., and West Caldwell Aut? 
Mart, Inc., West Caldwell, N. J 
tied for tenth. 


Rhodes Adds Imports 


Rhodes Motors, Inc, (DeSoto 
Plymouth), now is handling several 
British cars at its two locations, 
W. Simcoe, Lafayette, La., and }! 
E. Main, New Iberia, La. The 
ports include MG, Jaguar, Austilr 
Healey, Morris Minor, Riley, Bent 
ley and Rolls Royce. 
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Archie Butts (left) and Norbert J. Koppy were among several hundred De Soto dealers 
from the Upper Midwest who previewed the 1958 De Soto on Sept. 25 in the Minneapolis 
Municipal Auditorium, at one of 18 regional previews being held across the country. 


We just saw the 58 DeSoto..what acar! 


say Archie Butts, President, ABC Motors, Inc., Minneapolis 
and Norbert J. Koppy, President, Koppy Motors, Inc., St. Paul 


“The 1957 De Soto—especially our new volume-conquest 
car, the Firesweep—has given us one of the biggest years on 
record in every department,” says Archie Butts, head of one of 
the Twin Cities’ largest dealerships. ‘“‘And after seeing the new 
’*58 De Soto, I feel that next year’s bound to be even better. 


“There’s something new in every inch of it—a new V8 
engine called the Turboflash . . . a new ‘Constant Control’ 
power steering unit . .. mechanical push-button driving and 
Torsion-Aire Ride, both even better than last year. And the 
interiors are really something. The fabrics are the nicest I’ve 
ever seen. You can tell it’s a quality car just by looking at it!” 


Look to the future... 


“Archie and I will never agree which of our towns is best,” 
says Norbert J. Koppy, one of the leading dealers in neighbor- 
ing St. Paul, referring to the traditional Minneapolis-St. Paul 
intercity rivalry. “But when it comes to the 58 De Soto, 
we’re both mighty impressed! 


“De Soto’s 1958 advertising and merchandising campaign 
impressed me, too. It’s going to be the biggest in De Soto 
history . . . with full-color ads in all the big magazines . . . TV 
commercials with top-name stars like Gordon MacRae... . and 
plenty of big, hard-selling newspaper ads. I agree with Archie 
. .. 1958 looks like another great year for De Soto . . . and for us!”’ 


IT PAYS TO BE A DESOTO DEALER! 
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Auto Market Reports 


Columbus, O. 


September new-car registrations 
in Franklin County (Columbus), O., 
amounted to 2,226, compared with 
2,224 in August and 1,916 in Sep- 
tember a year ago. 

Tax- paid used-car transactions 
totalled 4,903, compared with 5,308 
in August and 4,747 in September, 
1956. 

By make, the month’s new-car 
registrations were: Ford, 668; 
Chevrolet, 521; Plymouth, 195; 
Dodge, 172; Oldsmobile, 151; Pon- 
tiac, 108; Buick, 105; Mercury, 
94; Edsel, 52; DeSoto, 39; Cadil- 
lac, 34; Chrysler, 25; Studebaker, 
18; Volkswagen, 13; Rambler, 11; 
Imperial, 9; Lloyd, 9; Isetta, 6; 
Lincoln, 5; Austin, 2; Triumph, 
2; DKW, 1; Hillman, 1; MG, 1; 
Mercedes, 1; Morris, 1; Nash, 1, 
and Renault, 1. 

New-truck registrations in Sep- 
tember amounted to 184, compared | 
with 228 a month earlier and 164 in 
‘the corresponding month of last 
year. 

Tax-paid used-truck transactions 
during the month amounted to 290, 
compared with 349 in August and! 
284 in September, 1956. 

By make, new-truck registrations | 
were: Ford, 64; Chevrolet, 45; 
Dodge, 27; International, 20; GMC, 
9; Mack, 5; Reo, 5; Willys, 3; Divco, | 
2; Marmon-Herrington, 2; Volks-| 
wagen, 1, and White, 1.— (Bert 
Strang.) 


for the month with 42 units sold. 
Others included Ford, 29; Chevro- 
let, 27; Mack, 23; White, 18, and 
miscellaneous, 23.—(Arthur R. Ole- 


son.) 
* * 


Clevelan 


Although new-car interest re- 
mains high in the Cleveland area, 
sales are lagging with prospects 
apparently waiting for 1958 models. 

Dealers generally believe that the 
new models will stimulate new-car 
activity. 

August new-car sales totalled 
6,665, compared with 7,344 in the 
previous month. New-truck sales 
totalled 419, compared with 478 
a month earlier. 

By makes, new-car sales were: 
Ford, 1,614; Chevrolet, 1,372; Plym- 
outh, 834; Buick, 501; Dodge, 426; 
Mercury, 397; Oldsmobile, 370; Pon- 
tiac, 315; Chrysler, 149; DeSoto, 142; 
Cadillac, 140; Lincoln, 65; Rambler, 


64; Studebaker, 51; Imperial, 43; 
Isetta, 29; Volkswagen, 28; Metro- 
politan, 23; English Ford, 16; Re- 
nault, 10; Austin, 9; Triumph, 9; 
Volvo, 9; Hillman,8; Nash, 8; MG, 
7; Morris, 7; Packard, 7; Borgward, 
2; Jaguar, 2; Porsche, 2; Conti- 
nental, 1; Hudson, 1, and miscel- 
laneous, 4. 

| Truck registrations were: Chev- 
rolet, 127; Ford, 119; International, 
52; White, 29; GMC, 23; Willys, 23; 
Dodge, 20; Divco, 8; Studebaker, 5; 
Volkswagen, 5; Mack, 4; Reo, 2; 
Autocar, 1, and Diamond T, 1— 
(Sanford Markey.) 


+ * + 


St. Louis 


| What appeared, two weeks ago, 


to be a prospect of an orderly! 





|cleanup, has changed due to the 
continuing drop in sales, The de-| 
crease is shared by all lines. afl 

Trucks show a more important | 








U.S. Frees Its °58 Nickel 


For Use by Industry 


WASHINGTON.—The Office of 
Defense Mobilization has released 
to private industry all of the 
nickel scheduled for delivery to 
the Government in 1958, 

It was the second successive 
year that the ODM has released 
its nickel. The addition of the 
Government’s 135 - million - pound 
allotment brings the amount 
available for civilian use to 245 
million pounds. 





little discouraging to the trade for 
the reason that stocks are not 
being moved at the rate that was 
anticipated a short time ago. 

It is now believed by many 
dealers that there will be a sub- 
stantial carry-over of 1957 models 
which will not, in any way, tend 
to clear up the questionable out- 
look for the 1958 models. The 
acceptance of the 1958 models 
thus far displayed to the public 
has been something short of sen- 
sational. 


Used-car sales are reported as 


decrease in registration. This is a! fair only; however, in the light of 


To help you do a bigger, better job in your community 
..-we're telling the American motorist the facts he 
needs to know...in this two-page advertisement in the 


September 28 Saturday Evening Post. 





Indianapolis 
September saw 2,293 new cars 
registered in Marion County (In- | 
dianapolis), Ind., a drop from the | 
previous month’s count of 2,670. In| 
September, 1956, the total was 1,704. 
By make, September registra- 
tions were: Ford, 521; Chevrolet, 

362; Plymouth, 251; Oldsmobile, 

230; Buick, 194; Pontiac, 181; 

Dodge, 102; Mercury, 94; Cadil- 

lac, 57; Chrysler, 52; E nglish 

Ford, 34; Edsel, 33; DeSoto, 32; 

Studebaker, 29; Rambler, 23; Lin- 

coln, 16; Imperial, 13; Volvo, 12; 
Volkswagen, 11; Renault, 10; 
Morris, 6; Nash, 6; Metropolitan, 
5; Alfa Romeo, 3; Austin-Healey, 
2; DKW, 2; Hudson, 2; Jaguar, | 
2; MG, 2; Hillman, 1; Isetta, 1; 
Mercedes, 1; Porsche, 1; Sun- 
beam, 1, and Triumph, 1. 

Truck registrations in September 
amounted to 213, compared with 
202 in August and 185 in September 
a@ year ago. 

By make, they were: Chevrolet, | 
56; Ford, 48; International, 44; 
Dodge, 29; Willys, 12; White, 8; 
Reo, 7; GMC, 3; Autocar, 1; Divco, 
1; English Ford, 1; Studebaker, 1; 
Volkswagen, 1, and miscellaneous, 
1—(C. L. Kern.) 

a 


* * 


| 
Sioux City, Ia. | 
Steadiness marked new-car sales | 
in Woodbury County (Sioux City), | 
Ia., during September, with the) 
total of 247 falling but one unit) 
short of the previous month’s total. | 
September registrations by 
makes were: Chevrolet, 60; Ford, 
57; Plymouth, 35; Pontiac, 18; 
Buick, 11; Edsel, 11; Dodge, 9; 
Mercury, 9; Oldsmobile, 9; Cadil- 
lac, 8; Chrysler, 3; DeSoto, 3; 
Nash, 3; Hillman, 3; Imperial, 2; 
Simca, 2; Lincoln, 1; Studebaker, 
1; Volkswagen, 1, and Willys, 1. 
New-truck registrations in Sep-| 
tember amounted to 30, compared 
with 22 in August. By makes, they 
were: Chevrolet, 10; Ford, 8; Inter- 
national, 7; Diamond T, 2; GMC, 
2, and Dodge, 1. 
” 


Omaha 


After yielding to Chevrolet in the 
previous month, Ford had regained 
top spot in new-car sales in Omaha 
when August figures were released. 

The month’s total was 1,136 for 
ajl makes compared with 1,298 in 
the previous month. Ford led in 
August, with 304 registrations to 
276 for Chevrolet. 

Other top sellers included 
Plymouth, with 163; Oldsmobile, 

- 90; Buick, 62; Pontiac, 54, and 
Mercury, 50. Foreign cars ac- 
counted for a total of 22 regis- 
trations. 





New-truck sales gained a bit, 
from 158 to 162. International led 


A public service adverti 
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service: 
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When the first man in 
Street, and looked wildly about for 


concept of automotive 


less courage, repai 


hung out a new 
it read simply: 


Ever since that 


the consciousness of 
ist sometimes feels 


serviceman’s every 
earned moncy. 
The plain fac 


workmanship. 


One of the problems: is well-trained: mech: 
constant desire for something new, 


motorist’s 
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facturers in gratifying these desi 
of the average serviceman to un 
need for servicing. He 
ness to think he is being 


Tt en, 
is. urged by manufacturer, 


one hand, he 


to perform all the proper 
car needs. On the other, 
customer resistance based“on 
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The more the problem 
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complex world on wheels. 
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i lacksmi 

tracks for livery stable or b 

of the manufacturer's handbook, a ballpeen hammer, 

rs were somehow made. 


And the smith or the hostler, in his moment of 
sign. 


“Automobile Repairs Done Here.” 





time, automobile servicing and repair, in all ® 


facets from pumping gas to grin 
under the hood of his car, he ten 


ts are these. In the past ten years, especially, auto 
mobile servicing has grown 
motorist to keep up with it. 
multiplied so rapidly that auto servic 
pressed to maintain their reputation an 


 _—— 
reduced new-car deliveries, stocks 
are not increasing. 

Service and parts sales arc off jp 
many shops but, on the whole, com, 
paratively better than new 
used-car deliveries. There is sty 
evidence of changes in dealershj 
some few going out without rm 
placements.—(Sam X. Hurst.) 


* * * 


Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) in September 
were slightly higher than in Ay. 
gust and substantially higher thay 
in September, 1956, according ty 
Finance and Commerce, Minneapo. 
lis business newspaper. 


September deliveries totalleg 
2,689 cars, compared with 2,591 ip 
August and 2,188 in September 4 
| year ago. They were broken down 
| as follows: 

Ford, 662; Chevrolet, 614; Plym- 
outh, 301; Buick, 173; Oldsmo. 
bile, 148; Mercury, 128; D 
124; Edsel, 91; Pontiac, 78; Chrys- 
ler, 71; Cadillac, 54; Rambler, 37; 
DeSoto, 34; Lincoln, 28; Nash, 20; 
Volkswagen, 19; Packard, 10; 
Hudson, 3, and miscellaneous, 171, 

New-truck deliveries in Septem. 
| ber totalled 210, compared with 2» 
(Continued on Page 21, Col. 1) 
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for your own use: 


Printed on vellum, suitable 
Easel-mounted for counter or 


Write us for a special full-size reprint of this message 


for framing ... send $.50. 
shelf display... send $.75. 





Carter is vitally interested in training servicemen in fuels 
system service and repair. For full information on either 
the Factory School or the Field School, simply write to: 
Carter Educational Dept., Code 835, St. Louis 7, Mo. 
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large trading territory—(L. H. 


Houck.) 
* 


Cincinnati 

A total of 750 new cars and 89 
new trucks were registered during 
the week ended Oct. 3 in Hamilton 
County (Cincinnati), O., compared 
with 736 new cars and 60 new 
trucks in the previous week. 

A total of 783 used cars and 53 
used trucks were sold during the 
week, compared with 777 used cars 
and 49 used trucks a week earlier. 

Total new-car registrations in 
September were 2,921, compared 
with 2,977 in August. New-truck 
registrations amounted to 276 in 
September and 238 in the previ- 
ous menth. 


September new-car registrations 
by makes were: Ford and Chevro- 
let, tied at 739 each; Oldsmobile, 
309; Plymouth, 271; Buick, 190; 
Mercury, 154; Pontiac, 109; Dodge, 
99; Cadillac, 58; Edsel, 46; Chrysler, 
45; DeSoto, 34; Rambler, 32; Nash- 
Hudson-Metropolitan, 22; Imperial, 
17; Isetta, 10; Lincoln, 9; Stude- 
baker, 9; Volkswagen, 9; English 
Ford, 7; MG, 4; Morris, 2; Simca, 
2; Alfa Romeo, 1; Mercedes-Benz, 
1; Porsche, 1; Triumph, 1, and 
Willys, 1. 

Truck registrations were: Ford, 
85; Chevrolet, 66; International, 52; 
GMC, 22; Dodge, 18; White, 8; 
Mack, 6; Willys, 5; Divco, 4; Volks- 
wagen, 3; Reo, 2; Diamond T, 2; 
Studebaker, 1; Bluebird, 1, and 
Marmon-Herrington, 1.— (Frank 
Kappel.) 


Synthetic Gasoline 
Too Costly; Plant 
To Be Closed 


CHICAGO. —A technical success 
but an economic disappointment, 
the world’s first plant to make syn- 
thetic gasoline and chemicals from 
natural gas in commercial quanti- 
ties will close down, Amoco Chemi- 
cals Corp. announced here. The 
plant is located at Brownsville, Tex. 

“We have determined that the 
Brownsville plant cannot make 
gasoline and chemicals from na- 
tural gas at present market prices 
as cheaply as they can be made by 
other processes,” said Jay H. For- 
rester, president of Amoco Chemi- 
cals, a Standard Oil Co. (Indiana) 
subsidiary. 

The synthetic gasoline plant was 
completed in 1950 by Carthage Hy- 
drocol, Inc., aided by a Reconstruc- 
tion Finance Corp. loan of $18.5 
million. Process and mechanical 
problems forced Carthage to shut 
it down in 1953. An affiliate of 
Standard took it over in 1954. 

Commenting on the closing of the 
plant, David Graham, Standard’s 
financial vice-president, said: 

“The immediate effect on the con- 
solidated company from closing of 
the Browhsville plant is an esti- 
mated reduction in net 1957 earn- 
ings of about $5 million. This will 
be partially offset by the fact that 
closing the plant will eliminate 
certain current operating losses. It 
will also obviate the necessity for 
additional heavy capital expendi- 
tures in an effort to make the plant 
operate profitably.” 


BLITZ 
BATTERY CHARGERS 
Are Money Makers For Any Shop 


because they are 
iced right and 
ly guaranteed. 


A complete 
line of 


* * 








chargers. 
Fast & Slow. 
6 & 12 Volts. 


Starting Cables 
Write for 
new cetelog, 
prices and details: 
BLITZ ELECTRIC CO.., Inc. 
Chicago 21, ti. 








22 


















INSPIRES CUSTOMERS TO 


CONFIDENCE 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 
guaranteed by Best’s 

rated “A+” (excellent) 

U.S. insurance company .. . 
for complete details 


WRITE TODAY 


SURE-CAR Oi Sa et a ee 


MAIN OFFICE: SEA CLIFF, NEW YORK 


ONE YEAR WARRANTY by 


SURE-CAR 








MECHANICAL 
PYta ta 
PRESSURE 

Bae TL 1833) 

CARBON 

beet eth ei 
STAINLESS FITTINGS 


Sade h 1S 


SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELOEO 









pility plus 
ae ik mobility 


Foreign cars? Sports cars? Passenger 
cars? Light trucks? John Bean’s new 
Universal Wheel Alignment Rack handles ‘em all . . . any 
treadwidth from 40” to 68”! Roller bearing mounted runways 
adjust in a jiffy . . . a light push does the trick. 

And no more jacking a jockeying to position a car for rear 
alignment checks. You move runways easily and quickly . . . 
while the car is on the rack! 


John BEAN 


Universal, Adjustable low Cost, Portable 
send me o= Ailgnmeat Rock o Alignment Equipment 

Complete Visualiner Wheel Alignment Tools 
data on o soctetietiene q ond Accessories 


ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 
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Chevrolet Expands Truck Line 


DETROIT.—An expanded line of 
trucks featured by a new 348-cubic- 
inch V-8 engine of 230 horsepower, | 
chassis improvements and more 
powerful sixes and V-8s has been 
announced by Chevrolet. 

New front-end styling includes 
dual headlamps and redesigned 
grille, hood and fenders, 
Scheduled for display at dealer 

showrooms Oct, 31, the new line 
lists 12 new models, for a total of 
| 128. 

For the first time, Chevrolet will 


* * * 





Workmaster V8— 


the 322-cubic-inch V-8, which is 
retained for school bus use only, 
complete the line. 

The 348-inch V-8 is designed for 
heavy-truck use and will be of- 
fered only in the two largest 
series as standard equipment. 
Bore and stroke dimensions are 
4.125 and 3.25 inches, Compression 
ratio is 8 to 1, 


Despite its large displacement, the | 
engine measures only 1% inches| 
longer and less than three inches} 
wider than the 283-cubic-inch V-8. 
It is 1% inches lower in height. 

The machined combustion cham- | 
ber is located wholly within the 
cylinder bore. The top face of the 
block is machined at a 74-degree 
angle to the centerline of the bore 
instead of the conventional 90 de- 
grees, inclining the head more 
toward the horizontal. 

The top of the cylinder thus is| 
elliptical rather than round, mak-| 
ing more space for larger valves, 
central location of the spark plug 





|and staggered valve arrangement. | 


Extra-strength “peaked roof” 
aluminum pistons are positioned 
with one dome surface parallel 
to the plane of the flat head and 
the other at 32 degrees to it. The 





Chevrolet is introducing a new truck! 
engine, the Workmaster V8, in 1958. It 
is designed specifically for heavy-truck | 
use and will be offered only in the two| 
largest series as standard equipment. | 
The spork plugs are grouped in pairs | 
and there is more space for larger valves | 
and staggered valve arrangement. 
2. @ 
assume bod y-production responsi- 
bility for three forward-control | 
“Step Van” models. The same war- 
ranty and parts service will be ex- 
|tended to these bodies that now 
|apply to company-built panels, 
| pickups, stakes and cab-chassis| 





| models. 


| Nine new medium-duty cab- 

chassis models have been added. 
| Six, including three low cab for- 
| wards, carry 72-inch cab-to-axle | 
| dimensions for more ideal weight | 
| distribution in trailer operations. 

Three have a 124-inch cab-to-axle 
| dimension to accommodate 16-to- 

19 foot bodies. 

Another innovation is the assign- 
ing of names to each of the three 
weight classifications. They are: 
| The Apache—Light-duties with 
|GVW ratings up to 9,600 pounds 
|and available on six different wheel- 
bases. 

The Viking—Medium-duties avail- 
able on 12 wheelbases with GVW) 
|ratings up to 21,000 pounds. 

The Spartan—Heavy-duties with 
GVW ratings up to 25,000 pounds, 
j}and offered on nine wheelbases. 

Five basic engines are offered. 
The 235-cubic-inch six has been | 
increased to 145 horsepower 
through an increase in compres- | 
sion ratio, The 261-cubic-inch six, 
featuring improved durability, is 
| continued for medium-duty trucks 
| with a new rating of 150 horse- | 
power. 

A 283-cubic-inch V-8, rated at 160) 
horsepower, now is optional in 
light-duty models, replacing the 


discontinued. Two heavy-duty ver- 
sions of this engine with 160 and 
175 horsepower are optional in some 
series and standard in others. 


horsepower “Workmaster” V-8 and 


Cleveland Firm 
Leases Fla. Plant | 





ucts Co., Cleveland, has leased a 
small plant at Fort Lauderdale, 
Fla., and will start operations 
there soon, according to J. S. Reid, 
president. 

Reid said at present the new 
plant will be confined to tool and 
die development. 

Leonard Burgess, chief engineer 
of the company’s Gaylord (Mich.) 
division, has been named manager 
of the new plant. Robert J. O’Con- 
nor, formerly in the general offices 
at Cleveland, will be administrative 
manager of the new operation. 


Morock Ford Opens 


Morock Ford, Inc., has opened at 
1515 Third St., Alexandria, La. Emil 
Morock is the owner, and Mike 





265-cubic-inch V-8, which has been| 


The new 348-cubic-inch, 230-| 


CLEVELAND. —Standard Prod- 


result is a thin squish and quench 
area in one half of the cylinder | 
and a wedge-shaped combustion 
chamber in the other. | 
The arrangement induces extreme | 
turbulence in the fuel-air mixture 
and high efficiency of combustion. | 
The sodium-cooled exhaust valves 
are Stellite-faced and seat on re- 
placeable Silichrome inserts. Rota-| 
tors are the “rotocoil” type,, rest-| 


|ing against the head to relieve the | 


hydraulic valve lifting mechanism | 
of weight load. | 
Intake valve faces are aluminum | 


| coated. Crankpins and main bearing | 
| journals are surface hardened. Main | 


and connecting rod bearings are of | 
premium heavy-duty alloy, Moraine | 
400. 

A roller-type chain is used for 
the camshaft drive. A new con- 
figuration of the exhaust mani- 
fold minimizes back pressure and 
provides more efficient scaveng- 
ing of spent gases through dual 
exhausts. 

On the two heaviest series, 18,000- 
pound rear axles now are standard 
and 9,000-pound front axles are 
optional. Two new two-speed axle 
ratios are available in addition to 
a 3.7-to-1 economy ratio in the half- 
ton series. 


On all heavy-duty models, cast 





















Chevrolet's Apache Is an Eyeful— 









Morock is sales manager. 


|new Workmaster V8 truck engine is de 


New dual headlamps and redesigned grille, hood and fenders enhance the styling 
of the 1958 Chevrolet Apache Cameo carrier. A six-cylinder engine is standor 
|equipment, with a 160-horsepower V-8 optional. Hydra-Matic transmission also # 
available, as is a 3.7:1 economy axle ratio. 


Step Van Joins Chevrolet Truck Family— 


The light-duty Chevrolet Step Van, offered for the first time in 1958 as a om 
plete factory-built unit, is available in three models powered by a six-cylinder engi 
increased to 145 horsepower. Several body options, such as 60 or 72-inch 
doors, bakery-type side doors and different type seats, also are offered. 


spoke wheels are standard and air 
brakes are optional, except on the 
school bus. The air-over-hydraulic 
brake system is extended to include 


| medium-duty models for the firg 
| time. 


More flexible downhill contro} 
and added city-driving convenj. 
ence result from incorporation of 
a second drive range in the 
Powermatic, the automatic truck 
transmission with built-in hill re. 
tarder. The new range permits 
the operator to use the retarded 
in fifth gear as well as in second, 
fourth and sixth. 


The new “Step Van” parcel de. 


| livery models carry eight, 10 and 12. 


foot bodies on 104, 125 and 1%. 
inch wheelbases. Cargo space is 
276.45, 334.21 and 392.1 cubic feet, 
respectively. GVW ratings are from 
5,600 to 10,000 pounds, depending 
on tire, spring and axle options, 

Inside the cabs, vinyl is featured 
in standard cabs with optional trim 
and appointments available. The 
accelerator pedal has been rehingeg 
for driving comfort. Hoodlift effort 
has been reduced from 35 pounds 
to 10 on the larger models. Gener. 
ator capacity has been stepped up 


| 20 percent in most models, 


* * * 








Design Boosts Power— 
The high power output of Chevrolet's 


rived from its unique design. Top foe 
of the block is machined at a 74-degree 
angle to the centerline of the bore, i+ 
clining the head more toward the hor 
zontal. The top of the cylinder thus é 
elliptical rather than round, making mor 
space for larger valves, central locatice 
of the spark plug and staggered volv 
arrangement. 
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The Houston Chronicle has: 
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general and automotive 
accounts than both other 
Houston papers combined! 
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subscribers than both 
other papers combined! 


SUNDAY 
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The Old and the New— 


Nearly a half-century of GMC truck manufacturing was spanned recently when 
this 1915 truck rolled on to GMC Truck and Coach division's final conditioning | 





lines for painting. Used in various GMC exhibits, the oldtimer was victim of a 


How They're Pushing Sales... 


Dealer Ad Ideas 


Queens ‘Sell’ Cars 


A PARADE of Queens, 21 bathing 
beauties in 21 new convertibles, 
kicked off an lil-day “St. Paul 
City-Wide Car Clearance” cam- 
paign, Sept. 20-30. 


with the St. Paul Dispatch-Pioneer 
Press. 

The campaign also was publi- 
cized on TV, radio and in news- 


paper ads. Dealers displayed) 
window signs and wind-| 


special 


shield stickers. They reported a 


sales spurt during the campaign. | 


* * a4 


6 Dealers Join in Ad 


 . must go,” six 
franchised dealers in Lafayette, 
Ind., said in a cooperative 12-col- 


umn display ad announcing “Sep-| 


| L. 

The promotion was sponsored by | dealer had a two-column ad. 
the Associated Automobile Dealers | 
of St. Paul, Inc. in cooperation | 


|page layout included Charles L.| 
| Snyder, Inc. (Chrysler-Plymouth) ; 


s 
tality was reported,” Sawy: - 
with pride. 

The firm continued: “Th's reg. 
ord was made possible by 
combination of engineerin:; ang 
material quality and the c»pabig 
service of the selling cealeg 
Sawyer.” 





* * * 


O. M. Foxworthy, Inc. (Pontiac); |He’ll Show Those Big 3 


| City Service Motor Corp.; Fireproof 
Garage Co. (DeSoto-Plymouth) ; 
Horner Motor Center, and Walter| models, Miller Pontiac, Inc. 
Each Columbus, Ga., reproduced ne 


Gray (Dodge-Plymouth), 


* * * 


Sawyer Stresses Safety 

AWYER SERVICE STATION 

(Studebaker), 
told of a 25-year safety record 
and declared, “Craftsmanship 
makes the big difference.” 

The firm had offered a $25 re- 
ward to any person who could 
tell of a fatal injury or broken 
bones suffered by the owner in a 
new or used Studebaker pur- 
chased from Sawyer during the 
last 25 years. 

Only two such rewards were 
presented during the month the 


DeKalb, Il, | 


warehouse fire in Chicago and had to be re-built. The ancient GMC, still in good 


running order, was manufactured early in the century in a building within two miles of sale of used cars. 


GMC's present assembly plant in Pontiac. Note the chain drive and hard rubber tires. 


tember Operation Demonstration,” 


The dealers joining in the two- 


offer was in effect — one for a 
broken wrist and one for a 
broken collarbone. “Not one fa- 


CONSIDER / the savings Packard makes possible. 


These self-insulating “Snap Fast’ 
connector units simply snap to- 
gether, simultaneously connecting 
two, three, five—up to eight differ- 
ent electrical circuits, instantly, with- 
out error or indecision. Automakers 
using this Packard Electric idea save 
more than a million dollars per year 
in production costs! 


These connectors can’t be installed 
improperly. And they won’t shake 


loose. They effectively eliminate 
assembly line fires or other damage 
which result from incorrect single 
terminal installation. 

Packard Electric produces highest 
quality cable, complete wiring har- 
nesses and new wiring ideas to help 
save you time, money and trouble. 
Packard Electric maintains offices in 
Detroit, Chicago and Oakland, Cali- 
fornia, for your convenience. If you 


are not already using Packard Elec- 
tric wiring know-how to simplify 
your product and make it work 
better—now’s the time to act. 


Packard 


Warren, Ohio 


Electric 
aa 


“Live Wire” division of General Motors 


N AN ad announcing a 15 perce 
across-the-board price cut on 


| paper headlines telling of the B 
Three’s refusal to go along 
the UAW plea for a price cut ¢ 
1958 models. 

“Disagreeing” with the Big Th 
stand, Gene Miller, dealership pre 
ident, said “this price cut is ne 
just a public relations maneuve 
but an honest, down-to-earth pri 
cut to fight inflation and the risip 
cost of living.” 

+ = * 


Dollar-A-Day Giveaway 


— Dolembo Chevrolet & Cadi. 
lac, Valparaiso, Ind., is givi 
a dollar away each day througe 
the classified ads in the local news 
paper for used cars and new one 

Each day the name of some local 
person is included in one of the 
classified ads by the dealership, 
This person can claim the dolla 
by calling at the new-car salesroom, 

Each day the name is in a differ 
ent location in the classified ad. 

= > > 


‘Colorful Reminder 


A COLOR postcard displaying 
a 1910 Stearns, informed serv- 
ice customers of Charlie’s Olds- 
mobile-Cadillac, Inc., that it’s 
time to check up. 

* > - 


Imports on Display 
EVEN dealers in Portland, Me, 
displayed 14 makes of foreign 
cars at the city North Gate Shop 
ping Center Oct. 2-5. 

The cars included Volkswagen 
Porsche, Mercedes-Benz, Isetta ang 
Borgward from Germany; Englisi 
Ford, Hillman and MG; Sime 
Renault, Citroen and Panhard fre 
France; the Italian Fiat, and t 
Swedish Saab. 


Florida Courses 
On Car Rental, 
Leasing Slated 


FORT LAUDERDALE, Fila — 
Two university -approved confer 
ences on automotive rental and 
leasing, believed to be the first af 
their kind ever offered, will be held 
here Oct. 14 and Oct. 28. They will 
run for three days each. 

Cars Rental System, Inc., nation 
franchising organization recent 
established with headquarters hem 
will conduct the conferencé 
bringing in system members 
potential members from se 
parts of the country. 

Participants will receive certi 
cates from the University of Miz 

Dan Steinhoff, dean of the uni 
sity’s evening division who ass 
in setting up the programs, 
subjects covered will include ove® 
all operation of a _ rental-leas 
|}company from the standpoint 
profit and loss, personnel traini 
sales promotion, taxes, concessic 
accounting, service and rep 
truck leasing as a capital-inve 
ment business, long-term auto le 
ing, rental cars and the airlin 
laws covering conversion and the 
credit, reservations, advertising 
insurance. 


Mack to Build 
Trucks in Quebec 


MONTREAL. — Premier Mau 
Duplessis of Quebec has announe 
that Mack Truck Corp. will bu 
a factory in Three Rivers, Que. 
manufacture trucks, buses @ 
fire-protection equipment. He 
construction will begin next spri 

P. O. Peterson, Mack preside 
said plans for the plant will & 
completed during the winter. } 
has an assembly plant in Mont 


Rhea Buys Out Miller 
Jack Rhea has purchased ti 
interest of Raymond E. Miller @ 
Miller-Rhea Motor Co., Paola, 
and the dealership has been 
named Jack Rhea Ford. Miller 
retiring. , 
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You have to stay on your feet... 
If you want to carry the ball 


ciel Rie ee 
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For 53 years, the Spicer Universal Joint 
has stayed on its feet, continuously and 
uninterruptedly .. . each year carrying 
the ball to new goals of efficient design 
and dependable performance. There is 
nothing finer in the field . . . there is 
nothing quite so modern, so rugged, so 
universally used for every type of 
automotive power transmission. 


DANA CORPORATION 
Toledo i, Ohio 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE : Transmissions, Universal Joints, Propeller Shafts, Axles, Powr-Lok Differen- 
tials, Torque Converters, Gear Boxes, Power Take-Offs, Power Take-Off Joints, Clutches, 
Frames, Forgings, Stampings. 


INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal Joints, Propeller 
Shofts, Axles, Gear Boxes, Clutches, Forgings, Stampings. 


AVIATION : Universal Joints, Propeller Shafts, Axles, Gears, Forgings, Stampings. 


RAMROAD: Transmissions, Universal Joints, Propeller Shafts, Generator Drives, Rail Cor 
Drives, Pressed Stee! Parts, Traction Motor Drives, Forgings, Stampings. 


AGRICULTURE: Universal Joints, Propeller Shofts, Axles, Power Take-Offs, Power Take- 
Off Joints, Clutches, Forgings, Stampings. 


MARINE: Universal Joints, Propeller Shafts, Gear Boxes, Forgings, Stampings. 


Many of these products manufactured in Canada by 
Hayes Steel Products Limited, Merritton, Ontario 
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Auto Personnel 


| Everett L. Lewis, Kansas City, 
4 Jack E. Gordon, Ankeny, Ia., 
been appointed automotive 
»s representatives for John Bean 
ion, Food Machinery & Chem- 
Corp. 

| Lewis will cover Eastern Kansas 
| Western Missouri, and Gor- 
n’s territory will include Iowa 

d Eastern Nebraska. 

* * * 


AC Promotes Callan, 


to High Positions 
James A. Callan has been elected 


'executive vice-president of General 
'Motors Acceptance Corp. in charge 


> 


of the operations staff, succeeding 
James D. Deane, who retired after 
being associated with GMAC since 
7919, the year it was organized. 


Dery! Hull 


Callan has been a vice-president 
Since 1945 and general assistant to 
Deane since January. 

Deryl Hull has been elected a 
GMAC vice-president in charge of 
branch operations in the Western 
U. S. He formerly was regional 
Manager with headquarters in 

s. Callan joined GMAC in 
3019; Hull in 1928. 


General Tire Elevates 


Vinnedge and Garver 


Oliver G. Vinnedge, general man- 
ager of its Dryden Rubber division 
Chicago, has been appointed a 
vice-president of General Tire & 
Rubber Co. He will direct sales and 


A! 


0. G. Vinnedge HM. M, Garver 
Manufacturing of General Tire’s 
Industria] Products division. 
Howard M. Garver, long-time 
affiliate of Vinnedge’s at Dryden, 


Was named assistant general man- | 


@ger of the Industrial Products 
division. 


* > 


Chrysler Appoints 6 
In Stamping Division 

Six men have been appointed 
to major posts in Chrysler Corp.’s 
stamping division. All will report 
directly to Joseph F. Kerigan, di- 
' vision general manager. 

The appointees are: Roy Blasi- 


_ ola, plant manager, Mack Ave. 


tao pom <an 


a 


(Detroit) plant; Walter B. Con- 
nolly, plant manager, Outer Drive 


s, tight, Plymouth Charlotte regional 


| Midwest sales manager of Krylon, | 3 
|Englemann and Hofreiter 


| has appointed Axel Peterson to the 








(Detroit) plant; T. W. Denomme, 
factory manager, Russell - Ferry 
and Meldrum (Detroit) plants; 
Joseph D. Quinn, division manu- 
facturing engineer; John W. 
Stump, plant manager of the in- 
terior trim unit, and Herbert J. 
Winegarden, quality control man-. 
ager. 
ra 


* * 
Smith Gets Sales Post 
John D. Smith has been appointed | 


| 


Inc., Norristown, Pa. 


+ * * 


Permatex Appoints Lott 


Executive Vice-President 


Alan W. Lott has been appointed | 
executive vice-president of Perma- 
tex Co., Inc. He has been assistant 
to the president of the automotive, 
marine, industrial and aviation 
maintenance chemical company} 
since December, 1955. 

Lott joined Permatex in 1954 as 
general office manager. 

* * 7” 


AA Elevates Sadler 


G. Marion Sadler has been elected | 


customer service vice-president by 
American Airlines’ board of direc- 


tors. He succeeds R. E. S. Deichler, | 


who resigned. 
= 


Allen Promotes Two 
Allen Electric & Equipment Co. 


* * 


newly-created post of director of| 


Detroit Dealers 
Told ‘Short Cuts’ 
Peril Franchise 


DETROIT.— Auto dealers here 
have been warned by the Detroit 
Auto Dealers Assn. that they face 
franchise cancellation if they per- 
sist in “time-cutting, money-saving 
devices” which the State has 
termed illegal or improper. 

Boyce Tope, DADA executive 
vice-president, said the Secretary 
of State has reported an increase 
in the number of dealers “falsify- 
ing certain official documents and 
of fraudulently obtaining refunds 


education. V. J. Giuffre has been 
named manager of Allen’s Cana- 
dian branch at Walkerville, Ont. 


+ + = 
Ward LaFrance Names 
Dando to Head Sales 


John. F. Dando, manager of the 
new products division of Ward La- 
France Truck Corp., has been ap- 
pointed general sales manager of 
the firm. 

Dando also has been a sales 
representative and assistant to the 
general manager of Ward La- 
France, a subsidiary of Glen Alden 
Corp. 


* * * 


Mack Trucks Promotes 


The appointments of George E. 
Engelmann as administration vice- 


| president and Charles G. Hofreiter 


G. E. Engelmann C. G. Hofreiter 
as treasurer of Mack Trucks, Inc., 


have been announced. 
Engelmann formerly was execu- 


| tive assistant to the president, while 
| Hofreiter was executive assistant to 


the finance vice-president. Engel- 
mann joined Mack in 1955; Hof- 
reiter in 1956. 

* 


* = 


Electric Auto-Lite Boosts 
Higgins, Simmons in Sales 


ager for the replacement sales divi- 
sion of Electric Auto-Lite Co. He 
formerly was southern regional 
sales manager and now succeeds the 
late T. M. Birmingham. 

Robert E. Simmons, former Kan- 


southern post. 


Borg-Warner Unit Names 


Ramsay Sales Manager 
R. A. Ramsay, formerly Detroit 
district manager of the bearings 
division of Tor- 





of fees and taxes paid to the 
State.” 

Among the illegal or improper 
activities, Tope said, are: 

1. Forging the purchaser’s name 
on title papers. 

2. Inducing notaries to attest 
fraudulently that they have wit- 
nessed the signing of these docu- 
ments. 

3. Listing false reasons why a 
deal was not completed when re- 
questing a refund of fees. 

4. Forging the names of parties 


|other than the purchaser to legal | 


| > 


documents. 

“The Secretary of State has full) 
authority to cancel the franchise 
of any dealer found guilty of these 
and other malpractices,” Tope told 
the dealers. 

“Quite apart from the danger of 
such cancellations or prosecutions 
to the individual dealer, a con- 
tinuation of these practices will re- 


rington Co., has 
been appointed 
sales manager of 
the Mechanics 
Universal Joint 
division of Borg- 
Warner Corp. 
The division, 
which operates 
plants in Rock- 
ford, Ill, and 
Memphis, makes 
R. A, Ramsay roller bearing 
universal joints and propeller 


shafts. 
= 


|Deal Elected Picdiins 


Of Lyon Metal Products 
L. D. Deal has been elected 
president of Lyon Metal Prod- 
ucts, Inc., Aurora, TIL, succeeding 
the late H. B. Spackman. Deal, 
formerly secretary-treasurer, 
joined the company in 1925. 





flect badly on all Michigan deal- 
ers,” he added. 


mouth Cites Green-Gifford— 


W. T. Green, second from left, president, Green-Gifford Motor Corp. (Plymouth), 
olk, Va., receives a citation for outstanding sales performance from G. H. 


manager. Looking on are H. |. Patterson, 


, Chrysler Corp. representative, and E, E. Simpson, Green-Gifford sales manager. 
firm was cited for retailing 111 new Plymouths during August. 


A. W. Walan succeeded Deal as 
secretary treasurer, and J, B. 
Gossett was named assistant 
treasurer. 


7 * * 


Henderson and Prange 
Get Freightliner Posts 


Norman A. Henderson has been 
named assistant purchasing agent 
by Freightliner Corp. Portland 
(Ore.) truck manufacturing firm. 

Raymond V. Prange has been ap- 
pointed publications editor. 


* . * 

Dr. Kryopoulos Appointed 
To GM Styling Section 

Appointment of Dr. Peter Ky- 
ropoulos, nationally known tech- 
nical expert from California In- 
stitute of Technology as executive 
in charge of technical develop- 
ment of General Motors styling 
has been announced by Harley J. 
Earl, GM styling vice-president. 

Dr. Kyropoulos, who has been 
an associate professor of me- 
chanical engineering at Cali- 
fornia Institute of Technology 
since 1941, has worked summers 


Russell W. Higgins has been| 
named sales administration man-| 


sas City district manager, has been | 
named to succeed Higgins in the)| 


25-Year Veteran— 


Marking 25 years as 
dealer, Edwin H. Schadt, right, of Town 
Auto Co., Allentown, Pa., was presented 
a 25-year plaque at a recent meeting of 
the Philadelphia zone dealers. Making 
the presentation is E. D. MacCarthy, zone 
manager. A similar award went to Elton 
Ridgway, Ridgway Motors, Inc., New 
Egypt, N. J. 


a Chevrolet 





General Motors research staff 
and was active in the develop- 
ment of both Firebird I and Fire- 
bird II, GM’s gas turbine cars. 
He conducted the aerodynamic 
testing of Firebird I in the Gug- 
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manager of the Memphis district of 
B. F. Goodrich Tire Co. 
He joined Goodrich in 1949 as a 


retail salesman. 


* * 


Arvey Names Johnston 


To Head Sales to Ford 


Arvey Corp. Detroit, has ap- 
pointed Roger W. Johnston account 
manager in charge of all sales to 
Ford Motor Co. Before joining Ar- 
vey in 1955, Johnston was with the 
Mercury division. Arvey manufac- 
tures automotive interior trim. 

* * + 


Simonize Names Cluck 


General Sales Manager 


Donald E. Cluck has been pro- 
moted to the position of general 
sales manager of 
Simoniz Co., Chi- 
cago. Cluck has 
been associated 
with the sales de- 
partment of Si- 
moniz for the last 
11 years, Shrop- 
shire said. 

Prior to his 
most recent pro- 
|motion, Cluck 
had served as a 
division and re- D. E. Cluck 
|gional manager in Cleveland and 
| New York, respectively. Two years 
| ago, he was named sales manager 
of the company. 

* 


* 


* * 





genheim Wind Tunnel at Califor- 
nia Institute of Technology. 


* * * 


Rudge Heads GM Plant 


D. K. MacDonald has retired and | 
Philip A. Rudge has succeeded him | 
as manager of the Windsor engine | 
plant of General Motors of Canada. 
MacDonald joined GM in 1916. 
Rudge, formerly assistant plant 
manager, has been with GM since 
1928. 


> 2 * 


Ford Appoints Riddle 


Appointment of Tjark F. Riddle 
as manager of the Kansas City as- 
|sembly plant was announced by 
Ford division. Riddle has been act- 
}ing plant manager since July 1. 
> 





Goodrich Names Waroblak 
|Manager in Memphis 
John Waroblak, with the replace- 


ment tire sales staff in Akron for 
the last five years, has been named 


Louisville Slates 
First Auto Show 
In Years Feb. 1-9 


LOUISVILLE, — The first auto 
show in Louisville in many years | 
is scheduled Feb. 1-9 at the new 
State Fairgrounds under sponsor-| 
ship of the Greater Louisville | 
Automobile Dealers Assn. 


by Lew Ullrich, managing director 
of the Kentucky Automobile Deal- 
ers AsSn. 

Plans call for the display of each 
make of car as a unit, with dealers 
| participating in the group exhibit. 
Space allotment will be based on| 
1956 registrations, said Ullrich. 

Approximately 100 exhibits by 
automotive equipment firms are| 
expected. 

Carl O’Daniel and Jim Paddock | 





are co-chairmen of the show. 


Pennsylvania Completes Fleet 


The program is being arranged | 


| calls 


|White Heads Fleet Sales 


For GM of Canada 


Appointment of Drummond White 
as national fleet sales manager of 
General Motors 
Products of Can- 
ada, Ltd., has been 

announced. 

A former GM 
district manager 
in various terri- 
tories, White later 
was city sales 
manager for Mon- 
treal and most 
recently was 
Chevrolet - Olds- 

Drummond White mobile sales man- 
ager in the Montreal zone. 

| > > * 

Guide Lamp Appoints 


|Stidham to Sales Position 

J. Warren Stidham has been ap- 
pointed assistant sales manager of 
the Guide Lamp division of General 
Motors. Stidham, who has been a 
sales engineer for the last four 
years at Guide Lamp, succeeds 
James E. Turnquist, recently ap- 
| Pointed sales manager of the divi- 
sion. 

Stidham started his career with 
Guide Lamp in June, 1948, as a 
student engineer. A year later, he 
| was assigned to the standards 
| department. In May, 1953, he was 
oo to the sales department 

a sales engineer. 

> > 


Dunlop Offers ‘All-in-One’ 
| Package for Batteries 

Dunlop Tire & Rubber Corp. P. 
O. Box 2001, Buffalo 5, N. Y. has 
become the first tire manufacturer 
to offer its dealers a complete “all- 
in-one” battery package. Dunlop 
its package “Uni-Pac.” The 
| battery is suitable for passenger 
car or tractor usage. 

Uni-Pac offers a compact, sealed 
carton containing dry-charged bat- 

(Continued on Page 26, Col. 3) 
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In what is believed to be the largest single order for any car make ever placed 
by the State of Pennsylvania, 914 Chevrolets were delivered by Potamkin Chevrolet 


Co., Inc., at Harrisburg. Herd, before the 


capitol buildings, Harry Goldstein, left, of 


the dealership turns over a portion of the huge state fleet of new 1957 models to 
since 1953 as a consultant for the | John Adams, director of the state's automotive bureav. 





Safety Committee, presents an 


chairman for Lions 





Seattle Cited for Safety-Check Program— 


Walter C. Lunsford, left, Western regional representative, Inter-Industry Highway| Firestone Tire 





with 
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tery and containers holding the 
exact amount of electrolyte neces- 
sary for the battery, plus a safety 
sleeve for handling. 

* * + 


Lewis Wins Promotion 
Benjamin W. Lewis, sales man- 
ager of the New York branch of 
Ward LaFrance Truck Corp., has 


been appointed fire apparatus sales 
manager of the firm and will move 


sales vice-president and D. R. 
Caskie, former assistant treasurer, 
becomes treasurer. S. F. Palmer, 
former manager of manufacturers’ 
sales, becomes assistant to the 
president, a new position. Frank 
Sommers succeeds Palmer. 
= * = 


Mook Joins L. A. Young 


A. J. Mook has been named 
Latin-American sales manager of 


“Outstanding Achievement" award to Arthur J. 
Petersen, chairman of the area-wide vehicle Safety-Check program conducted in 
Seattle. looking on are Albert A. Beal, second from left, regional traffic safety 
International, and John King, right, 
County Safety Council. Seattle was the first city over 500,000 population to conduct 
an allout Safety-Check program. 


to the plant and executive head- i i : 
quarters at Elmira, N. Y. i, A. Seung —* » wae Cee 


Top Officials Advanced 
By Firestone of Canada 
William H. Funston has been 


Chrysler Sends Dilley, 
DeMeyer to Venezuela 
Two new assignments have been 


elected chairman of the board of| made at Chrysler Corp.’s assembly 


president, Seattle-King | dent. 
R. I. Raycroft, former general | accounting, budget and analysis 
has been named| activities of the subsidiary. Dilley 


sales manager, 
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Arvin also manufactures P 


With space-saving proportions that fit 
three out of four cars and trucks, new 
and old, Arvin Heaters are priced to 
give you a terrific trading and profit 
edge in these competitive times. No 
other heaters come close to Arvin in 
money-saving value. Installation is fast 
and easy. 


6 AND 12-VOLT MODELS FIT: 


Easy to sell on ALL deals 


for their economy, reputation, performance 


& Rubber Co. of| Plant in Caracas, Venezuela, They 
Canada, Ltd., and T. M. Mayberry,| 4re Henry M. DeMeyer, manager- 
former executive vice-president and | finance, and John F. 
treasurer, succeeds him as presi- | ™anager-vehicle sales. 


Dilley, 


DeMeyer will direct the treasury, 












ed to costly car-fe 


a oh 





Out-performs heaters costing far more 
The big “heart” of this heater is a 
honeycomb core, with 2800 sq. in. of 
radiating surface. Big 8-blade, 7-inch 
fan circulates all the air in average 
sedan every 2 minutes. 


SEE YOUR ARVIN DISTRIBUTOR 


1957 Ford, Chevrolet, Plymouth, Pontiac, 


Dodge, DeSoto cars — 1957 Chevrolet, Dodge, GMC trucks — and most 
prior model cars and trucks. 


Arvin—FIRST IN CAR HEATERS SINCE 1921 





—ay 


will direct vehicle sales and servicg 
activities. 
+ * * 


Newman Joins NHUC 


John Thornton Newman has been 
appointed a regional representative 
of the National Highway Users 
Conference. He will represent the 
National Highway Users Confer. 
ence and work with state confer. 
ence groups in New York ang 
Connecticut. 

* = 

Champion Hikes Newman 

Arthur H. Newman, Renton, 
Wash., has been appointed service 
engineer for Champion Spark Plug 
Co. He will cover the Northwestern 
U. S. territory. 


AC Shifts MacArthur 
John E. MacArthur jr., has been 


appointed Michigan area sales rep. 


resentative for AC Spark Plug’s 
Milwaukee operations. MacArthur, 
who has been on special assignment 


F. SEE \\ 


to the chief engineer of automotive § 


products in Flint, joined AC in 1939 
in the process engineering depart- 
ment. 

cz = = 


SPS Promotes Brown 


Walter H. Brown has been named 
to the newly created post of Mid- 
west sales coordinator by Standard 
Pressed Stee] Co. Thomas A. Breen, 
district salesman for SPS for seven 
years, succeeds Brown as Chicago 
district sales manager. 

> = aa 


Ex-Cell-O Appoints Krengel 


General Manager in Canada 


Richard E. Krengel has been ap- 
pointed general manager of Ex- 
Cell-O Corp. of Canada, Ltd., Lon- 
don, Ont. He was manager of inter- 
plant production, coordinating work 
of the Canadian and American 
plants. 

Krengel joined the company in 
1929 immediately after his gradua- 
tion from Ohio Northern Univer- 
sity. 

> > = 


Sanson Elected President 


Of Sanson & Rowland 


Aaron L Sanson II has been 
elected president and treasurer of 
Sanson & Rowland, Inc., Philadel- 
phia. 

Richard W. Goodby was named 
general manager; James G. Pepper, 
purchasing vice-president; Thomas 
A. Ross, secretary, and J. Robert 
Lewis, assistant treasurer. Goodby 
was named to the board. 


> > * 


LaBelle Elected President 
Of Allied Van Lines 

Directors of Allied Van Lines 
elected Richard LaBelle, Minnea- 
polis, president to fill the vacancy 
created by the death of Louis 
Schramm jr. 

The board also elected Harry L 
Gormley, New Castle, Pa, vice 
president, and named Martin EL 
Kennelly, ex-mayor of Chicago, a3 
a director. 

7 > . 


Caserio Named to Manage 
AC’s Milwaukee Operations 


pointed 
operations of AC Spark Plug di- 
vision of General Motors to suc- 
ceed Warren E. Milnar, who is 
becoming general manager of 
Hyatt Bearings division. 

Glen R, Fitzgerald, formerly 
chief engineer of AC automotive 
products, will succeed Caserio cs 


ment sales for the Flint plants 


. * * 
Chrysler Export Names 


Clough to Planning Post 


Wendell S. Clough has been ap 
pointed manager of product and 
volume planning for Chryslet 
Corp.’s Export division. 

Before joining Chrysler, Clough 
served for four years in the man- 
agement of product and planning 
activities of Ford Motor Co. Prior 
to that he was with Libbey-Owens- 
Ford Glass Co. and Montgomery- 


Ward. 
~ . = 


Chevrolet Portland Zone 
Reassigns Six Aides 

Six organizational changes in 
the Portland Chevrolet zone have 
been announced. 

A. A. Prestholdt, zone sales pro- 
motion manager, has been promoted 
to zone fleet manager of the Port- 

(Continued on Page 27, Col. 1) 
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jand and Seattle zones. M. D. Wil-| general sales manager for the 
fiams, zone organization manager,| Hornburg organization in Los An- 


succeeds Prestholdt. 

A. F. Kresse jr., district manager 
of Portland sales district No. 1, is 
the new organization manager, and 
R. V. Lundstrom, formerly manager 
of district No. 2, succeeds Kresse. R. 
W. Hensley, zone parts and acces- 
gory analyzation clerk, has replaced 
Lundstrom and C, G. Hutchins suc- 
ceeds Hensley. 

* 


Goodrich Succeeds Mott 


As Eaton Vice-President 


Frank Ivor Goodrich has been 
elected vice-president-administra- 
tive of Eaton Mfg. Co., Cleveland, 
succeeding F. H. Mott, who is re- 
tiring from the position after 38 
years of service. 

Prior to his election, Goodrich 
was staff assistant to Mott, a posi- 
tion to which he was appointed 
several months ago. For years he 
was general manager of Eaton’s 
spring division in Detroit. Mott will 
continue as a director of Eaton. 

* + = 


Dunlop Transfers Edwards 


Henry J. Edwards, formerly divi- 
sion manager of Dunlop Tire & 
Rubber Corp.’s Memphis division 
has been transferred to San Fran- 
cisco to head that division, Ed- 
wards started with Dunlop in 1954. 
Robert M. Greene succeeds Ed- 
wards, i. . 


B-W Names Gregory 
S. G. Gregory has been appointed 
to the newly created position of 
director of personnel services for 
Borg-Warner Corp. 
= 


. * 


Barber Moves to Ford 


Orville B. Barber has been ap- 
pointed general manager of the 
Ford Tractor and Equipment Sales 
Co. of Canada Ltd. Toronto. He 
was formerly associated with In- 
ternational Harvester Co. in various 
executive capacities. 

+ * > 


Heads S-W Patents 


Appointment of Augustus G. 
Douvas as director of the patent 
department of Stewart-Warner 
Corp, has been announced by W. W. 
Miller, vice-president, industrial 
relations and legal. 

> > 


Huda Moves Up 
Edward V. Huda has been 
named to direct research and de- 
velopment for the Adhesives de- 
partment of Raybestos-Manhat- 
tan, Inc., Bridgeport, Conn, 
> > > 


GMC Appoints Rowan 


D. A, Rowan has been named fleet 
Sales representative in the GMC 
Philadelphia zone. 

= * 


Clark Promotes Stamp 


William S. Stamp has been pro- 
moted to district manager in Buf- 
falo by Clark Controller Co., Cleve- 
land. He succeeds Harry Cook, who 
will be manager of industrial sales 
at Cleveland. 

* 


* * 


Jones Retires from Duties 


At Air Materiel Command 


Brig. Gen. Harley S. Jones has 
Tetired as deputy ,director of pro- 
curement and production of the 
Air Materiel Command. 

He will be succeeded by Brig. 
Gen. William T. Thurman, formerly 
deputy director for procurement. 

- . * 


2 Representatives Named 


Chicago Rubber Co.. Waukegan, 

Ill, has named Frank N. Capparelli 

ry representative for Illinois 

and James A. Belanger representa- 

tive for Michigan. 
* . ” 

Krause Retires 


Frank L. Krause, assistant gen- 
eral service manager for U. S. Rub- 
ber Co., has retired after 41 years’ 
Service, His headquarters were in 
Los Angeles. 
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* * 


Hornburg Names Andrews 
General Sales Manager 


Charles H. Hornburg jr. dis- 


tributor for Jaguar and Facel-Vega, 


appointed Jack Andrews 





geles. 


Andrews formerly was general 
manager of Ed James Buick, which 
has given up its franchise. His au- 
tomotive background also includes 
service with Pacific Finance Co. 
and a Lincoln-Mercury dealership. 

* ok * 
Lordon Appointed 

Joyce-Cridland Co., Dayton, O., 
has named E. P. Lordon as assist- 
ant district manager of its West 
Coast district. He will headquarter 
in San Francisco. 

+ * * 


IH Switches Frisch, Allen 


To New Sales Territories 

W. A. Frisch has been appointed 
assistant manager of the Industrial 
truck sales district at Louisville. 
He formerly was branch manager 
at Louisville and at Fargo, N, D. 


L. P. Allen, assistant district 






Boost your reputation and brighten your profit picture by 
giving your customers a brake lining that really licks 
dangerous heat and wear: new improved Raybestos, for 
both power and manually operated brakes. New manu- 
facturing processes, new compounds, new resins and 
binders, and new ‘“‘fire band” grooving for some cars, all 
combine to produce the six performance characteristics 


your customers want . 


Greater heat resistance © Greater fade resistance 
Really quiet operation * Increased braking power 


manager at Harrisburg, Pa. has 
been transferred in the same ca- 
pacity to Indianapolis. 

* + * 


Wilcox Joins Rinshed 
David E,. Wilcox has been ap- 
pointed treasurer of Rinshed-Mason 
Co., Detroit, He formerly was 
treasurer and assistant to the 
president of Huron Milling Co., 
Harbor Beach, Mich. 
aa a 


* 


Scott Heads Flannery 


president of Flannery Mfg. Co., 
Bridgeville, Pa., and Fort Pitt Mfg. 
Co., Pittsburgh. He has been with 
both companies for 16 years. 

* * * 


Van Valkenburgh Named 


Paul C. Van Valkenburgh has 
been named comptroller of General 
Motors Acceptance Corp., succeed- 
ing James J. Hanley who retired 
after 37 years with GMAC. Van 
Valkenburgh formerly was man- 
ager of domestic credits and col- 
lections. He joined GMAC in 1928. 

ce 


* * 


| 


Avis Rent-a-Car Appoints 
‘England, Ingram Managers 


Promotions and new assignments 
for two Avis Rent-a-Car System 





Robert N. Scott has been elected |_ 








“7 


as . ha ha—well— 
I’m glad this happened now I 
can show you what to do in event 
this occurs—” 


.. 








managers have been announced by 
Fred A. Mudgett, Avis System vice- 
president. 

Frederick O, England, former 
station manager at Willow Run 





Airport in Detroit, is now manager 


j 


) linings 


for your customers 


..and need: 


Longer life © Positive safety 






AMERICA'S BIGGEST 





USE THE 


- Check brake drums 


Road test brakes 


e RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks « Ciutch- 
Facings « Fan Belts « Radiator Hose « Industria) Rubber « Engineered Plastics 
Sintered Metal Products ¢ Rubber Covered Equipment « Asbestos Textijes 
Laundry Pads and Covers » Mechanical PacRings « Abrasive and Diamond 
Wheels ¢ Industrial Adhesives « Bowling Balls 


Rayleste if 


Pull front wheels, inspect linings 


- Inspect front wheel bearings 

Clean brake assembly 

« Check hydraulic system 

. Adjust brakes or recommend a reline 


You get paid for every car you check 
Ask your Raybestos jobber for full details today 


of Avis System operations in Pitts- 
burgh, and George A, Ingram, for- 
mer assistant city manager in 
Houston, now heads the New Or- 
leans office as city manager. 

+ + * 


DeSoto Picks MacAskill 


Robert P. MacAskill has been 
named new DeSoto district man- 
ager in South Dako it was 
announced by Ray R. Fisher, 
DeSoto zone manager in Minnea- 
polis, MacAskil] will headquarter 
in Sioux Falls, S. D. 


> : * 


Yale Appoints Carner 


C. E, Carner jr., industrial lift 
truck sales and service specialist 
for the past 12 years, has been 
appointed a national accounts sales 
manager of Yale Materials Handl- 
ing division of Yale & Towne Mfg. 
Co. 


McConnell Appointed 


James R. McConnell has been 
appointed to the newly-created po- 
sition of manager of abrasive sales 
for Pangborn Corp. Hagerstown 
(Md.) manufacturer of dust col- 
lectors and Rotoblast equipment. 
He formerly was manager and 
treasurer of Globe Steel Abrasive 
Co., Mansfield, O. 


Available bonded or riveted for every make and model car 


lick 
HEAT and WEAR brake problems 





CHECK 
includes adjustment 










RAYBESTOS DIVISION of Raybestes-Manhattan, Inc., Bridgeport, Conn. 





Highways 





Twenty states achieved the na- 
tion’s top award, the award of ex- 
cellence, for their driver education 
programs during the 1956-1957 
school year, the board of judges for 
the 10th annual national high school 
driver education award program 
announced. 

The states selected are: Arizona, 
California, Connecticut, Delaware, 
Illinois, Indiana, Iowa, Kansas, 

husetts, Michigan, Minne- 
sota, New Jersey, New Mexico, New 
York, Ohio, Oklahoma, Pennsyl- 
vania, Vermont, Virginia and Wis- 
consin. 

Awards of honor were earned by 
Missouri, New Hampshire and 
Texas. An award of merit was won 
by Maine. California and North 
Dakota also were given special 
citations for driver education at- 
tainment of their private and paro- 
chial schools in 1956-1957. 

Thomas N. Boate, manager of the 
accident prevention department of 
the Association of Casualty and 
Surety Companies, which sponsors 
the driver education award pro- 
gram, cited three factors as signifi- 
cant to the growth of this program 
in the last decade: 

A steady gain in the number of 
states offering financial aid to high 
schools meeting national standards 
of approved course requirements; 
lower premiums offered by most in- 
surance companies for graduates of 
driver education courses meeting 
such national standards, and an in- 
crease in the number of organiza- 
tions and groups supporting the 
program. 1S 2 


Kentucky Urged 
To OK Conviction 
Of Young Drivers 


Don Sturgill, Kentucky public 
safety commissioner, has recom- 
mended for study an overhauling 
of the State’s motor-vehicle laws, 
including an amendment that 
would allow conviction of drivers 
under 18. 

The present Youth Authority Act 
prohibits the conviction of drivers 
under 18 for violation of traffic 
laws. 

Sturgill said Welfare Commis- 
sioner Charles Allphin agrees that 
the act should be amended. He 
added, “Our contention is that if a 
person is old enough to drive, he is 
old enough to answer in a court of 
law for his driving violations.” 

He also urged that the Legisla- 
tive Research Commission study 
the possibility of raising the mini- 
mum driver's license age from 16 
to 17 and the adoption of a uni- 
form title law that would centralize 
the issuance of vehicle and opera- 
tor’s licenses. 

Other proposals recommended for 
study included physical examina- 
tions for drivers, compulsory vehi- 
cle safety checks and issuance of 
two license plates for each vehicle. 
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Road Planning 
In Canada Hit 


A forward-looking highway con- 
struction program by the Canadian 
Government is essential to the road 
builder, T. N. Carter, president of 
the Canadian Construction Assn., 
told a meeting of the group’s west- 
ern region at Ottawa. 

“The present on-again, off-again 
policies concerning mortgage funds 
and highway appropriations result 
in uneven operations from year to 
year, and uncertainties concerning 
—* equipment purchases,” he 


“The investment necessary to 
carry out modern road building 
work runs into millions of dollars,” 
he continued. “Consequently, road 
contractors must have assurances 
concerning future road p if 

are to invest large sums of 
money.” 
* > 


Safety Council Appoints Pair 
To Develop Its Programs 


The National Safety Council has 
named two men to develop the pro- 
grams and services of the council’s 
departments. 

They are Henry J. Hoeffer, 55, 
Denver, a retired Army general, 
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and Ralph Kuhli, 45, Wheaton, IIL, 
a member of the council’s head- 
quarters staff for four years. 

* * + 


Easy-Opening Auto Doors 
Blamed in Denver Fatalities 


A check into the causes of traf- 
fic deaths in Denver stresses the 
need for a better auto-door latch, 
according to Traffic Engineer 
Jack Bruce. 

Bruce said eight of nine per- 
sons killed this year in two-car 
crashes were thrown from the 
car through opened doors. 

“If automobile doors wouldn’t 
pop open at the slightest impact, 
our death toll for 1957 would be 
16 instead of 24,” he said. 


* + * 


Albuquerque Roadblocks 
Nab Traffic Violators 


traffic violators before they are 
involved in accidents, The program 
has been in effect once or twice 
a week since Aug. 24, and during 
that time the number of accidents 
has declined daily. 

The police concentrate on one 
sector for an hour or two, then 
move to another so motorists do 
not become cautious only at certain 
points. Radar alerts patrolmen to 
speeders and violators are pulled 
out of the traffic one block past the 
radar equipment. 

* * 


Limited-Access Roads Draw 
Less Fire, Says Engineer 


Some criticism and fear of 
multiple-lane, limited-access high- 
ways still exist but they are de- 
clining, W. V. Buck, Kansas City 
regional engineer for the Bureau 
of Roads, said in Des Moines. 

Opposition to highway bypasses 
of cities and towns also is fading 
and now has wide support of busi- 
ness interests, Buck told the Iowa 
Motor Truck Assn. convention, 

= > az 


Insurance Group Gives 


The Albuquerque (N.M.) Police $15,000 to Traffic Institute 


Dept. has put into daily operation 


The National Assn. of Independ- 


its system of roadblocks to catch| ent Insurers, Chicago, has an- 





White-Edged Highways 
May Make Driving Safer 

A program to learn whether 
white-edged highways are safer 
is being conducted on some 
Illinois roads. White lines of re- 
flectorized paint are being put on 
the edges of 500 miles of Illinois 
highways. 

The Highway Bulletin of the 
division of highways reported 
the first trial painting was made 
about two years ago, While there 
was no sharp reduction in the 
number of accidents, the Bulletin 
said there were fewer accidents 
caused by poor vision, driver 
confusion, improper passing and 
driving in the wrong lane. 





nounced a grant of $15,000 to the 
Traffic Institute of Northwestern 
University, Evanston, IIl. 
The funds will be used in the 
Institute’s traffic program. 
* * + 


Gas-Tax Rebate Voted 


For Mass. Turnpike Users 

A bill to have the State give a 
gasoline tax rebate to motorists 
using the Massachusetts Turnpike 





has passed both houses of the 
Massachusetts Legislature. 

The measure exempting tu rnpike 
users from the 5%-cents-a-zallon 
State gasoline tax was urged ag g 
means of attracting additiong 
traffic—particularly truck traffie } 
The measure gives car Owners re 
bates at the rate of 15 miles to the 
gallon and heavy trucks at the rate 
of five miles a gallon. 

* + * 


Havenner Elected President 
Of Traffic Engineers’ Group 

Joseph E. Havenner, director of 
engineering and technical services 
of the Automobile Club of Southern 
California, has been elected presi. 
dent of the national Institute of 
Traffic Engineers. 

Havenner, who succeeds J. Carl 
McMonagle, of Michigan State Uni- 
versity, is the first Californian to 
head the 27-year-old institute. 


+ * * 


Safety Executives Named 

The National Safety Council has 
announced appointment of Henry 
J. Hoeffer and Ralph Kuhli as staff 
executives. They will help develop 
programs and services of various 
departments, and in evaluating pro- 
gram effectiveness. 











Product story of the year! New 
Minit-Heat by South Wind makes 
cold cars a thing of the past, sets up 
a rich new source of auto accessory 


22 2 announce 


MINIT-HEAT, an exclusive product, 
packed with BIG PROFIT potential for you! 





volume and profits for you! 


Not a car heater! Minit-Heat is 
a precision-engineered, thoroughly 
tested unit that works in conjunction 
with a car's present heating system. 
A warm car—fast! Minit-Heat 
heats engine coolant to cut engine 
warm-up time from a high of 15 to 


*in actual tests at 10 degrees F. 


Minit-Heat has been exhaustively checked by 
Stewart-Warner engineers. Actual installations 
in more than 100 different cars assure maximum 
flexibility and adaptability. Entire unit fits under 
the hood . . . only the convenient turn-on switch 


TESTED AND PROVED! 


mounts under the instrument panel. 


















too, with Minit-Heat. 


17 minutes* to almost no time at all! 
In 60 seconds, warm air is flooding 
the car’s interior. This means not only 
a warm car in a hurry, but fast de- 
frosting as well. Excessive engine 
wear and fuel consumption caused 
by cold starts is materially reduced, 






Make money with Minit-Heat! 
Check the advantages of selling this 
great new product. Get all the de- 
tails from your jobber now! 


HIGHLY PROFITABLE! 


Your profit picture with Minit-Heat is extremely 
attractive. Minit-Heat is readily available from 
your jobber, no need to tie up your cash in 
costly inventories. And Minit-Heat can be sold 
as a new-car accessory in your showroom or an 


after-market item in your service department. 
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Persia Opens Dealership in Houston— 


Taking part in the grand opening celebration of Mike Persia Chevrolet Corp., 
Houston, are, from left, Tom Brents, Chevroiet assistant regional manager; Mike 
Persia, dealership president; Joe Conte, dealership general manager, and Rufus 
little, Chevrolet Houston zone manager. The celebration lasted four days, with 
gifts being given to all those who attended. The firm formerly was downtown 
Chevrolet. 


What's New... 


In Parts and Accessory Distribution 


General Auto Equipment 


Of Canada Names Officers 

MONTREAL. — General Automo- 
bile Equipment, Ltd. has an- 
nounced the following appoint- 
ments: Roger Messier, president; 
Gregoire Perrault, first vice-presi- 
dent; Jean-Paul Larose, second 
vice-president and secretary-treas- 
urer, and Yves St. Germain, gen- 
eral manager. 

The other directors are A. Des- 
jardins and Rene Scott. 


+ * * 


Courtney Named Official 

Of National Wholesalers 
WASHINGTON.—Paul L. Court- 

ney has been appointed executive 

vice-president of the National 

Assn. of Wholesalers. He had been 

Washington representative for 


several trade associations and busi- 
nesses, 

The appointment is part of a re- 
organization and “revitalization” 
program designed to broaden the 
base and widen the scope of the 
association’s operation, said George 
W. Kauffman, association presi- 
dent. 


Seat-Cover Design Contest 


To Highlight Auto Trim Show 


DALLAS.—Latest products, mate- 
rials and services will be displayed 
at the fourth annual Auto Trim 
Show in Dallas Dec. 7-9. The pro- 
gram is sponsored by the National 
Assn. of Auto Trim Shops. 

A highlight of the show will be 
“Trimerama,” international seat- 
cover design competition which also 
draws entries from outside the 
trade. The winner receives thou- 
sands of dollars in materials and 


MINIT-HEAT 


Call your jobber, or write direct to the address below. 


Symbol 
of 
Excellence 


UNLIMITED MARKET! 


Short trips (less than five miles) constitute the 
major portion of all driving. 46% of all cars are 
never parked in a garage, even in cold weather! 
That's why practically every car owner is a 
prime prospect! And Minit-Heat is designed and 
engineered to fit all cars from 1949 on. 


ee 


SOUTH WIND DIVISION 


NATIONWIDE SERVICE! 


STEWART-WARNER CORPORATION 


1514 DROVER STREET, INDIANAPOLIS 7, INDIANA 


Minit-Heat will be backed by a coast-to-coast 
network of authorized service outlets and the 
Alemite distributor organization. You may be 
interested in a service franchise. -Or you can 
route all your installation, warranty service, and 
repair work to the outlet nearest you. 


equipment, according to NAATS 
President Nat W. Danas. 
* * + 


Roman, Mineo Purchase 


Utica (N. Y.) Parts Firm 


UTICA, N. Y.—Whit-Loch Utica 
Auto Parts, Inc., has been pur- 
chased by Donald Roman and 
Peter Mineo. 

Roman is president and manager 
of the store operation, and Mineo 
is treasurer and head of the ma- 
chine shop. Both are graduates of 
General Motor’s automotive trans- 
mission school. 

= € * 


Bellevue Builds 
SEATTLE. — Bellevue Motor 
Parts, Inc., 846 106th Ave. NE, an- 
nounces the construction of a new 
parts building. 


Louisville Tops 
In Car Thefts 
In Cities Its Size 


LOUISVILLE. — Although car 
thefts dropped here in the first six 
months of 1957, Louisville still 
heads the list of cities its size in 
this category, according to FBI 
figures. 

Louisville, long the nation’s hot- 
test car-theft center, reported 1,559 
cars stolen, 257 fewer than for a 
similar period last year, the FBI 
said. Among comparable cities, At- 
lanta reported 909, San Diego 735, 
Oakland, Calif., 733 and Portland, 
Ore., 630. 

Acting Police Chief Charles Doyle 
said the reduction in thefts here 
may be due to stiffer sentences to 
juvenile car thieves and the addi- 
tion of two extra men to the auto 
theft squad. 

Doyle said the record is exagger- 
ated because Louisville, unlike 
many cities, reports as stolen—cars 
taken by juveniles for a few hours 
of joyriding and then abandoned. 

The high incidence of auto theft 
in the state has been attributed to 
the state’s lack of a uniform cer- 
tificate-of-title law for motor vehi- 
cles. A person registering a car 
here is not required to show clear 
title of ownership. 

Attempts by auto dealers, finance 
and insurance companies and oth- 
ers to correct the flaw have failed. 


Bugas, Lilley Join 
Ford of Canada 


DETROIT.—John S. Bugas and 
Tom Lilley have been appointed to 
the board of Ford Motor Co. of 
Canada, Ltd. Both are senior execu- 
tives of Ford Motor Co. in the U.S. 
Bugas is industrial relations vice- 
president, while Lilley is general 
manager of the international divi- 
sion. 

The appointments fill vacancies 
created by the resignation of Del S. 
Harder, executive vice-president of 
Ford U. S., and the death of Ar- 
thur J. Wieland. 


Southeastern Opens Branch 


Southeastern Sports Car Center, 

Atlanta, operated by Jim and Tom 

» has opened a branch at 

2953 Peachtree Rd. The dealership, 

which handles more than a dozen 

makes of imported cars, is less than 
a year old. 


AUTO 
TURNTABLES 


cd 
Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2. 
Cona. 














Discuss Advertising Plans— 


At a conference in Detroit, field staff personnel of Campbell-Ewald Co. dis- 
cussed details of the Chevrolet advertising and merchandising program for 1958. 
The advertising firm's staff services Chevrolet regional wholesale offices and the 
7,500 dealers under their jurisdiction across the nation. Clockwise around the table, 
from left, are R. H. Katerndahi, Denver; Art Duhaime, Atlanta; L. T. Denton, Dallas; 
J. E. Defebaugh, Cincinnati; R. W. Byrne, Los Angeles; R. G. Leckie, Jr., Detroit; R. 
C. Francis, Detroit; T. M. Johnson, San Francisco; Ros Morgan, Kansas City; P. H. 
Neil, Chicago, and Paul Lee, New York. Standing is J. M. Barnes, field office co- 
ordinator. 








Across the Nation .. . 


Auto Dealer Changes 


Olson Buick has held its grand 
opening at 808 Logan Blvd., Al- 
toona, Pa. Chuck Olson heads the 
dealership. 


* * * 


Benton Goes Pontiac 
Benton Motor Sales Co. is a 
new Pontiac dealership in Cor- 
vallis, Ore. The company is owned 
by George W. Hotchkiss. 
= > > 
Jeep Distributor Named 
Willys Ontairo Co., 2301 E. Queen 
St., Toronto, has been appointed 
Jeep distributor for Ontario, The 
firm is operated by Jim Ferguson. 
om oz > 


DeSoto Names Mesa 
Mesa Motors, Victorville, Calif., 
has been awarded a DeSoto- 
Plymouth dealership. Ed Kammer 
is president, 
* > = 
Llyod Names Saporito 
Phil Saporito, Inc., 8518 Com- | 
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mercial Ave., Chicago, has been 
appointed distributor in Illinois 
and parts of Iowa and Wisconsin 
for the German-made Lioyd line 
of passenger cars and commercial 
vehicles. 


* : = 
Mishler Sells Deal 


Roy L. Mishler, owner of Mishler 





Greyhound Rent-a-Car 
Buys Fleet of 160 Edsels 


The largest fleet of Edsels sold 
to date has been purchased by 
Greyhound Rent-A-Car; Inc. a 
division of Greyhound Corp. 

The 160 automobiles, purchased 
from Northgate Motor Co., Inc., 
Evanston, Ill, will be used na- 
tionally, said Richard J. Fend, 
Greyhound Rent-A-Car president. 
The cars included 70 Pacers, 70 
Rangers, 10 station wagons and 
10 convertibles. 





How G-E ads are aimed to 
make more money for you! 


G-E consumer ads will make a double-edged profit for 
you. Saturday Evening Post, Look, Popular Mechanics 
and Popular Science will carry these ads which will 
build your aiming business and help you sell more 


Gt Whaillnr ccna 


pairs of new G-E 
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Double Profit! 
When you see headlamps 
like these ... sell a pair 
of new headlamps ... 

and an aiming job. 
You profit on both! 





vf if iid 
' . 
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WATER DROPLETS inside the lens not 
only scatter the light, but they also 
help discolor metal reflectors. This 
can't happen with G- E At Lite Head- 
lamps— moisture can't possibly get 
inside. 


So...for More Sales 
1. Aim headlamps 
2. Sell G-E &-Zaetn Head- 


lamps in pairs! 
3. Check rear lights, too 


neater; service 








Electric Co., Miniature Lamp Dept. 
AN-10-7, Nela Park, Cleveland 12,0. 


GENERAL @@ ELECTRIC 








a if 


“Your dealer can quickly determine if your headlamps 
are mis-aimed—and he can aim them accurately in 
minutes—even in daytime.” 





DISCOLORED REFLECTORS absorb 
light rather than it, causing a 
loss of 2 50m of the original light 
output. Dirt and moisture can never 
enter G-E 4¢@ém@ Headlamps so the 
reflectors always stay shiny. 


is easier. General 


BULBS in old-style head- 


BLACKENED 

lamps block out the light from the 
filament and cause a dangerous drop 
in ene output. ti con's happen 
wit 
cause y are no inner bulbs. 


Headlamps be- 


CHECK YOUR STOCKS...AND ORDER SMALL 
BULBS IN NEW G-E SPACE-SAVER PACKS! 


They take 30% less space. There 
are no flaps, no covers; stocks stay 








Chevrolet Co., Sabetha, Kans., hag 
sold out to Al Brey, Valley 
Kans. Mishler has been in the ear 
business in Sabetha 40 years Brey 
has been a salesman for the Valley 
Falls Chevrolet dealer. 


Anderson Sells Deal; 


Dodge Outlet Added 


Anderson Motor Co., Portland, hag 
been sold to Pacific Imported Cars, 
Inc. Sale included the Simca digs. 
tributorship for Oregon and West. 
ern Idaho. The new firm plans to 
add some British cars. 

A new Dodge dealership, Dodge 
City, Inc., has been organized at 
Twentieth Ave. N. E. and Sandy 


Blvd. to replace Alford’s Dodge, | 


which has switched to Edsel 
* + = 


Grayson Motors Opens 
A new Pontiac dealership, Gray. 
son Motors, has opened at 426 W. 
Houston St., Sherman, Tex. 
bd + * 


Eastgate Motors 


Eastgate Motors, Ltd. (Lincoln. 
Mercury-Meteor), has opened at 42 
King St. East, Stoney Creek, Ont, 
near Hamilton. Frank Richter is 
president. 

= * * 
Ozan Takes Mercury 


Ozan Motor Co., 1324 Texas Ave, 
Texarkana, Tex., has been fran- 
chised as a Mercury dealership. 

= * > 


Dodge for Williamson 


A Dodge franchise has been 
granted to Frank Williamson 
Motors, 1223 N. Water, Corpus 
Christi, Tex. Frank E, Williamson 
is president. 

* = > 


New Home for Edsel 


A half-million-dollar building is 
being constructed at 1240 Randolph 
St., Chicago, to house the new 
Litsinger Edsel Sales Co. Fred G. 
Litsinger is president. 

= > 


* 


Olson Adds Rambler 


Don Olson Buick Co., Benson, Ia, 
has added a Rambler franchise. 
* > 


Jones Motor Named 


E. B. Jones Motor Co., East St 
Louis, has been named distributor 
for the French Simca line for 
Illinois, Indiana, Michigan and 
Ohio. 


* * . 


Totten & Goff Sells Out 


Totten & Goff, (Pontiac), 406 S. 
Washington, Chillicothe, Mo., sold 
its office, shop equipment and parts 


stock at auction. 
> * > 


Renault Appoints 
14 More Dealers 


Renault has announced appoint- 
ment of 14 more dealers: 

Rollstone Buick, Inc., 762 Main 
St., Fitchburg, Mass.; Seymour 
Chevrolet Sales, Inc., 374 Massachu- 
setts Ave., Cambridge, Mass.; East- 
erling Imported Cars, 4001 Ayres 
St., Corpus Christi, Tex.; Imported 
Cars of Ardmore, 610 West Main St, 
Ardmore, Okla. 

Bennett Motor Co., Inc., Baton 
Rouge, La.; Hotshot Motors, Talla- 
hassee, Fla.; Monroe Auto Mart, 
Inc., 413 North Second St., Monroe, 
La.; Shelton Truck & Tractor Co. 
Clanton, Ala.; Nuckolls Chevrolet, 
Inc., 230 Alexander St., Toccoa, Ga 

Archer Motor Sales, Box 355, U. S. 
Highway 24, Jacksonville, N. C.; 
Wayne Auto Sales, 4200 Rivers Ave., 
Charleston Heights, S. C.; Major 
Motors, Auburn, Ala.; Motor Sales, 
Bainbridge, Ga.; Padgett Imported 
Motors, Fort Myers, Fla. 

* + . 


Pattison Opens Showroom 


George Pattison Pontiac has 
opened its “Gulf Coast Showroom” 
at 102 E. Beach, Biloxi, Miss. Gerald 
Kern is general manager. 

= . . 


Gardiner Ford Opens 


A new Ford dealership, Gardiner 
Ford, has held its grand opening 
on Route 50, near Cambridge, Md. 
Jerome C. Gardiner operates the 
dealership. 

* > 


3 San Francisco Dealers 


Move to New Locations 


San Francisco new-car dealers 
are involved in a three-way switch 
of locations. 

We'tner Pontiac, closing out at 
its present location, 1560 Van Ness 
Ave., is moving to 1201 Van Ness, 


where it will become a Goliath dis- 
(Cor*'»uc*? on Page 31, Col, 1) 
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Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 30) 


tributorship. The old Weltner loca- 
tion is being taken over by Fred 
Hudkins Plymouth, formerly lo- 
cated at 1701 Van Ness. The Hud- 
kins showrooms will be used by 
British Motor Car Distributors, 
Ltd, for display of Jaguar and 
Rolls-Royce. . 


Coast Dealer Expands 


Rancho Chevrolet, Reseda, Calif., 
is adding 2,000 square feet of floor 
to its sales facilities and 
remodeling the existing building. 
Bob Jacobson, manager, said the 
work would cost $75,000. 


* * * 


Sellman Gets Deal 


Earl Seliman has purchased 
Ojard Motors (Oldsmobile), Two 
Harbors, Minn., from Thomas 
Ojard and renamed the dealership 
Sellman Motors. 

as * +. 


Frame Takes Full Conirol 


Walter B. Frame, a partner in 
Frame Motor Co. (Chevrolet), Min- 
eola, N. Y., since its founding in 
1927, has acquired 100 percent 
ownership of the firm. He is also 
president of Walric Chevrolet, Bay 
Shore, N. Y. 


+ * * 


Knoche Replaces Riefler 

Robert N. Knoche is president of 
the new Knoche Buick-Cadillac, 
Inc. Hamburg, N. Y., which pur- 
chased Riefler Buick. 


> * * 


Nolting Ford Opens 
Nolting Ford, Inc., hag opened 
at Ballwin, Mo., a suburb of St. 
Louis. Jack Nolting is president. 
7 > > 


Pontiac for Sledge 
Sledge Pontiac, Inc., is the new 
Pontiac dealer in Jeffersonville, 
Ind. > * . 


Morocks Buy Ford Deal 


Mike Morock and E. P. Morock, 
owners of Morock Ford, Inc. 
(formerly Andress-Abbott Ford, 
which they purchased in July), will 
handle Ford products in Alexandria, 
La. 


Dealer Gets AMC Lines 


Manhattan Motors, DeSoto- 
Plymouth dealer in Chicago, has 
been awarded a franchise to han- 
die Ramblers and Metropolitans 
in addition to its regular lines. 

o > > 


O Hearn Continues Firm 
Oliver L. O’Hearn has purchased 
OHearn Auto Co., Inc. (Ford), 
Melrose, Wis., from his father, 
Frank O’Hearn, and Spencer Clark. 
Assisting O’Hearn is Allen Peterson 
as manager. Oliver is the third 
generation of his family to be in 
the Ford business. 
= - 


Schram Adds DeSoto 


Schram Motor Sales (Dodge- 
Plymouth), Detroit Lakes, Minn., 
has added DeSoto to its lines, ac- 
cording to Lawrence Schram, owner 
of the dealership. 


Weber Gets Ford Deal 


Maurice Weber has purchased 
Hinton Motors, Inc. (Ford), Spring- 
field, Minn., and renamed it Weber 
Ford. Former owner was the late 
Don Hinton. Weber, an employe of 
Hinton for 10 years, will be assisted 
by his father in the new dealership. 

+ * - 


Anderson Sells Out 


Arvid Anderson has sold his 
interest in Anderson-Koehn Chev- 
Tolet Co. Lindstrom, Minn., to his 
Partner, rt W. Koehn. The firm 
= be known as Koehn Chevrolet 


* * 


Spitzer Adds 4th Outlet 


Spitzer Motors, which owns deal- 
erships in Mansfield, Elyria and 
Columbus, O., has purchased Mans- 
field DeSoto-Plymouth, Inc., 113 W. 
Fourth St. John Hebebrand, direc- 
tor of the firm’s Mansfield and 


Columbus operations, said the com- 


Pany will continue to operate its 


Dodge-Plymouth dealership in 
Mansfield. 


+ * = 


Constance Heads Firm 


George Constance is president of 
a new corporation, King Motors, 
Inc. (DeSoto-Plymouth), which has 
replaced Andy Larson Motors at 
1215 Belknap St., Superior, Wis. 


= * 


= 
Warren Opens Building 

Leslie Warren, president of War- 
ren Motors (Studebaker-Packard) 
at 313 Third Ave. E., Grand Rap- 
ids, Minn., has celebrated the grand 
opening of his new showroom and 
garage. 


+ * * 


Sanders in New Location 
Sanders Motor Sales (Chrysler- 


moved to the former Barglof Stude- 
baker building on Highway 14 from 
its former downtown location at 
Front and Second Sts. 


. * * 


FWD for Humphrey 
Humphrey Truck Sales, 136 E. 
Mineral St., Milwaukee, has been 
appointed a dealer for Four Wheel 
Drive trucks. 
= > * 


Borgward Added 


Continental Motors, Inc., at 1301 
Harmon Place, Minneapolis, new 
dealer in imported cars, has added 
the German-made Borgward to its 
line, The dealership also handles 
the English Ford, Jaguar and Tri- 
umph. Russell Lee is general man- 
ager. 


* * * 


Moench-Davis Imports 
Moench-Davis Imports is the 
name of the new Borgward dealer- 
ship in Southwest Los Angeles. Bill 
Moench heads the new dealership. 


+ * + 


2 Take Simca in Seattle 


Two Simca dealers have been ap- 
pointed in the Seattle area. They 
are Bank Auto Sales, operated by 
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William Murdock built a steam- 
driven auto in England as early 
as 177. 





and Delridge Auto Sales, owned by 
Leonard Walker and William De- 


Rango. 
> > 


= 
Gustman Buys 3rd Outlet 
Gustman Chevrolet Sales, Inc., of 


31 


purchased the M & M Chevrolet 
Co., Marinette, Wis., and renamed 
it Gustman Chevrolet, Oldsmobile 
and Cadillac, Inc. David Gustman, 
manager of the Seymour branch, is 
managing the new Marinette deal- 
ership and Tom Gustman has taken 
over the Seymour office. 
* +” * 


Miller Drops L-M 

Nelson E. Miller, owner of El- 
liott’s Springfield Lincoln-Mercury 
Co., Springfield, Mass, announced 
that he is giving up his L-M fran- 
chise. Miller also owns Elliott 
Buick, Inc., Providence, R, I. 

+ cd > 


Irwin Buys Broadbent 
Marion Irwin, Canby, Ore., is the 


| new owner of Lew Broadbent 


Motors, Inc. (Chrysler-Plymouth), 
Corvallis, Ore. Irwin, a veteran of 
22 years in the automobile business, 
came to Oregon last year from 
Oklahoma. 


Connell Plymouth Builds 

Albert A. Connell jr., owner of 
Connell Plymouth Co., Irving, Tex., 
expects to have his new $100,000 
dealership plant completed early 
this fall in Irving’s Plymouth Park 


Plymouth), Tracy, Minn., has been | Hugh White, at 1400 Bronson Way,| Kaukauna and Seymour, Wis., has| Shopping Center. 





FREE ROCHESTER TRAINING MEANS MORE 
JOBS PER HOUR—MORE DOLLARS PER DAY! 


Profits are faster . . . when you're a Rochester master! As a 
trained Rochester specialist, you'll know how to handle every 
phase of carburetor servicing, how to perform jobs faster, more 


efficiently, more profitably. And your training is free! 


You receive expert instruction from trained technicians at a 
General Motors Training Center or UMS Distributor School 
near you. You'll learn new methods of repair and adjustment, 
receive information about the latest advances in carburetion. 


What’s more, Rochester training puts you in position to increase 
your business. Rochester Carburetors are specified as original 
equipment on more new cars than any other make. So enroll now. 
Contact your UMS-Rochester salesman, or write to Service 


Dept., United Motors Service Division, General Motors 
Corporation, General Motors Bldg., Detroit 2, Michigan. 





Specified as original equipment 
on more new cars than any other carburetor 






There’s a 


GM Training Center 


near you! 


HESTER 
RBURETORS 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, N.Y. 





No. 52 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 





National Teen-Age 
Press Conference... 


high school writers 
cover ’58 Ford preview 


At this year’s Press Preview there'll be something else new— 
besides the 58 Ford cars and trucks. More than 130 talented 
teen-age writers will attend- the Conference in Dearborn 
this week along with professional representatives of maga- 
zines, newspapers, television and radio. 

These young people have been specially selected by their 
hometown newspapers because they have shown promise of 
becoming successful journalists. While they’re here in Dear- 
born, they'll participate in all the Press Conference sessions 
and share the same privileges and editorial freedoms enjoyed 
by the adult members of the press. 

Each of the junior journalists will be free to report any- 
thing that catches his interest. Many of the sponsoring 
newspapers plan to publish these reports or carry them side- 
by-side with those of their feature writers attending the 
Press Conference. 


To the youth who demonstrates the greatest aptitude for 
a career in journalism, Ford Division will award a four-year 
college scholarship. 

We're delighted that so many fine newspapers are partici- 
pating with us in this program to encourage the high school 
journalist. We're looking forward to reading their impressions 
of the automotive industry and American business, and we’re 
sure that the readers of each of the newspapers will also 
enjoy hometown reactions to the excitement of this week’s 
preview of the new Ford car and truck lines. 

Another reason why it’s great to be a dealer in the Ford 


Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 
THUNDERBIRD 
MERCURY 
LINCOLN 
CONTINENTAL 


‘ ‘ ENGLISH BUILT FORDS 
The Ford Family of Fine Cars| __. now the new EDSEL 


FORD TRUCKS 
TRACTORS 

FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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EMEMBER Steinbeck’s “Grapes 

of Wrath?” First in his best- 
seller novel, even more in the movie, 
he shocked a lot of people—with 
his outspoken picture of the hard- 
ships of migrant workers escaping 
from the dust bowl of Oklahoma to 
go to the seasonal work in Cali- 
fornia. 

Probably always we'll have mi- 
grant workers with us. Certainly 
we'll have them as long as we have 
special crops, with a short but high 
seasonal labor demand. We can’t 
expect workers to stay in one place 
after the economic demand for 
them is over. 

They're a little like itinerant 

printers used to be, except that 
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there are crowds of them, They 
have families with them includ- 
ing the kids, And why shouldn’t 
they? Workers have a right to 
their families, and these workers 
are nomads—nomads that we 
need. 

The problem we're interested in 
here is their safe travel—with wives 
and children, They don’t have the 
deluxe parlor car expense accounts 
of theatrical troupes. In Steinbeck’s 
novel they travel exclusively by 
dilapidated trucks and old jalopies. 
After “Grapes of Wrath,” a few 
progressive states took action to 
improve housing of transient farm- 
ers, but nothing was done soon 
about transportation. 


* * + 


Laws Cut Accidents 


OT until 1945 did one state— 
Connecticut—start a Farm 
Transport Program, under the di- 
rection of the governor, That came 
about when accidents involving 
farm workers goaded many citizens 
to complain about the unsafe con- 
ditions in transporting these people 
from farm to farm. 
Today, one result has been a de- 
crease in the use of trucks and 





Flintridge-DKW Sports Car— 


Flintridge Motors Mfg. Corp. of California, Los Angeles, is producing a line of 
custom sports cars based on the German-built DKW automobile and components. 
From left, the original sedan, which has its steel top, hood, fenders and other sheet 
metal parts removed to make the stripped chassis in the center of this lineup. A 
reinforced fiber glass body is placed over the remaining sheet metal to produce the 
model on the right. The five-seater sports car retails for $3,195, F.O.B. Los Angeles. 


increased use of buses for these 
people . . . notably in Connecticut, 
Oregon and California, California 
began its safety regulations for 
farm labor in 1955. 

That state’s regulations covered 
standards for construction of ve- 
hicles used to transport workers. 
It required regular inspection and 
strict licensing of operators, and 


set up safety measures for pas- 
sengers. One wonders why ordin- 
nary common sense and humanity 
fail to make it unnecessary to 
make such things into laws. 

Yet look at the record, as Al 
Smith used to say: The first year 
of California’s law, death from 
motor accidents involving farm 
workers dropped almost in half, and 








greater profits—and the 
finest in production 
and merchandising. 


FRAM Corporation, Providence 16, R.1. Fram Canada Ltd., Stratford, Ontario 
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nonfatal but seriously disabling and 

costly injuries fell from 341 to 1g, 
* 


Even Troops Must Rest 

VEN soldiers on the march 

“rest stops” every hour. Yoy 
wouldn’t think that civilians truck, 
ing other civilians would need a law 
to stop half as long as Army officers 
are required to rest-stop young mep 
physically fit. But the Californig 
law makes it illegal to carry work. 
ers more than two hours without 
halt. 

Then there’s a law about seats 
The California law requires that 
every worker must have a place tp 
sit, that each passenger have a 
least 18 inches and a back rest and 
that the surface be free of splinter 
or roughness. 

You don’t get laws passed with 
arguments. And you don’t get them 
passed unless the absence of a law 
has been, pretty harmful. 

We got excited when we read 
about Germany moving whole 
populations in boxcars where no- 
body could even sit down, let alone 
lie down. But it takes a law— 
Steinbeck novel and quite a few 
years—to make sure that our own 
essential workers were reasonably 
safe and comfortable. 

Many states have argued that 
local laws would be ineffective 
without interstate regulations, What 
could a state do about non-stop 
trips from Texas to Michigan ... 
frequently reported? And to turn 
back out-of-state trucks at the 
border, when crops were spoiling 
for want of harvesters, seemed too 


much to ask. 
> > 


Congress Helps Out 


UT now the states have been 

given the green light. Congress 
has just amended the Interstate 
Commerce Act to cover such car 
riers, and the President’s Commis- 
sion on Migratory Labor has drawn 
up a set of regulations governing 
farm labor traffic crossing state 
lines. 

Let’s hope more states will now 
come up with laws fitting their 
local situations. It’s just plain 
good business. You know and I 
know that you can get a lot more 
work and a lot better work out 
of a man who isn’t tired and 
pretty unhappy when he arrives 
on the job. 

P. S. From the automotive im 
dustry’s standpoint—and the public's 
—it’s one more step toward taking 
the automobile out of the top killer 
class—toward putting a lot of out- 
moded, defective vehicles where 
they belong . . . on the junk heap. 

It’s high time we cracked down 
on the gangster element in the 
farm labor transport business. 


Virginia Eases 
Restrictions 


In Auto Checks 


RICHMOND, Va.—Three changes 
in auto-inspection procedures for 
the period starting Oct. 1 have been 
announced by the State. They are: 

1. Inspections no longer will be 
prohibited in rainy weather. 

2. Recipients of rejection stickers 
will be permitted to drive at their 
own risk until the end of the im 
spection period. 

3. A half-inch of cloudiness will 
be permitted along either side of 
the center strip of divided wind 
shields. 

“The rejection sticker points out 
to motorists the defects in their 
vehicles,” said State Police Supt 
C. W. Woodson jr. “We feel 
the individual driver must take 
upon himself the responsibility of 
determining the potential dangers 
of these defects to his driving. He 
is in no way relieved of this re 
sponsibility by law.” 


Chicago Couple Charges 
Dealer with Overcharge 


CHICAGO.—A $13,000 suit has 
been filed against a used-car firm 
by a Chicago couple who accused 
the firm of overcharging them. 

In the suit, the couple alleged 
that they were eharged $2,400 by 
Tim Kelly, Inc., for a 1956 automo 
bile which they were told 
cost $1,000. The firm also is charged 
with failing to keep a promise 
permit the purchasers to obtail 
their own financing. 
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By Leo T. Parker 
Attorney at Law 


1 court decisions about which 
gutomobile dealers should know to 
be prepared to avoid expensive 
jitigation and win unavoidable law 
suits, Actually 
there are rela- 
tively few legal 
problems which 
the average dealer 
cannot solve if he 
reads the cause 
and outcome of 
law suits involv- 
ing other automo- 
bile dealers 
published in these 
pages. 

L. T. Parker A few weeks 
ago a higher court held that if an 
gutomobile dealer or a finance com- 
pany sells a repossessed mortgaged 
automobile for less than its fair 
yalue, the mortgagor may obtain a 
judgment. This is an Ohio case. 

For illustration, in Lutz v. Mid- 
land Discount Corp., 139 N. E. (2d) 
6@, the testimony showed facts, as 
follows: One Lutz purchased an 
automobile, and signed a chattel 
mortgage which gave the automo- 
bile dealer the right to repossess 
and sell the automobile if Lutz 
failed to make the agreed monthly 
payments. 

Lutz defaulted in his payments 
and Midland Discount Corp. re- 

the automobile. Without 
notifying Lutz the corporation 
sold it at public auction for $100 
leaving a balance payable by Lutz 
of $371.04. 

Lutz filed suit against Midland 
Discount Corp. claiming that Mid- 
land Discount Corp. failed to use 
due diligence to obtain a fair price 
for the automobile, and that al- 
though the automobile was worth 
$750, it was sold for $100. Lutz 
asked the court to award him $650 
damages. 

The lower court awarded Lutz 
$130 damages and he appealed to 
the higher court claiming that this 
judgment was too low. However, 
the higher court practically ap- 
proved this verdict. 


> . > 


Buyers’ Tradein Is Stolen 


THE past, the higher courts in 
different localities generally have 
held that unless negligence is 
proven neither the operator of @ 
garage nor a user of an automobile 
is liable for theft of the automobile. 


Last month a higher court varied 
this usual law and held that if an 
automobile owner or user hides the 
ignition keys in the automobile, this 
is negligence which makes him re- 
sponsible for theft of the car. 

For illustration, in Central Mutual 
Insurance Co. v. Whetstone, 81 N. 
W. (2d) 849, the testimony showed 
facts, as follows: Anderson Motor 
Co. sold an automobile to one Whet- 
stone. Since the new mode] was not 
immediately available, the motor 


Louisville Firm 
Buys 40 Cabs 
From Checker 


LOUISVILLE. — Thirty-six of 40 
cabs purchased from Checker Cab 
Mfg. Co., Kalamazoo, Mich., have 
been placed in service by Louisville 
mance & Transfer Co. (Yellow 

x 


Tom A. Ballatine, company presi- 
dent, said he expects operation of 
the new cabs to be more econom- 
ical. He said the cabs probably will 
travel 250,000 to 300,000 miles in 
contrast to the 125,000-mile aver- 
aged by passenger cars which the 
firm has used for many years. 

William A. Stewart, superintend- 
ent, said the new cabs have a 
shorter turning radius, 37 feet, com- 
pared with 40 feet for Ford, 41 for 
Chevrolet and 42 for Plymouth. 

He said the new vehicles also 
have more leg room and ride easier 

use the front wheels are far- 
ther forward and the rear wheels 
er back. 

Checker Cab will deliver the 
Sther vehicles later this month, 
Ballatine said. 





Lawsuits Affecting Dealers... 
Court Decisions 


company allowed Whetstone to use 
the Plymouth tradein until the new 


RE are many new higher-| car was delivered. 


Whetstone continued to use the 
vehicle in the usual manner. Four 
days later the vehicle was stolen 
from one of the parking lots by 
two teen-age boys who discovered 
the car unlocked and found the 
key in the glove compartment. 
The vehicle was wrecked by the 
boys shortly afterwards. 

In subsequent litigation, the 
higher court held Whetstone liable 
for the loss, and said: 

“While there undoubtedly may be 
many situations where the evidence 
shows that the bailee (Whetstone) 
exercised due care as a matter of 
law, we are of the opinion that the 
instant case is not one of them. 
Thieves might well be expected to 
search the glove compartment look- 
ing for keys or valuables, or in 
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their search for valuables dis- 
cover the ‘hidden’ keys.” 


* * * 


Blast Injures Prospect 


A FEW weeks ago a higher court 
rendered a decision unusually 
important to all automobile dealers. 

This court held that if any part 
of the premises of an automobile 
dealership is dangerous, the auto- 
mobile dealer must warn prospec- 
tive purchasers of automobiles of 
the dangers, or keep them away 
from the dangers. 

For illustration, in Vitt v. Mc- 
Cowell Motors, 308 Pac, (2d) 115, it 
was shown that one Vitt was a 
prospective purchaser of an auto- 
mobile. He went into the garage of 
McDowell Motors to inspect a new 
car in view of purchasing it. 


Suddenly gasoline used to wash 
automobile parts exploded and 
Vitt was seriously burned. 

In subsequent litigation the 
higher court indicated that Mc- 
Dowell Motors is liable to Vitt for 
Several thousand dollars damages, 
and said that, as the garage prem- 
ises were dangerous, the officials 
of McDowell Motors should have 
warned Vitt, or kept him out of the 
garage. 





Chevrolet Cited for Ad Awards— 


Chevrolet has won three awards for direct-mail campaigns in a national advertising 
contest sponsored by the Direct Mail Advertising Assn, The firm received top awards 
for its campaigns on 1957 cars and trucks and publication of its magazine, Friends. 
At the award ceremony in Washington are, from left, Colin Campbell, vice-president 
of Campbell-Ewald advertising agency and Chevrolet account executive; Paul John, 
Campbell-Ewald direct mail coordinator; A. T. Olson, Chevrolet assistant national 
truck manager; Richard Messner, DMAA contest chairman; H. N. Duda, Campbell- 
Ewald, assistant account executive, Chevrolet trucks; Jack Izard, Chevrolet assistant 
advertising manager, representing Friends; E. D. Mitchell, Chevrolet assistant national 
sales promotion manager, and M. J. Sandling, sales promotion department, Campbell- 
Ewald. 





How to add +1040 








One simple fact will put at least $1,040 
extra profit into the pockets of many men 
in your business this year. That fact is: 
Every fourth car on the road needs a car 


radio. 


This means one out of every four of your 
customers is a good car radio prospect. And 


you can close 


most car radio sales in less 


than five minutes— just by telling prospects 
these two things: 
They can own a Motorola® Car Radio 
for as little as $39.95. 
There’s a Motorola Car Radio custom- 
designed to fit like it came with their car. 


And even if you sell only one Motorola Car 
Radio a week, your yearly profit will 
amount to at least $1,040! 


to your profit 
this year 


Transistor-powered '57 Motorola Car 
Radios give you selling advantages like 
these: Transistors (1) have extra long life, 
(2) replace 16 parts that cause 75% of the 
trouble in other car radios, (3) cut battery 
drain by 50% or more, and (4) end ail 
mechanical noise and vibration. 


Priced to move fast. Motorola Car Radios 
retail at prices your customers are ready to 
pay—as low as $39.95, with a big profit 
margin for you. 

No installation problems. You can do it 
yourself for extra profit or your Motorola 
installation depot will do it for you. 

Why miss out on this easy, plus-profit 
opportunity any longer? Just mail this 
coupon today for all the facts. No obliga- 
tion, of course. 






Sales higher than ever. Car radio sales 
increased by 25% last year. And this year 
—with the most revolutionary improve- 
ment in 27 years— Motorola Car Radios 
are selling faster than ever. 


AA MOTOROLA 


World's Largest Exclusive Electronics Manufacturer 
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Motorola, Inc., Dept. AN-10 

4545 W. Augusta Bivd. 

Chicago 51, Hlinois 

Attn: Car Radio Department 

Please give me all facts about the plus-profit 
Motorola Car Radio business. Thank you. 
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Bulletin Board .. . 


Lacquer Repairs 
A folder detailing three-point 
system for repair of new acrylic 
automotive lacquers—four pages, 
free. Ditzler Color Division, Pitts- 
burgh Plate Glass Co., 8000 W. Chi- 
cago Ave., Detroit 4, Mich. 
* . * 


Air Compressors 

A data book and catalog on all 
types of air compressors from 1/3 
horsepower to 20 horsepower — 32 
pages, free. Dept. SC, Wayne Pump 
Co., Petroleum Equipment Division, 
Salisbury, Md. 
* 


Fuel Slide Chart 


Slide chart compares fuel costs 
of diesel and gasoline engines— 
free. Cummins Engine Co., 1000 
Fifth St., Columbus, Ind. 

> > a 


Welding Practices 


“Recommended Practice for Re- 
pair Welding and Fabrication 





porating developments in welding 
procedure since 1951 and listing 
mild steel and low alloy electrodes 
—50 cents a copy. Steel Founders’ 
Society of America, 606 Terminal 
Tower Building, Cleveland 13, O. 

= * > 


Expansion Valves 


Six new bulletins offering techni- 
cal information on the full line of 
A-P thermostatic expansion valves 
—free. Controls Co, of America, 
2450 N. Thirty-second St., Milwau- 
kee, Wis. . 

= > > 
Tips on Fire Safety 

“This’ll Burn You Up,” tips on 
fire safety. Sample copy and infor- 
mation on quantity prices available 
from National Safety Council, 425 
N. Michigan Ave. Chicago 11, Il. 

* > 7 


Extruded Nylon 


A folder incorporating samples of 
extruded Plaskon nylon, for en- 


Welding of Steel Castings,” incor-| gineers and designers in the auto- 


motive field—free. Barrett Division, 
Allied Chemical & Dye Corp., 40 
Rector St., New York 6, N. Y. 

+ 


Special Cleaning Problems 

A brochure, “Special Cleaning 
Problems Solved,” dealing with 
uses of airless blast, air blast and 
wet blast cleaning, No. 105-D—34 
pages, free. Wheelabrator Corp., 451 
S. Byrkit, Mishawaka, Ind. 

* * 


Bendix Catalog 


Revised Bendix Stromberg mer- 
chandising catalog, Form No, 10- 
500B — free, Merchandising Mana- 
ger, Service Sales Department, 
Bendix Products Division, 401 Ben- 
dix Drive, South Bend 20, Ind. 

> * * 


Miniature Bearings 
Catalog outlining the type and 
functions of miniature precision 
ball bearings — 24 pages, free. 
Miniature Precision Bearings, Inc., 
18 Precision Park, Keene, N. H. 
: + o 


Outdoor Fork Trucks 


Brochure on specifications and 
operating characteristics of the 
Clarklift Y350 and Y400, outdoor 
fork trucks — six pages, free. In- 
dustrial Truck Division, Clark 
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Equipment Co., 1921 Escote S&t., 
Battle Creek 80, Mich. 
7 > * 
Parts Catalog 
Fall and winter wholesale catalog 
of automotive parts and accessories 
—228 pages, free to dealers only. 
Warshawsky & Co., 1900-RR S. 
State St., Chicago 16, Ill. 
> * = 


‘Micro-Velvet’ Balls 
A bulletin, No. 101, describing 


Whether you own one truck or four 


I Se 


Laa@ata- 





a score of trucks or more 








you cant buy a truck tire that costs less 


per mile than FIrestone 


OPERATOR RECORDS PROVE 





BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice of Firestone 
on ABC television every 
Monday evening at 9:00 E.S.T. 


Firestone Tubeless Truck Tires give extra mileage on original treads, take 


extra retreads, reduce road delays, cut maintenance costs to a minimum. 


Copyright 1957, The Firestone Tire & Rubber Company 





HEAVY-DUTY TRANSPORT SUPER TRANSPORT TRANSPORT® SUPER ALL TRACTION SUPER MILEAGE LUG RIB EXCAVATOR 


ROCK GRIP EXCAVATOR@® ALL TRACTION® 


i 

“Micro-Velvet” balls, including 
lapped, high-carbon chrome balis—_ 
eight pages, free. Hoover Ball ang 
Bearing Co., Lennox at Hoover 
Ann Arbor, Mich. 7 
* * 


+ 


‘Search for Hidden Dir 

Folder titled, “The Search fo, 
Hidden Dirt,” describes the fune. 
tion of the electron microscope tp 
examine the dispersion of contami. 


=| nation particles in motor oils—tfree, 


Valvoline Oil Co., 639 Third Aye 
Freedom, Pa. 7 
. 


* * 


57 Chemical Processes 


Description of 57 chemical proc. 
esses used in metal-working plants 
—16 pages, free. Turco Products, 
Inc., 6135 S. Central Ave., Log 
Angeles 1, Calif. 

+* 


” * 


1,687 Reasons 
“1,687 Reasons Why You and 
Your Company Should Support the 
American Standards Assn.”—2 
pages, free. American Standards 
Assn., 70 E. Forty-fifth St. New 
York 17, N. Y. 
+ + + 
Radiographic Materials 
A pamphlet describing and illus. 
trating the Kodak line of industria] 
radiographic materials—free. xX. 
Ray Sales Division, Eastman Ko- 
~ _ 343 State St. Rochester 


= = > 
Space Utilization 
“A New Standard for Space 
Utilization” brochure describes way 
to eliminate wasteful aisle space— 
free. Mobile Storage Division, Dolin 
Metal Products, Inc., 315 Lexing- 
ton Ave., Brooklyn 16, N. Y. 
> as > 


Use of Asbestos Papers 


A brochure (EL-92A) on use of 
asbestos papers to protect against 
fire, heat and corrosion—free. 
Johns-Manville Sales Corp., 22 E. 
Fortieth St. New York, N. Y. 

an as = 


Human Dimensions 


Dimensions of human figures—3 
pages, 48 charts, $1. Cleveland De- 
signers & Consultants, Inc., PO Box 
3989, Shaker Square Station, Cleve- 
land 20, O. 


> * * 


Machine Tools 
“Light-heavyweight” machine 
tool catalog—48 pages, free. Dept. 
1000, Walker-Turner Division, Rock- 
well Mfg. Co. 400 N. Lexington 
Ave., Pittsburgh 8 Pa. 
* = > 


Gravity Conveyor 


Rapistan two-inch diameter Rapid 
Roller gravity conveyor. Four pages, 
free. Bulletin RR-57, Rapids Stand- 
ard Co., Inc., 342 Rapistan Building, 
Grand Rapids 2, Mich. 

+ > > 


Flexible Shafts 


“Basic information and Data on 
Flexible Shafts”—14 pages, free 
Bulletin 5601, S. S. White Industrial 
division, 10 E. Fortieth St., New 
York 16, N. Y. 

= 


Screw-Machine Costs 


How to cut costs on screw-ma- 
chine products — 12-page brochure, 
free. J. J. Tourek Mfg. Co. 1901 
S. Kilbourn Ave., Chicago 23, IIL 

. + * 


Petroleum Sulfonates 


A booklet describing the origin 
and manufacture of petroleum sul- 
fonates—12 pages, free. L. Sonne 
born Sons, Inc., 300 Fourth Ave, 


New York 10, N. Y. 
o * + 


Machinery Replacement 
An Army research report, “On 
the Theory of Replacement of Ma- 
chinery with Random Failure Time” 
—25 pages, 75 cents. Office of 
Technical Services, U. S, Depart- 
ment of Commerce, Washington 2. 
+ * * 


Electrode Guide 
Electrode pocket guide ADC 6506 
—70 pages, free. Air Reduction 
Sales Co., Air Reduction Co., Inc, 
150 E. 42nd St., New York 17, N.Y. 


+ 7 * 
Filing System 
Folder KD-815 describing Kard- 
Up, new filing system—six pages, 
free. Remington Rand Division of 
Sperry Rand Corp. 315 Fourth 
Ave., New York 10, N. Y. 
* = * 


Truck Tires 
Catalog C-414 on truck tires—té 
pages, free. Lee Rubber & Tire 
Corp., Conshohocken, Pa. 
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USSELDORF, Germany. — An 
D auto manufacturer here is using 
g line of automated transfer ma- 
chines built by Habersang and 
Yinzen. The unit operates on cylin- 
der heads and takes only 48 seconds 
for all operations along the line. 

All cutting-tool operations use 
dectric power, while hydraulic 
power is used to move the pieces 
from station to station. The unit 
is controlled by electro-magnetic 
switches. 

The machines handle all drilling, 
reaming, boring and inspection 
functions. The automation unit is 
priced at about $350,000, and the 
manufacturer is ready to discuss 
representation in Detroit. 


+ * > 


Fuel-Injection System 


a and Robert 
Bosch have developed an in- 
take-manifold, intermittent fuel- 
injection system which reportedly 
will be used on at least one Stude- 
paker-Packard car. 

The injector pump is based on 
the diesel pump made by Daimler 
and Bosch. In addition to the in- 
jection apparatus, it includes all the 
appliances necessary for the in- 
jection amount determination. 

First, there is the “starting” 
automatic which enriches the 
injection amount for cold starts. 


The injection amounts are based 
on the engine load, as figured out 





Janus Power Plant 
Located Between 
Front, Rear Axles 


NEW YORK. — Janus, newest 
German-built four-passenger im- 
port, features a small one-cylinder, 
two-stroke engine that develops 16 
horsepower and attains a top 
speed of 60 miles an hour. It covers 
55 miles per gallon. 

Unlike most conventional cars, 
the Janus has its power plant mid- 
way between the front and rear 
axles, distributing the weight even- 
ly to all four wheels, 

The front seat is conventional, 
but the rear faces toward the back. 

The Janus has four forward 
speeds and a reverse, hydraulic 
four-wheel brakes, independent 
four-wheel suspension, torsion bars 
and hydraulic shock absorbers ad- 
justable for varying loads. The en- 
gine and differential are rubber 
suspended. 

The Janus is manufactured by 
the Zundapp motorcycle factory in 
Nurnberg. 


Edsel Dealer Gets 
Lincoln Franchise 


LOS ANGELES. — Earle C. 
Anthony, Inc. (Edsel), has been 
awarded a Lincoln sales agree- 
ment. This will be one of the few 
Lincoln-Edsel dealerships in the 
U.S., according to Ford Motor Co. 

George Wagner, Anthony vice- 
President, said George Pellerin, a 
veteran of 30 years with Anthony, 
will be Lincoln sales manager. 

Anthony became an automobile 
dealer in 1904. His name was 
synonymous with Packard in Cali- 
fornia for 51 years. He is a charter 
Member of the Los Angeles Motor 
Car Dealers Assn. and NADA. 





‘Lucky Folders’ a Part 


Of Oil Progress Week 


NEW YORK. — Service station 
operators in some 40 communities 
are participating in the “Lucky 
Folder” programs that are a part 
of Oil Progress Week which 
Closes Saturday (Oct. 19). 

They will distribute two mil- 
lion folders containing a message 
from the oil industry and a num- 

or some other form of iden- 
tification. Prizes ranging from 
television sets to vacation trips 
will be awarded to the holders of 
the winning folders. 


Correspondent George L. Glaser Writes . . . 
Auto Letter from Europe 


by the intake vacuum near the air 
throttle over a diaphragm regulator 
like the one on the distributor. 

The motor temperature feeler, 
operated by a thermostat, increases 
or decreases the injection amounts 
in accordance with collant tempera- 
ture. The injection amounts also 
are influenced by the outside air 
pressure and air temperature as 
measured in air-filled cans. 

There also is a “stop” automatic. 
When the ignition is turned off, an 
electro-magnetic switch pushes a 
valve into the idling channel near 
the throttle and closes it. 

a on * 


Renault for ’58 
ENAULT of France has an- 
nounced improvements in its 
1958 models. The 4-CV has new 
wheels suitable for tubeless tires 
and better shock absorbers, while 
the popular Dauphine has foam 
rubber seatbacks and wider brake 

and clutch pedals. 
A Dauphine-Gordini model also 
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will be available, Gordini is France’s 
foremost builder of race cars. 

Renault now is building 300 4-CVs 
and 900 Dauphines a day plus 50 
Fregates, the firm’s largest model. 

The Fregate is available with 
a “Transfluide” transmission 
which is the next thing to auto- 
matic drive. It is a three-speed 
unit which uses a hydraulic 
torque converter with one stator. 
The clutch operates automatically 
when the shift lever is touched. 

The shift lever can be moved 
along six positions—three driving 
ranges plus neutral, reverse and 
park, The torque converter utilizes 
the engine oil and the engine’s oil 
pump. 

In the race for clutchless and 
shiftless driving, Renault now ap- 
pears to be in front among the 
European makers. This unit is 
somewhat similar to the bus trans- 
mission which Renault has been 


Transfluide is priced at about $220.'an intake-manifold, intermittent-injection unit. 
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~ Aniass- Vergroferte 
Schalter Einspritzmenge 

+ beim Anlassen,wenn 
Kuhtwassertemperatur 
unter 40°C 


z. Aniasser 


| Einspritzmenge 
abhangig von 
Motorbelastung 


| 
ee 
Bei Kihiwasser - 
temperatur unter 

50°C mehr Luft 

u. dazugehorige 

| Einspritzmenge 





| Einspritzmenge in 


Aufientuftzustand 
| (Druck u. Temperatur) 
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Daimler-Benz and Robert Bosch of Germany have developed this fuel injection 
using in Bordeaux for three years. system which reportedly will be used in at least one Studebaker-Packard car. It is 


The PERFECTION STEEL BODY Co. 














L-M Dealers Meet Factory Officials— 


First Dealer Management Conference since the organization of the new Lincoln 
and Mercury division was announced, brought these dealers and top officials to 
Dearborn for a two-week session. All phases of dealership management were dis- 
cussed with officials of the new division. From left are M. G. Orlovich, Sales 
Personnel Development Manager for the division; Nicholas G. Michael, Dayton, O.; 
Walter D. Parsons, Belvidere, N. J.; A. R. McManvels, Ocala, Fia.; Bill Erskine, 
Midland, Tex.; V. A. McMillen, Greeley, Colo.; James F. Leathers, Brookville, Pa.; 
William E, Madden jr., Harrisburg, Pa.; Merle Alvey, Detroit; rear, George Grzesczk, 
Springfield, Mass.; A. C. Ellingson, Minneapolis; Marion F. French, Springfield, Ill.; 
K. A. Childs, Kingsville, Tex.; Chet Weatherly, Indianapolis; C. J. Wilson, Casa 
Grande, Ariz., and Grant Turner, Ottawa, Ont. 
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News to Note... 





Auto World in Brief 


TORONTO.—Aladdin Rent-A-Car 
System, international car rental sys- 
tem, announced it has awarded its 
first Canadian franchise to Ains- 
worth Drive-ur-Self System, Ltd., 
Toronto. 

Aladdin President Richard Was- 
kin said the appointment of Ains- 
worth is the first step in an ex- 
pansion campaign in Canada, At 
present Aladdin is represented in 
40 cities throughout the U. S., 
England and the Hawaiian Islands. 

aa +. * 


Universal Truck Loses 


Court Fight on Bids 

NIAGARA FALLS, N. Y.—State 
Supreme Court Justice John S. 
Marsh dismissed a motion by 
Universal Truck Equipment 
Corp., Buffalo, which claimed it 
was the low but unsuccessful bid- 
der on eight garbage truck bodies 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





purchased by the City of Niagara 
Falls. 

The City claimed that a letter 
accompanying the Buffalo Spring 
Co. bid gave authorization to de- 
duct $50 for each truck for cer- 
tain equipment not included in 
the specifications, Judge Marsh 
held that the accompanying letter 
was part of the contract and dis- 
missed the case. 

+ aa * 


Washington Mishaps Rise; 
Insurance Hike Sought 
OLYMPIA, Wash.—A rise in auto 
accidents and increasing repair 
costs are reasons auto insurance 
rates must be boosted, said William 
A. Sullivan, Washington insurance 
commissioner, Insurance companies 
operating in the state will seek rate 
increases to offset mounting losses. 
Recent reports show that 80 per- 


® Always change the valve 
when mounting new 


tubeless tires 













Every time you install a new tubeless tire, be sure to install a 
new Schrader valve, too. Protect your customers’ driving safety 
and the reputation of your tire’s brand name with a new Schrader 
valve. Make this simple service a profitable “must.” For full, 
built-in mileage over the entire life of a tire, the valve should 

be as new as the tire. 


Tubeless business—changeover, repair, replacement—is growing 
every day. Be ready with complete Schrader service. 


A. SCHRADER’S SON * Division of Scovill Manufacturing Co., Inc. 
BROOKLYN 38, NEW YORK 


a 
cent of the companies lost mon 
on auto insurance last year. Rates 
were increased last Jan. 16. 

* * * 


Parker Adds 2 Outlets 


CLEVELAND.—Whitehead Meta 
Products Co. branches in Buffajy 
and Syracuse have been named dig. 
tributors of Hoze-lok fittings ang 
hose, according to D. A. Cameron, 
general sales manager of Parker 
Appliance Co., Cleveland. 


Olin Mathieson Appoints 


Nelson Transportation Chie} 


NEW YORK.—L. P. Nelson hag 
been appointed director of trang. 
portation for Olin Mathieson Chem. 
ical Corp. 

Nelson formerly was acting map. 
ager of transportation for the cop. 
poration and director of traffic for 
its Blockson Chemical division jp 
Joliet, Ill. He succeeds D. G. Ward, 
who resigned recently as assistant 
vice-president for purchasing and 
transportation. 

* * * 
Vibration-Free Tire 


Developed by Firestone 


AKRON.—A vibration - free road 
grader tire has been developed by 
Firestone Tire & Rubber Co. for 
roadbuilding work, according to E 
B. Hathaway, trade sales vice-presi. 
dent. 

The tire eliminates wave motion 
which makes precision grading dif. 
ficult, said Hathaway. The “Road. 
builder” has a wider, flatter tread 
and rugged traction bars to give 
positive gripping action on all types 
of surfaces, he said. 

4 = > 


New Rust Master Team 


Introduces New Product 


CAMBRIDGE, Mass.—A new 
team is calling the plays for Rust 
Master Chemical Corp., with a new 
product—a gas-tank antifreeze and 
fuel-line conditioner — kicking off 
an expanded sales program. 

New executives of the firm are 
Zac G. Drake, president, and D. 
Gregory Grogan, treasurer, both 
associated for many years with 
Permatex Co., Inc., Sheepshead 
Bay, N. Y. 


* > 


Powell Muffler Opens 


New Chicago Building 


CHICAGO.—Powell Muffler Co., 
Inc., has announced the opening 
of its new executive offices and 
warehouse at 4235 W. Forty- 
second Place. 

The new building is constructed 
on one floor and has been 
equipped with the automatic 
materials handling devices. 

> > > 


Rubber Consumption Up 


After Vacation Decline 


NEW YORK.—New rubber con- 
sumption in the U. S. in August 
climbed to 123,221 long tons, up 
from the 109,660 tons consumed in 
July when industry activity was 
slowed by vacations, the Rubber 
Manufacturers Assn. reported. 

Synthetic rubber made up 78,43 
tons of the August total while na- 
tural rubber amounted to 44,7% 
tons. In July, the synthetic total 
was 69,977 tons and the natural 
total was 39,683 tons. 


* * > 


New York Firm to Handle 


Progress Motor Scooter 


NEW YORK. — Berliner Motor 
Corp. has been appointed national 
distributor for the Progress motor 
scooter. 

The scooter is powered by a 12 
horsepower Sachs engine and has 
a top speed of 70 miles an hour. On 
test rides, it reportedly has aver- 
aged from 92 to 107 miles per gal- 


lon of gasoline. 
. - . 


Wilt Takes New Duties 
WARREN, O.—Jack Wilt, vice- 
president of Wilt Pontiac, Inc., has 
been named general manager, suc- 
ceeding James Grady. Grady went 
to Newark, O., to establish Grady 
Pontiac Co. 


* * > 


Ford Booklet Outlines 
Purchasing Policies, Aims 
DETROIT. — Ford Motor Co.’s 
purchasing policies and ebjectives 
in supplier relations are detailed 
by a new booklet being distrib- 
ted to 14,000 firms doing a muiti- 
billion-dollar business with Ford. 
E. G. Ward, purchasing vice- 


(Continued on Page 39, Col. 1) 
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ident, stated the main objec- 
tive of the publication in a fore- 
word: “... to assist you in dealing 
with Ford to the end that the 
resulting progressive partnership 
will be profitable to you, to Ford, 
and to its customers.” 


Caveman Motors Elects 
GRANTS PASS, Ore.—Caveman 
Motors Co. (Nash-Rambler) has 
elected C. O. Wheelock as presi- 
dent and Kay Wood, vice-president. 
* * * 


German Engine Plant 


Purchased by Rockwell 
PITTSBURGH.—Rockwell Mfg. 

Co. has acquired [lo-Werke, G. 

m. b. H., a West German manu- 

facturer of two-cycle, air-cooled 

diesel and gasoline engines, Wil- 

lard F. Rockwell jr., president, 

ced. 


announ 

Rockwell made the announce- 
ment on his return from a 10-day 
trip to West Germany to review 
his company’s sales program in 
that country and to discuss with 
llo-Werke officials how the new 
company wilLfit in with Rockwell 
operations. Dlo-Werke is Rock- 
well’s first wholly owned manu- 
facturing subsidiary in Europe, 
and the purchase represents an 
initial investment in excess of $2 
million, he eald. —_ 


Historical Auto Society 
Is Organized in Spokane 

SPOKANE.—The Historical Auto 
Society has been formed in Spo- 
kane, “dedicated to the preserva- 
tion of motor vehicles of ancient 
age.” 

Ervin L. Sly, society president, 
said the only requisite to member- 
ship is “an active interest in old 
cars.” He has two of them—a 1921 
Dodge coupe and a 1922 Dodge 
coupe. 


> > > 


Hartley in New Position 
BALTIMORE. — Jack Hartley, 
who served as assistant general 
manager of the General Motors 
factory branch in New York City 
for 12 years, has been named 
general manager of General Pon- 
tiac Corp. here. 

> 


AMA Appoints Clynick 
To Central Zone Post 


DETROIT. — The Automobile 
Manufacturers Assn. has appointed 
Charles A. Clynick as central zone 
representative of the field services 
department. 

Clynick had been associated with 
American Motors as a sales en- 
gineer for 14 years before joining 
the AMA staff. 

> 


. > 
Scruggs Appointed 
SAN ANTONIO.—Dan A. Scruggs 
has been appointed service manager 
for P. R. Mitchell Chrysler Co. 


Container Stapling Turns 
Ground for New Factory 


HERRIN, Ill. — Container Sta- 
pling Corp. has broken ground for 
@ new factory building which will 
be completed early in 1958. This 
addition of 20,000 square feet will 
increase the present production 
area and provide more general 
Sales office space. 

The structure will be built of 
Stransteel, air conditioned, with 
Sprinklers throughout and green 


fibreglass windows. 
” ” a 


DeVlieg Begins Plant 

ROYAL OAK, Mich. — DeVlieg 
Machine Co. has begun construc- 
tion of a 130,000-square-foot plant 
On a 27-acre tract here. The new 
facility will house the company’s 
Jigmil operation and completion is 
expected by June 1. DeVlieg’s Mi- 
crobore division already is located 
at the new site. 
= * = 


DeVilbiss to Manufacture 
Its Lines in Brazil 
TOLEDO.—Purchase of facilities 


for the manufacture and distribu- 
tion of DeVilbiss spray painting 


and finishing equipment in Sao 
Paulo, Brazil, was announced by 
Howard P. DeVilbiss, president of 
DeVilbiss Co. 

A controlling interest in Mat- 
rix, S. A., a tool and die manufac- 
turing firm in Sao Paulo, has been 
obtained by DeVilbiss, he said. 
DeVilbiss said his firm intends to 
start production of spray guns, 
transformers, pressure feed tanks 
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in 1956, according to C, R, Speers, 
senior vice-president, sales, Air- 
freight for the month totalled 7,- 
685,000 ton miles. 


* * * 


California Car Wash 


Acquires New Plant 

NORTH HOLLYWOOD, Calif.— 
California Car Wash Systems, Inc., 
has acquired a new plant at 7265 
Radford Ave. here. The plant has 
10,000 square feet of floor space and 
is located on a 25,000-square-foot 
site. 

The company makes automatic 


conveyor type car-wash equipment | | 
and the Cal/Car Bath mobile unit} 


which is suitable for service sta- 

tions, 

Dave Fisher is president. 
+. * o 


and other finishing equipment as Haviland Marks 25th Year 


soon as possible while maintaining 


the company’s present production of |As Muffler Manufacturer 


tools and dies. 
* * + 


AA Reports New Highs 

NEW YORK. — American Air- 
lines reported new highs for Au- 
gust passenger and cargo traffic. 
American carried some 725,000 


DEFIANCE, O.—Arnold Havi- 
land Co., an early manufacturer 
of replacement mufflers, cele- 
brates its 25th year of muffler 
production this fall. 

Arnold Haviland, owner and 
founder of the firm, began opera- 
tions making Model A Ford 


garages and parking lots. Hs 





ware, lamp-shade wire products, 
cigaret rollers and doing general 
light stamping. 


* * * 


McKay Receives Award 
For 25 Years of Service 


WICHITA, Kans.—R. D. McKay, 
president of R. D. McKay Motor 
Co., Inc, (Chrysler-Plymouth), and 
former NADA president, has been 
presented an award in recognition 
of more than 25 
years in business. 

The _ presenta- 
tion was made by 
Baily Mourning, 
division manager 
for Commercial 
Credit Corp. 

“Automobile 
dealers like R. D. 
McKay Motor Co., 
in their associa- 
tion with national 

R. D. McKay finance com- 
panies, have been a prime factor in 
giving average Americans the op- 
portunity to become automobile 
owners,” said Mourning. 

* +. > 


Clark Australia Formed 
BUCHANAN, Mich.— Clark 





39 


been formed to manufacture and 
distribute Clark materials handling 
and industrial trucks and “Michi- 
gan” construction machinery. The 
company, with a plant near Sydney, 
is owned jointly by Clark Equip- 
ment International, C. A., and Tutt 
Bryant, Clark distributor in Aus- 
tralia. 


* * * 
Chevrolet Ready to Start 


Work on Foundry in N. Y. 

DETROIT. — Chevrolet intends 
to break ground within the next 
month for an aluminum foundry 
near Massena, N. Y. 

Edward H. Kelley, general 
manufacturing manager, said 
manufacturing operations are 
scheduled to begin in the plant in 
June, 1959. It will provide alumi- 
num castings for engines and 
transmissions for Chevrolet cars 
and trucks. It will be Chevrolet’s 
sixth plant in New York state. 


+ = * 


New Bank to Open 
KLAMATH FALLS, Ore.—Joe 
Fisher, Portland auto dealer, an- 
nounced establishment of an in- 
dependent state bank at Klamath 
Falls early in 1958, Fisher will be 


Passengers, compared with 704,000 | bumper parts, furniture hard- | Equipment Australia, Pty. Ltd, has'a major stockholder and director. 





How much of your overhead does 
your service department pay for? 
Socony Mobil can help you increase 
that amount. Here’s how: 


Socony Mobil can help boost your 
service absorption in many important ways! 


car you sell. 


We can advise you how to set up 


and operate an efficient lubrication de- 
partment. Sometimes a simple change 
can speed up job turnover . . . increase 


volume. 


We’re ready to give you the benefit 
of years of merchandising experience 
... Suggest sales tips . . . give you vital 
retailing information that can change 
labor and parts sales figures from red 


to black. 


And, of course, there’s our lubrica- 
tion training program. We'll instruct 


@You get America’s top sellers ... 
Mobilgas, Mobiloil, Mobiloil Special! 


@ You get the help of experienced men 
to help you boost service absorption. 


e Yet get expert on-the-job training for 


your personnel. 


@ You get the benefit of merchandising 
and lubrication knowledge unsurpassed 
in the petroleum industry. 


Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


your men on the most up-to-date 
equipment ... 
lubrication techniques on the make of 


Here’s why it’s good business 
fo do business with Socony Mobil 


show them proper 


Mobil means 
business ... more 
business for you! 


















Technical Personnel 





R. J. Miller has been named chief 
engineering of Ford Motor Co.’s 
tractor and implement division. He 
will be responsible 
for all engineer- 
ing operations and 
will be in charge 
of the farm ma- 
chinery research 
and engineering 
center in Birming- 
ham, Mich. 

Since joining 
Ford in August, 
1953, Miller has 

7 served as man- 
R. J. Miller ager, general en- 
gineering and research department, 
tractor and Implement division. He 
formerly was chief engineer and 
assistant director of research for 
Bendix Aviation Corp. research 
laboratories. 


+. > = 
Allis-Chalmers Picks 3 
Allis-Chalmers has named three 
new sales representatives to its 





John M., Ballantyne, Detroit; Stan- 
ley L Blank, Boston, and Errol C. 
Raught jr., Syracuse. 

t > * 


Chevrolet Moves Feldt 


Frederick W. Feldt, general 
superintendent of production, sec- 
ona shift, at Chevrolet’s transmis- 
sion plant in Toledo, has been 
transferred as general superintend- 
ent of production to the firm’s 
Muncie (Ind.) transmission plant, 
it was announced by Edward H. 
Kelley, general manufacturing man- 
ager. F 

> a 


Shank, Rhodes and Kaiser 
Promoted by Dodge Mfg. 


Three new assignments have 
been announced by J. E. Otis jr., 
president of Dodge Mfg. Corp., 
Mishawaka (Ind.) manufacturer of 
power transmission equipment. 

Cari K. Shank has been promoted 
from general superintendent of 
manufacturing to works manager; 


Industries Group offices, They are | Edwin Rhodes has been appointed 
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purchasing agent, and Richard 
Kaiser, plant engineer, succeeding 
Paul Jordan, who has advanced to 
the new position of director of en- 
gineering. 

Shank has worked for Dodge 
since 1935; Rhodes since 1940, and 
Kaiser since 1955. 

+ * 


Vickers Elects Esch 


R. E. Esch, general manager of 
the International division of Vick- 
ers, Inc, since its formation early 
this year, has been elected a vice- 
president of the company. He was 
the company’s general sales mana- 
ger before taking over management 
of the new division. 

* * = 


Johnson, Lorenz Rise 
H. M. Johnson jr. has been ap- 
pointed product manager—rubber 
for Silicones division, Union Car- 
bide Corp., and J. Lorenz has 
been named assistant manager. 
= + = 


Chevrolet Transfers Feldt 


To Muncie Production Post 


Frederick W. Feldt has been 
named general superintendent of 
production of the Chevrolet trans- 
mission plant in Muncie, Ind. 

He had served formerly as gen- 





7 


\ 





eral superintendent of proéuction, 
second shift, at Chevrolet’s Toledo 
transmission plant. 

= * 


* 

Dodge Appoints Larson 
Machining Superintendent 

Raymond W. Larson has been 
promoted to general superintendent 
of machining operations at Dodge. 
He formerly was assistant general 
superintendent of 
machining. 

Larson entered 
the 
field as a washer 
and sander at 
Dodge in 1937. He 
was made an as- 
sistant general 
foreman in 1954, 
and became an 
assistant superin- 
tendent the fol- 
lowing year. He 
had been assistant general superin- 
tendent of machining since Decem- 
ber, 1955. 

= + * 


Ethyl Corp. Promotes 3 


In Detroit Laboratories 
The following staff assignments 
have been made in the Technical 
Service division of the Detroit 


You can’t get action out of an empty suit! 


A teenage boy listening to a corset commercial 
is an example of an “empty suit.’”” He can be 
counted as part of the listening audience, but he 
won’t have any effect on sales. 


Any radio station can offer you a large audience. 
But most advertisers who know their business 
will check that audience for “empty -suits.” 


WJR has saved advertisers a lot of trouble in 


Now—how about “empty suits’? Figures from 
the Bureau of Census and the Politz survey 
disclosed that in the age groups controlling 81% 
of the buying power, WJR has more listeners 
than the next six Detroit stations combined! 
These are the folks who buy the groceries, 
cars, appliances, or what-have-you in this rich 


market. And this group contains a minimum 


this respect. They had Alfred Politz, Inc. survey 


the Detroit-Great Lakes area to find out just 


exactly who listens 


Mr. Politz found that on an average day 41% 
of the adult listeners tune in WJR. There’s your 


large audience. 


to what, why and when. 


of “empty suits.” 


your product. 


The Great Voice of the Great Lakes 


WJ 


50,000 Watts 


Fe Detroit 


CBS Radio Network 


35 years of service 


Your nearest Henry I. Christal representative 
would welcome the opportunity to show you the 
many interesting details of the Politz survey— 
which prove how much more WJR can do for 


Increase your future buying 
with f .S. Savings bonds. 


automotive|Scotland Plant Manager 









lie 
Research Laboratories, Ethy; 
Co 


rp. 

T. J. Wilkinson has been nameg 
assistant supervisor of the pag. 
senger car and accessory s: ction; 
H. M, Smith has been appointeg 
engineer in the engineerin sery. 
ices section, and G. E. Sa: on hag 
been named to the newly create 
position of technical assistant to 
the director of technical service, 

* * * 








Cummins Names Every 








Paul J. Every has been appointeg 
managing director of Cumming 
Engine Co.’s plant in Scotland. He 
had been general sales manager 
at the company’s home pliant ip 
Columbus, Ind. 

Every succeeds D. J. Cumming 
who is returning to this country tp 
devote full time to his duties ag 
engineering vice-president. 

* * * 


4 Assistant Chief Engineers 
Appointed by Dana Corp. 

Dana Corp. has promoted four 
men to assistant chief engineer, 
The appointees and their divisions 
are: 

R. R. Furney, clutch division; M, 
M. Schall, hydraulic transmission 
division, and R. E. Fletcher and 
Carl Gustafson, mechanical trangs- 
mission division. 











¥ * * 
Chrysler Names Brierley 
Chief Research Engineer 


James S. Brierley has been named 
to the newly-created position of 
chief engineer in 
research planning, 
coordination and 
administration for 
Chrysler Corp, 

Brierley will be 
responsible for 
establishing re. 
search program 
objectives, prepar- 
ing technical re 
search plans, and 
coordinating pro- 
grams within the 





2. S. Brierley 
research organization and other 
areas in the engineering division 
He joined Chrysler in 1955. 

* > = 


Long Promotes Norton 
To Engineering Director 

Roy Norton has been named 
director of engineering of Long 
Mfg. division, 
Borg - Warner 
Corp. 

Norton, who 
previously was 
assistant director 
of engineering, 
joined the Detroit 
Gear division of 
Borg - Warner 
three years ago. 
It has since be- 
come a part of 
the Long division. Roy Norton 
Earlier he was employed by Bower 
Roller Bearing Co. Mack Trucks, 
Inc., and SKF Industries. 

+ - = 





anit 1 oa 


Spennetta Joins Case 
As Engineering Director 

P. H. Spennetta, former research 
and testing chief of Caterpillar 
Tractor Co., has joined J. I. Case 
Co. as director of engineering for 
the industrial division. 

He succeeds T. A. Haller, who 
has been named head of the new 
Case research and development 
center. 


a - * 
Chemists Honor Dr. Bloch 
Dr. Herman S. Bloch, deputy 
director of refining research for 
Universal Oil Products Co., has bee! 
selected to receive the 1957 Hono 
Scroll of the Chicago chapte 
American Institute of Chemists. 
* * * 


Apex Boosts Colwell 


Donald L. Colwell has been electe 
vice-president in charge of labo 
tories and research for Apex Smelt 
ing Co., Chicago. Colwell forme 
was director of laboratories fd 
Apex Smelting and has been 
sociated with the company for 
years. 
























+ * 


= 
Allis Names Halstead 


Robert L. Halsted has been named 
general manager of the industrial 
equipment division, Allis-Chalme 
Mfg. Co., succeeding P. F. Baue 
now managing director of Allis 
Chalmers International. Edward © 
Baxa becomes manager of the proe 
essing machinery department, su 
ceeding Halsted. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ‘56s added and '48s dropped in November, 1955. Prices of "57s added and ’49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
gsed cars sold at wholesale auc- 
tion last week dropped $35 to 
$307, according to Automotive 
News’ index. 

It was the sharpest setback re- 
corded on the index since the 
week of Jan. 7, when prices 
plunged $39. 

Losses amounted to $72 on ’56s, 
$72 on ’55s, $38 on ’54s, $38 on ’52s, 
$19 on ’57s, $19 on ’50s, $16 on ’53s 


and $3 on ’51s. 

New lows were established for 
all models except ’5is. The pre- 
vious low on ’55s and ’50s had 
stood since the index of June 10. 
The previous low on ’52s had 
been established July 8. Other 
lows were of more recent forma- 
tion. 


At a group of representative 
auctions last week, the average 
consignment was 194.6 units, of 
which 61.8 percent were sold. 
Comparable figures a week ear- 


| 
| 
| 


lier were 195.6 units and 63.2 per- 
cent. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

= * * 
CHICAGO 
(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct, 1.) 


(Our dual-selling system has proven 
successful, Sold 307 cars out of 493 con- 


signments.) 
BUICK — '57 RM Hardtop, $2,740* (ps); 
conv., $2,575° (ps). ‘56 Special 2-dr. 





Riviera, $1,850*, $1,540* (ps); 4-dr., 
790*; RM Riviera, $1,800* (ps); 
2-dr. Riviera, $1,785* (ps). 
2-dr. Riviera, $1,550* (ps); conv., $1,250* 
(ps); 4-dr., $1,155* (ps); Special 2-dr. 
Riviera, $1,375*, $1,205*; RM _ Riviera, 
$1,295* (ps). '54 Special 2-dr. Riviera, 
$975*; 4-dr., $815*, $775*; Super Rivi- 
era, $900*; conv., $625*. 53 Special 2-dr. 
Riviera, $775*; Super 2-dr. Riviera, 
$670*, $585*; RM Riviera, $650*. 
Special 4-dr., $395. °51 Special Riviera, 
$360*; Super Riviera, $205*. 

CADILLAC—’57 (62) conv., $4,105* (ps); 
coupe de Ville, $4,080*° (ps), $3,910* 
(ps). °56 (62) coupe, $3,020* (ps), $2,- 
850* (ps). "55 (62) 4-dr., $2,325* (ps), 
$2,010* (ps), "54 coupe de 
Ville, $2,095°*, "53 conv., 


$1,- 


$2,000° (ps). 
$2,005* (ps). 


Super 
’55 Super 


"52 
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$815*, °52 coupe de Ville, $680*, '51 4- 
dr., $675*; 2-dr., $410*; (60) 4-dr., 
$515*. 

CHEVROLET—’57 Bel Air (8) Hardtop, 


$2,120, $2,105*; 
980* ; ‘Two-ten (8) 4-dr., 
Air (8) Hardtop, $1, 585* (ps), 
$1,505* (ps); 4-dr., $1,575* (ps), $1,400*, 
$1,380* (ps); Two-ten (8) 4-dr., $1,365*; 
station wagon, $1,350; Two-ten (6) 2- 
dr., $1,245, $1,210, $1,075; 4-dr., $1,195. 
’55 Bel Air (8) Hardtop, $1,310* (ps), 
$1,285*; 4-dr., $1,170, $1,165; Bel Air 
(6) 4-dr., $1,050* (ps); Two-ten (6) 
Hardtop, $1,045; 4-dr. $870, $810*; Two- 
ten (8) 4-dr., $980* (ps); One-fifty (6) 
2-dr., $700. '54 Bel Air (6) coupe, $780*; 
2-dr., $680*; Two-ten 4-dr., $720*°. °53 
Two-ten station wagon, $800; Bel Air 
2-dr., $745*; 4-dr., $610* (ps), $585°, 
$460°, $450*, $455; club coupe, $545; 
conv., $520*, $460*, 52 4-dr., $385; 2-dr., 
$380*" $215. °51 2-dr., $305*. 

CHRYSLER — '56 Windsor conv., $1,810* 
(ps); 4-dr., $1,695* (ps). "55 NY Hard- 
top, $1,670* (ps), $1,480* (ps). 53 NY 
4-dr., $660*, $405*. '52 2-dr., $250*°; 
dr., $200. 

DeSOTO— 56 Firedome 4-dr., $1,475* (ps). 
’55 4-dr., $1,030* (ps). ’54 4-dr., $540*. 
'53 4-dr., $485°*. 

DODGE—’56 Royal Lancer coupe, $1,535*; 
Coronet. (8) 2-dr., $1,340*. '55 Custom 
Royal (8) 4-dr., $1,055*; Coronet 4-dr., 
$900, $870*. ’53 Coronet 4-dr., $240. 

EDSEL—’58 Ranger 4-dr., $2,765*; 2-dr., 
$2,700*. 

FORD—’57 Ranch Wagon 4-dr., $2,100*; 
Fairlane (8) 500 Victoria, $2,075*, $2,- 

4-dr., $1,- 


Bel Air (6) coupe, $1,- 
$1,845*, '56 Bel 
$1,525*, 


4- 


060*, $2,000* (ps), $1,900*; 
980* (ps); Country sedan, $1,770; Cus- 
tom (8) 2-dr., $1,710, $1,480%; Custom 
(6) station wagon, $1,695. °56 Fairlane 
(8) station wagon, $1,700*; Victoria, $1,- 
635*; 4-dr., $1,275*; Fairlane (6) 2-dr., 
$950. °55 Thunderbird, $1,575*; Fairlane 
(8) Victoria, $1,360*, $1,260°; station 
wagon, $1,050; 4-dr., $1,000*; Hardtop, 
$995; Custom (8) 4-dr., $790; 2-dr., $710. 
’54 Country sedan station wagon, $930; 
Crest Victoria, $805*; Custom 4-dr., 
$720*, $685; 2-dr., $585*; Main (6) 2- 
dr., $325. ‘53 Victoria, $655, $595°; 
Country sedan, $545, $500°; 4-dr., $470, 
$350; 2-dr.. $430, $345, "52 Custom (8) 


(Continued on Page 46, Col, 3) 
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ALABAMA 


CONNECTICUT 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 











COLORADO AUTO AUCTION 
UTTLETON, COLO. SOUTH 
ONLY 


Sale Every Monday—11:00 a.m. 
Francis R. Cassell—Carroll 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood ant Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
695 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 





every week. 


Put Your Auction In The Spotlight 


Thousands of leading car dealers . . . your best 


customers . . . . read AUTOMOTIVE NEWS 


An advertisement or listing of your auction in our 
“LEADING USED-CAR AUCTION DIRECTORY" 
will let them know who you are, where you are, 
and all the good things you have to offer. 


Frequency rates on request. 
Contact 


Automotive News 


2666 PENOBSCOT BLDG., DETROIT 26, MICH. 


(Space in “Leading Used-Car Auction Directory" reserved for 
recognized wholesale auto auctions only.) 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





INDIANA 
LEN POLLAK'S 


DYER AUTO AUCTION 


Inc. 
641 JOLIET ST. — DYER, IND. 
On Route 30, Just West of Route 4! 
Phone: Union 5-236! 


SALE EVERY FRIDAY 


The Only 
Featuring a Separate gg el & Sports 


Auction in the Midwest 


Car Auction on the Day 
$100,000.00 Check & Title Gucrantee 
Same Location for 10 Years with a 
600 Cor Capacity 





MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half am west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 
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MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





" 


JACKSON — Greater Jackson Auto 


Auction, Inc., Wilmington St., P. O. 


Box 8468, Wednesday, 12:30 P. M. | 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Avto Auction 
Albany 5, N. Y. 

Every Monday — !! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 








THRUWAY AUTO AUCTION, INC. 
Route 18 8 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Insured 


Checks and Titles (Wed.). 





GET RESULTS — ADVERTISE IN AUTOMOTIVE NEWS 





MICHIGAN 









Checks and titles guaranteed 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U.S. ROUTE 25) 
MELVINDALE, MICHIGAN ‘ 

























Phone Dunkirk 3-0150 


|} On U. S. Route 20A 


Buffalo, New York | 





Sale, Rt. 5. Ph. 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





CANADA 


GRAND OL’ AUCTION 
Ltd. 
Y% mile South of London, Ont. 
on Highway No, 2 





“We are nice to people.” 


EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 


SERVING SOUTHWESTERN ONTARIO 


Cheque and Lien Insurance 


Crossroads 
. . buyers 


new and used car 


- . + where they meet . 
and sellers... . 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 
You will reach both groups through 
an-ad in Automotive News. 
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Veteran Chevrolet Dealer Cited— 


On the day that Reuben Amundson, Willmar, Minn., completed 25 years as a 
Chevrolet dealer, surprises came thick and fast. First, a Chevrolet representative 
called on him to present a 25-yeor plaque, marking the occasion. Then all the 
employes of Amundson Chevrolet, Inc., brought a cake out of hiding and threw 
@ surprise porty. While the employes look on, Amundson holds the plaque (above). 
At right is J. H. Peleaux, Chevrolet district manager, who made the presentation. 





AT OPEN THROTTLE 
HIGH SPEEDS AND AT 
HIGH VACUUM 
LOW SPEEDS 
CHROME CONTROL 
LEAK-PROOF PISTON 
RINGS HAVE 
CRACKED THE OIL 
MILEAGE BARRIER! 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 

Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
by lapping. They start with 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 
only where needed. 


NO OIL WASTE! 


AT HIGH SPEED DRIVING. 

Special patented flexible ex- 
pander prevents high speed 
ring “flutter” and “‘surfboard- 
ing.”” Chrome Armored steel 
rails wipe oil from cylinder 
walls and safeguard cylinders. 


AT LOW SPEED DRIVING. 


Specially designed and 
machined separator ring sup- 
ports and stabilizes Chrome 
Armored steel rails— prevents 
rocking—seals the groove 
—prevents low speed oil 
“c-r-e-e-p” around the ring 
due to high vacuum— yet per- 
mits free action in the groove. 
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APPROVED ORIGINAL EQUIPMENT FOR CARS, TRUCKS, BUSES, 


By Kenneth C. Kelley dr. 
Staff Writer 
AN INTERESTING, but complex, 
method of predicting auto sales 
has been suggested by Robert M. 
Biggs, University of Detroit pro- 
fessor of economics. 
Biggs feels that auto sales can 
be predicted on the 
basis of three fac- 


NEWS tors: the income 
OF that each job holder 
FINANCE is free to spend 


(taxes are excluded), 
the price of cars in relation to other 
consumer prices, and changes in 
credit. 

These three figures are worked 
into “factors” and run through a 
mathematical formula which gives 
a prediction on the amount of dol- 
lars the public will spend on autos 
in the next year. The average cost 


x) 
4 


FN 
PA a 


AUTOMOTIVE NEWS, OCTOBER 14, 1957 
Based on Complex Data... 





c %, Sales Prediction Plan 
_ \Little Help to Layman 


of the next year’s cars is then esti- 
mated and the number of units to 
be sold is computed. 

The formula will be of little 
use to the layman. It is quite a 
‘job to get hold of all the Gov- 
ernment estimates on which the 
formula is based. Adjusting the 
figures and working the formula 
require some considerable skill. 
Biggs, himself, points out that 
only those in the inner circle of 
auto-company management will 
have the information on which to 
carry the formula to a precise con- 
clusion. 

The professor also warns that the 
plan still needs testing and possible 
improvement. 

The formula has been tried on 
the years from 1929 to 1940 and 


Hardly 


a Fancy 
See 
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AND TRACTORS. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS * TORONTO 


LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 


TRICKS... 











s 


JUST» 


Specifically 
designed for 
every make 
and model. 
Top Chrome 
Ring where 
needed. 


tien a 
1953 through 1955 and has given 
favorable results, Biggs said. 

+ * * 


Contrasting Markets 


| | prema classes the years men. 
tioned as normal years in 
auto market although they include 
such contrasting markets as 
depression ’30s and the 1955 auto 
boom. 


The years from 1941 through 1952 
are classed as abnormal for such 
reasons as the war, postwar boom 
and credit controls, 


The studies which gave rise tp 
the formula produced some inter. 
esting bits of information, includ. 
ing: 

Higher auto prices do not, in 
themselves, cut auto sales. 
do reduce auto sales when car 
prices go up faster than other 
consumer prices. 

Population growth is not an yp. 
mixed blessing for the auto indys. 
try. Boy and girl may each own a 
car but decide to sell one of them 
after they marry. A rising number 
of children per family means legs 
money for autos in these larger 
families. 

Auto buying appears to be the 
only transaction where the cys. 
tomer actually disregards the tota] 
price of the product and buys in 
terms of the amount of the monthly 
payment. (Biggs is speaking of 
consumer credit which would not 
include house buying.) 

= * ++ 


Inflation Not Only Worry 
Wa inflation has been get- 
ting the big headlines, talk of 

excess capacity, deflation and re 
cession is getting more attention. 

Homer J. Livingston, president 
of First National Bank of Chi- 
cago, has said that moderation 
in spending is “good advice” to 
businessmen at this time. 

Bernard T. Frevert, editor of 
Standard & Poor’s Outlook, warns 
that the scrapping of old and in- 
efficient industrial capacity is nor- 
mal and not a sign of coming re 
cession. 


AC Says Sales 
In 57 Hit Peak 


3rd Year in Row 


FLINT.—AC Spark Plug a 
nounced that sales climbed to 4 
new peak in the 1957 model year. 
It was the third consecutive year 
sales set a new record. 

AC’s total replacement product 
sales showed a 7 percent increas 
over the previous 12-month period 
said E. H. Francois, general sales 
manager. The model year covers 
the period Oct. 1-Sept. 30. 

He predicted the sales gain would 
be topped again in the 1958 modd 
year. He said “a significant re 
sponse” to AC’s current sales drive 
in the automotive parts market a- 
ready has been noted. 

Sales leaders among AC products 
in the past year were spark plugs 
oil filters, air cleaners, gas strain- 
ers and gas, oil and radiator pret 
sure caps, said Francois. 


$2,500 Awarded 
In Warranty Suit 


BUFFALO. — Supreme Court 
jury awarded a car buyer $250 
from John Maroone Ford, Int, 
Cheektowaga, in a breach-of-war 
ranty suit. 

Frank Nehin jr. testified that five 
hours after he got what had beet 
described as a new car in Apri 
1955, he was thrown to the pave 
ment when a door flew open # 
he was making a turn. 

Evidence indicated the car had 
suffered $700 damage in an accident 
before its sale to Nehin. The doo 
latch was sprung and never pror 
erly repaired, witnesses said. 


Ex-Dealer in Used Autos 


Admits Car-Theft Charge 


MILWAUKEE.—Ralph V. KoeP 
pel, 33, former Milwaukee used-cat 
dealer, pleaded guilty in Federal 
court to a charge of interstate 
transportation of a stolen car. 

A presentence investigation W# 
ordered for Koeppel, who was # 
business with his father, Vin 
J., at Koeppel Kar Ko., which ¥# 
sold several weeks ago. 
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Current Prices on U. S. Cars 


























































757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dir. 2-seat, $2,- 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager 2-dr, 2-seat, 
$3,402.80; 4-dr, 3-seat* $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80, (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park, Power 
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PONTIAC — Chieftain — 4-dr, sed., $2,- 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr, hardtop, $2,529.39; 2-dr. 
2-seat stat, wag., $2,441.39; 4-dr. 3-seat 
stat, wag., $2,898.39, Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr, deluxe 
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include | fhe following sdvertised - delivered | 598; 4-dr. 2-seat hardtop stat. wag., $3,-|2-dr, sed., $2,281.40; 4-dr, hardtop, $2,- Tornpaee a. eee Se eae bas aeen ae 
QS the Include the suggested base fac- | 706. Super—4-dr. hardtop, $3,681; '2-dr. | 403.76; 2-dr, hardtop, $2,339.12; conv., §2-| NASH — Ambassacor Super V-8—4-dr, | 901.39; conv., $3,105.39; Bonneville conv. 
Fede 2 ' hardtop, $3,536; conv., $3,901. Roadmaster | 505.32; retractable hardtop c V-8 onl 4 : a ‘ oi on), $5,782.39: 2 -seat 
55 tery list prices, ral excise tax | lao vardto $4,083.33: 2-dr. hardt “1 Pp cpe. ( only),| sed., $2,820.80; 2-dr, hardtop, $2,910.80.| (fuel injection), $5,782.39; 2-dr. 2-seat 
auto s and suggested dealer delivery- | 55°54; 33. ‘cone oa.00e 43 r, har | oo, ae wat nae 2-seat | Ambassador Custom V-8—4-dr. sed., $3,-| Safari stat. wag., $3,481.39; 4-dr, 2-seat 
gé-handiing charges. Not included are | +75 4-ar. hardtop, $4,483.33; 2-dr, hard-| Rio “fence Chane $2,967.32; 4d Del | 010.75; 2-dr. hardtop, $3.100.80, (Power | Safari stat. wag... $3,098.30. (mysttard on 
igh 1962 variable items passed on to the retail | top, $4,373.33. (Dynafiow standard on Cen- | Country sedan, $2,451.32: 4-dr. 3-seat Geum eas sete a Donne ~~ Or et ae 
OF such such as State and local taxes, (tury, Super, Roadmaster and Roadmaster|try sedan, $2,556.08; 4-dr, 3- OLDSMOBILE — Series 88 — 4-dr. sed., | POAC T 
buyer, Ds x 9 ; ° seat Country $2,798.47; 2-dr. sed., $2,733.47; 4-dr, hard RAMBLER — Deluxe Six — 4-dr, sed., 
ir boom gansportation charges and optional 75." Power steering standard on Super, | Squire, $2,683.64. Thunderbird — hardtop|;5., $0932.47: 2-dr. hardtop. ‘on ena A7: $1,961.45. Super Six—4-dr, sed., $2,122.65; 
- Roadmaster and Roadmaster ‘75."" Power | ee. (V-8 only), $3,408.12, OP as a2 AT: dedit, Dneat’ stat wag. |4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
equipme “7m oe 7 . 405 -ar, 5: 5 oo | ° * ’ vel es i 
rise 1968 MODELS s o oadmaster ‘‘75.’") HUDSON—Hornet Super V. -dr, sed.. | $3.202.47; 4-dr, 2-seat hardtop, stat. wag., | W28- $2,409.65. Custom Six—4-dr. sed., 
to EDSEL—Ranger—4-dr. sed., $2,592; 2- CADILLAC — Series 62 — 4-dr. hardtop, | $2,820.80; 2-dr. hardtop, $2,910.80. Hornet | $3.313.47. Super 88—4-dr. sed., $3,030.47; | a 4-6, Scent ates. —e.,. oS 
e inter. = cua ide pomiiva ¢2 es: $4,780.96; 2-dr. hardtop, $4,676.96; 4-dr.| Custom V-8—4-dr. sed., $3,010.75; 2-dr. 2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- ee ee canes ee, aa 
includ. Fm Stop, $2,593. Pacer—4-d ; | | Sedan deVille hardtop, $5,255.96; 2-dr. | hardtop, $3,100.80, (Power brakes standard | 257.47; 2-dr. hardtop, $3,180.47; conv., GB- | SOM eee. oak cn: ade banaeet f 
gar, hardtop, $2,593, r—4-dr. sed.,|Goupe deVille hardtop, $5,115.96; conv.,| on Custom.) 447.47; 4-dr, 2-seat’ hardtop, stat, wag.,| OT, Sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
92,735; 4-(r. hardtop, $2,863; 2-dr. hard-| $5,292.96; Bidorado Seville 2-dr. hard-| sypeRIAL — Imperial $3,541.47. Series 98—4-dr, sed., $3,740.55; | 4-“r. 2-seat stat, wag., $2,629.65; 4-dr. 2- 
not, in top, $2,805; conv., $3,028, Corsair—4-dr.| top, $7,285.96; Eldorado Biarritz conv., | 837.50: 4-d coaieain — 4-dr. sed., $4,-| 4-dr, hardtop, $4,012.55; 2-dr. hardtop, $3,- | seat hardtop stat. wag., $2,714.60. Rebel V- 
: 25: 2. : a c -50; 4-dr. hardtop, $4,837.50; 2-dr, hard- | 936.55; conv 4 3 | 8—4-dr. hardtop, $2,785.90, 
i jardtop, $3,425; 2-dr. hardtop, $3,346. | $7,285.96; Eldorado Brougham 4-dr. hard-| top $4,735.50. © ae ; conv., $4,216.55 (Jetaway Hydra- 
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MUFFLER CLAMP — Merit Mufflers, 
Toledo, ©., is now marketing its Shur- 
Seal clamp. The Merit clamp is said to 
have two advantages over the saddle 
clamp. First, it exerts leakproof sealing 
pressure equally around the entire pipe 
and muffler nipple and when tightened 
forms a complete 360-degree band. 
Second, its saddle will not collapse when 
drawn tight, it is said. The Shur-Seal 
clamp is available in seven car sizes 
from 1% to 2% inches, and in six truck 
sizes from 2% to 4 inches. 


Gibraltar Steam Hose 


A wire-braided steam hose for 
high-pressure, high-temperature 
service has been announced by 
Hamilton Rubber Mfg. Corp. 12 S. 
Twelfth St., Philadelphia. Known 
as Gibraltar steam hose, it is rec- 
ommended for saturated steam 
pressures up to 200 p.s.i. or for han- 
dling super-heated steam at tem- 
peratures up to 385 degrees Fahr- 
enheit. 





BOOSTER CABLE—Ferry Mfg. Co., Inc., 
Philadelphia, Pa., has created an assembly 
method which prevents the wires of 
booster cables from breaking where wire 
makes contact at the clamps. The method 
is said to involve the attachment of the 
current-carrying wires to the body of the 
clamp. Normally, they are placed in such | 
@ way that friction—from continuous use 
—causes the wires to wear. thin and break. 
Ferry has devised a protective method 
preventing this eitiction, & is claimed. 





LITTER 
tainer, molded of tough, resilient tenite 


CONTAINER — A litter con- 
polyethylene in a variety of colors to 
match or harmonize with car upholstery, 
has been announced by All Power Mfg. 
Co., 400 Roosevelt Ave., Montebello, 
Calif. It comes ‘with a moided mounting 
bracket which enables it to be fastened 
under the dash, on the inside of a door, 
or to any other composition surface in 
the car interior. It lifts easily off the 
bracket for emptying. 


Lubricating Hand Tools 


Designed for Easy Use 

A modern set of lubricating hand 
tools, says Marty's Maintenance 
Tools Division, P. O. Box 8022, Fort 
Lauderdale, Fia., is designed to give 
maximum lube application with 
minimum weight and hand pres- 
sures. 

Lubrication of outboard and in- 
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NEW PRODUCTS 


board motors, marine engines and 
operational parts, home equipment, 
power mowers, farm equipment, 
motors, bikes and scooters can be- 
come easy jobs with these tools, 


the firm says. 
= = 





ENGINE POWERIZER—The Solar-Volt 
Electronic Engine Powerizer, produced by 
Solar-Volt Co., Inc., South Bend, Inc., is 
said to provide instant starting with less 
battery drain and smoother idle. Dis- 
tributed by Coal Corp., 2945 Coolidge 
Highway, Berkley, Mich., the unit features 
@ printed circuit which throws a glow on 
the spark plugs and ionizes the plug 
gops, keeping them clean .and assuring 
complete combustion in the combustion 
chamber on every firing stroke. It is 
said to eliminate carbon collecting in the 
combustion chamber, giving the valves 
and piston rings complete freedom in 
Operation. It takes less voltage to fire 
the spark plugs with Solar-Volt unit than 
without, it is daimed. 








PIPE MACHINE — A lightweight power 
drive for hand pipe tools has been in- 
troduced by Oster Mfg. Co., Wickliffe, O. 
The Oster “100” has a full 2-inch stand- 
ard pipe range and up to 12-inch diame- 
ter using a special drive unit and geared 
tools. Features include a ‘Power-Matic™ 
front chuck with rocking pivot type in- 
sert jaws, three jaw, universal, self center- 
ing rear chuck for holding longer lengths 
of pipe; % h.p. universal, reversible, 
variable speed motor with direct gear 
drive; seamless steel spindle; and speeds 


of 22 to 38 R.P.M. 
7. * *# 





FLOODLIGHTS The all-aluminum 
design of Steber Series TFL fluorescent 
area floodlights guarantees minimum 
weight and 
said. An especially designed mounting 
clamp provides universal aiming on both 
single and dual installations. All wiring 
is enclosed in a splice compartment and 
ballasts are externally mounted for cooler 
performance. Each unit accommodates 
two 48-inch flvorescent tubes which ore 





low wind resistance, it is| 





SPARK PLUG TESTER—Sporktest, spark 
plug and ignition tester, fitted with shock- 
proof molded rubber hondies, tests de- 
fective spark plugs and head gaskets, 
cracked distributor caps, faulty sperk 
wire and breaker points, ond imperfec- 
tiens in carburetor kick-in switch, it is 
claimed. With the unit, a mechenic can 
pierce plug insulators without damage, 
and make your test without removing 
spark plugs or insulators. Ryder Mfg. Co., 
220 N. Ada St., Chicago 7, Ill, 

, 2 2 





ADJUSTABLE LIFT—To provide service 
stations and service departments with 
a single lift capable of handling all cars, 
including narrow width foreign makes, the 
U.S. Adjustable Width Lift has been in- 
troduced by the United States Air Com- 
pressor Co., 5300 Harvard Ave., Cleve- 
land, O. 

Large or small, the U.S. Adjustable 
Width Lift can handle any possenger car 
or light truck, with a simple adjustment 
thet moves runways in or out in a mat- 
ter of seconds, from a minimum of 36 
inches between runways to a maximum of 
45 inches, it is daimed. 


Rubber Lubricant 


“Whip” silicone rubber lubricant 
in a two-ounce plastic bottle with 
precision spout dispenser provides a 
handy way to protect a car’s rubber 
parts, says Marblehead Chemical 
Co., 129 Water St.. Danvers, Mass. 

> 


ing with far better washing action 
than regular liquid soaps. 

Magnus liqui lave is not affected 
by hard water, the firm says, lathers 
quickly and adequately with much 
less astringent on skin than com- 


mon liquid soaps. 
* = * 





PROTECTIVE COATING — Arco Spray- 
Wrap, a cocoon-like coating, is said to 
protect automobiles stored in the open 
against rain, snow, sunlight and dust. 
This coating is sprayed over an entire 
automobile, including chrome, stainless | 
steel, or glass. It may be either sprayed 
in a@ booth or ovtdoors with a portable 
spray unit. The coating, which is easily 
removed from cars on the wash rack as 
they are being cleaned up for delivery, 
gives complete protection to cars while 


in storage and eliminates clean-up time 
as it prevents deterioration of the paint 
film, as well as pitting of chrome and 
bright work, it is claimed, Arco Co., 7301 
Bessemer Ave., Cleveland | 27, O. 





” me 
| ENGINE, RADIATOR FILTER — The 
Protect-O-Core radiator and motor filter, 
produced by Cal Corp., 2945 Coolidge 
Highway, Berkley, Mich., is designed to 
| keep the radiator core and engine clean. | 
According to the manufacturer, the unit 
allows only filtered jet like air streams 
to pass through the radiator core, giving 
gvoranteed constant cooling action. It is 
said to protect by deflecting bugs, in- 
sects, stones, gravel, dirt, salt and numer- 
ovs other road hazards. Made of alumi- 
num, the unit fits ott 1957 cars. 
* 








HEEL GUARDS—Heeletes, a heel — 
is announced by Lac Co., P.O. Box 133,/ 


Waukesha, Wis., protects women's shoe 
and hose heels from becoming scuffed or 
soiled while driving an automobile. De- 
signed to fit high, medium and low heeled 
shoes, also flats and wedgies, Heeletes 
are made of turquoise-colored, vinyl- 
coated fabric and are equipped with two 
white elastic tie cords. The back rises 4% 
inches, providing full protection for all 
shoe and hose heels. The guards fold 
fiat and may be carried in purse, pocket 
or cor glove compartment. 

* 


Magnus Says Cleaner 





provided with individual, deep parabolic 
snap-out inner reflectors. Series TFL units 
can be furnished with or without plexi- 
gloss extruded doors and with or with- 
out tubes. Steber Mfg. Co., Broadview, 
il. 


Does More Work for Less 


Magnus Chemical Co., Inc., South 
Ave., Garwood, N. J., announces a 
new hand cleaner, “Magnus liqui 
lave,” which it says is designed to 
do more work at less cost per wash- 


DELIVERY TRUCK BODY—A reinforced plastics cab, designed and molded by Luar 
Laminates, Inc., Huntington Station, N. Y. of 
Dow magnesium assembled by Boyertown Auto Body Works, Inc., Boyertown, Pau 
10-foot delivery-type truck called the “Weight Seve 
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SPACE HEATER — Scheu Products Co, a 
301 Stowell St., Upland, Calif., is now %8. | 
marketing a portable space heater for & jue | 
permanent, supplementary, or spot hea. bo 
ing use. The Hy-Lo heater operates on B seort 
the Patented Return Gas Principle whid & DS-19 
ends smoke and eliminates soot, The By 
heater produces 70,000 to 14000 B as | 
B.T.U. per hour using Y2 to one gallon of FIA 
fuel oil, it is said. Its large stack with @ 5% 
a deflector stands over five feet high * T 
and throws sidewards heat in all dire. & was. 
tions. One 10-gallon filling of oil lost no 
approximately 20 hours at normal burn. FO! 
ing rate, or 10 hours burning at full § 2dr. 
capacity. wd 
eS . 

Consu 

; Lephy 
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CHARGE MAINTAINER—The Fox, model 
112, “Pulse” Battery Maintainer is scid 
eliminate “‘wet-nursing™ of batteries is 
storage, and will keep them fully-charged 
and in perfect condition for more then 
a@ year. According to Fox Products CG, 
4738 N. Eighteenth St., Philadelphia, Po, 
the secret is a 
charge, rather than the constant trickle 
charge now being employed. With this 
method, batteries connected to the main 
tainer are automatically given a mainter 
ance charge for a few hours each week 
The unit maintains up to twelve 6 or |? 
volt batteries or any combination of the 
two. Batteries can be connected _inier- 
changeably. Proper charge current for 
each battery is adjusted automatically, it 
is claimed. 


“pulse” or intermittent 





ierelvs adree 


$ 


boyy BEM 


ie 


, fabricated to a delivery truck body 


Hout 
St. 





Merchandiser" has a 365-cubic-foot capacity. Also available is a 12-foot body of th 


same design and materials with a greatly 
the outstanding advantages is said to 


combination of materials. This reinforced plastics unit is an addition to the 
large line of high-tensile steel bodies built by Boyertown. 


increased cubic payload capacity. One of 
be the weight saving afforded by titi 1, 
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The following imported-car prices are 
port of Entry figures at New York, They 
jaciude ocean freight, U. S, excise tax 
god import duty. They do not include 
“emergency freight’ charges, U. S. trans- 
portation fees, state and local taxes or 
eptional equipment, 
ASTON-MARTIN—DB24 Mark ill cpe., 
$6,950. 

N—A-35 deluxe 2-dr. sed., $1,545; 
ie eetuxe 4-dr, sed., $2,116, (Heater 


standard ) 

AUSTIN -HEALEY—conv.. $2,919; deluxe 
.. $3,195. (Heater standard on deluxe.) 

BENTLEY — Series S — Standard Steel 
mn, $12,200; conv., $20,383. Continen- 
.dr, sed. (Mulliner), $20,035. (Series 

chassis, $9,160.) 

MW isetta 300—$1,048. (Heater stand- 


ts Co, TROEN—2CV 4-dr, sunroof sed., $1,- 
is Now HB oss Panhard 4-dr. sed., $1,995; 4-dr. de- 
ler for quxe sed., $2,195. DS-19 4-dr. sed., $3,495. 

(Qverdrive standard on 2CV; heater stand- 
+ heat. ard on Panhard; power brakes, power 
tes on B geering and automatic clutch standard on 


‘ 9.) 
which De w—4-dr, sed., $2,395; 2-dr. sed., $1,- 
mt. The B gs. o-dr. hardtop, $2,195; stat. wag., $2,- 
40,000 45. (Heater standard on all models.) 
lion of FIAT—600 Series—Multipla 4-dr. sed., 
k wi $1,598; 2-dr. sed., $1,298; sunroof conv., 
with $1,360. 1100 Sertes—4-dr. sed., $1,655; 4-| 
t high B a TV (Fast-Touring) sed., $2,035; stat. 
direc. B wag. $2,069; TV roadster (hard top op- 
il losts tonal), $2,498. (Heater standard on all) 


is. ) 
| bum f "poRD (England)—Angiia Sertes—Anglia | 
at full & 2dr. sed., $1,539; Prefect 4-dr. sed., $1,-| 
639; Escort 2-dr, stat. wag., $1,629; Squire 
adr. stat. wag., $1,739. Mark II Sertes— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Yephyr 4-dr. sed., $2,193; conv., $2,552; 
Yodiac—4-dr. sed., $2,365; conv., $2,910. 


470 Exhibitors | 
From 12 Nations 
In Turin Show 


TURIN, Italy.— More than 470 
ahibitors from 12 nations will| 
participate in the 39th International | 
Motor Show of Turin, scheduled 
Oct, 30-Nov. 19. 

The exhibits will cover more 
than 300,000 square feet. The dis- 
plays will come from the U. §&., 
Canada, Austria, Belgium, France, 
Germany, The Netherlands, Italy, 
Denmark, Sweden, Switzerland and 
England. 

There will be 60 makes of pas- 
senger cars displayed, including 19 
from the U. S. and 18 from Eng- 

modd § and. Germany will have 11 entries; 
scid to Italy, seven; France, four, and 
ies ia Canada, one. Ten makers will show | 

trucks and buses. 

Show sponsors announced that} 
the president of the Italian Re- 
(. E public would attend the opening-| 
ja, Po, B day ceremonies. 


Used-Car Notes | 


or 12 § CHICAGO. — Philip Crane and 
of the Jerome Schwartz, former owners | 
; of the defunct All Star Motors, Inc., 
have been acquitted of eight 
charges of false advertising. 
Superior Judge Wilbert F. Crow- 
ley said the State did not produce 
sufficient evidence. The ex-dealers 
were indicted last May after com- 
plaints of false advertising were 
et by the State attorney’s 





















* * * 


Motor Cars Opens Lot 
ST. PAUL.—Motor Cars, Inc., a 
Wed-car lot, has opened at 809 
University Ave. Clayton Wells is 
Manager. 
~ * 


~ ° 
Used-Car Firm Expands 
8T. PAUL.—Downtown Used Car 
Co. has opened a new lot at 899 
University Ave. Ben Griebenow and 


Jones ‘own the firm. 
” oo om 


Eckelman Buys O’Neal Lot 


PORTLAND, Ore.—Paul A. 
elman has purchased the Ed- 
Ward W. O’Neal used-car lot at 
1400 N.E. Union Ave. 
os * 


* 
‘Houbler Opens U. C. Lot 
y ng MT. VERNON, O.—Phil Houbler 


ody opened a used-car outlet, 
n, te. $Houbler Motor Sales, at 311 S, Gay 
Saver 
of the * * fe 
One of Dean Opens Lot 
y fT Parr, 
' AHASSEE, Fla. — Dean 






rs has opened a used-car lot 
at 216 N. Gadsden. 





Port-of-Entry Prices 
On Imported Cars 


HILLMAN—4-dr. sed., $1,849; conv., $2,-| Steel Saloon, $12,500; conv., $20,657. Sil- 





099; 2-dr. stat, wag. (Husky), $1,535; 
4-dr, stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 (automatic transmission), XK-150 
cpe., $4,475; conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr, sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; .190-SL cpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed 


) 
METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 


MG—MGA roadster (disk wheels), $2,- 
376; roadster (wire wheels), $2,459; cpe. 
(disk wheels), $2,670; cpe. (wire wheels), 
$2,759. Magnette — 4-dr. sed., $2,650. 
(Heater standard on Magnette.) 


MORRIS—4-dr. sed., $1,735; 4-dr. deluxe 
sed., $1,800; 2-dr. sed., $1,648; 2-dr. de- 
luxe sed., $1,704; Tourer sed., $1,629; 
Tourer deluxe sed., $1,688; stat. wag., $1,- 
854; deluxe stat. wag., $1,909. (Heater 
standard on deluxe models.) 


| 








RENAULT — 4CV 4-dr, sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr, sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS ROYCE—Stiver Cloud—Standard 


ver Wraith—Touring limousine (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480; Sil- 
ver Wraith chassis, $9,976.) 


SAAB—2-dr. sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane. ) 


SUNBEAM—Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. | 
wag., $2,575. (Heater standard.) 





TRIUMPH TR-3—softtop, $2,625; hard-| Los Angeles Edsel Dealers Organize— 


top, $2,790. 
VAUXHALL — Victor — 2-dr. sed., $1, 
957.50. (Heater standard.) 


VOLKSWAGEN — 2-dr. sed., $1,545; 2-| vice-president; 


dr. sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 





Officers and directors of the newly formed Edsel Dealers Advertising Assn, are 
shown at the first official meeting. Seated, from left, George Wagner, Los Angeles, 
John G. Deaton, Pasadena, president; Monte Snavely, 
secretary, and Frank Galpin, San Fernando, treasurer. Standing: Bruce Kerr, execu- 


Compton, 


wag. (8-passenger), $2,020; deluxe stat. | tive secretary; Elmer Johnson, Santa Barbara, director; Jeffery Townsend, San Diego, 


wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all models.) 


VOLVO — 2-dr, sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models.) 








A NATIONAL SyYSTEm makes it easier to train new em- 


ployees because Nationals are so easy to operate. 





-o : ‘di 
MODERN mOTORS, inc. recently installed a National System to increase the efficiency 
of their bookkeeping department. 








C. B. ZANND, Office manager of Modern Mo- THIS NATIONAL ACCOUNTING macMINne has made important savings in time and money for Mod- 


tors, Inc. 


ern Motors, Inc. 


“Our Clalional System 
saves us‘°3,480 a year... 


pays for itself every 20 months” —moder Motors, Inc., st. Joseph, Mo. 


“Last year, we mechanized our ac- 
counting by installing a National 
System consisting of two units, your 
Class 32 typewriter-accounting ma- 
chine and your Class 41 automotive 
analysis machine,’’ writes C. D. 
Zahnd, Office Manager of Modern 
Motors, Inc. ‘“‘Within two weeks after 
installation, we were positively 
amazed at the results. 

‘We use our typewriter-accounting 
machine for the following work: Post- 
ing charges and credits to accounts 
receivable, accounts payable, distri- 
bution with simultaneous posting of 
our vouchers, check writing, payroll, 


941A reports, general ledger and post- 
ing analysis machine totals to dis- 
tribution records. 

“We use our automotive analysis 
machine for debit and credit distribu- 
tion of repair order sales, internals, 
payroll expense distribution, sales- 
men’s commissions, parts sales and 
other miscellaneous ‘analysis jobs. 

“Our National System saves us 
$3,480 a year, pays for itself every 20 
months.” 


Cun Bio Fate? 


Office Manager of Modern Motors, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Your operation, too, can benefit from the 
increased economy made possible by a Na- 
tional System. Nationals pay for themselves 
quickly through savings, then continue to 
return a regular yearly profit. For complete 
information, call your nearby National rep- 
resentative. He’s listed in the yel- 

low pages of your phone book. 





director; Paul W. Pursley, Edsel Los Angeles district sales manager; Rudy Conti, 
assistant Los Angeles district sales manager; Howard Selby jr., Tucson, Ariz., director; 
Eddie Nelson, Huntington Park, director, and Ll. R. Brown, Riverside, director. The 
group will administer the Los Angeles district Edsel dealers’ advertising program. 
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cereal apne ta A A A 3 
PLYMOUTH—’'56 Belvedere conv. $1 2996 
(ps). ’54 station wagon, $77( Cranbrook 
e e conv., $650; Savoy 4-dr., $555, ’53 sta. 
Used + wagon, $610; 2-dr., $365, $245; 4. 


r., $295. ’52 club coupe, $37), , 
4-dr., $125. $825. *S1 
PONTIAC—’53 Star Chief 4- ir. $629. 
2-dr., $390. ’51 4-dr., $275* $igo+ 50 
4-dr., $135. 5 








(Continued from Page 41) RAMBLER—’53 station wagon, $515 
STUDEBAKER — '55 Comm: ider 4g 
2-dr., $445; conv., $435*, $245; 4-dr., 450* (ps). ’56 (88) Holiday coupe, $1,- $750. °53 Commander club coupe $385" ' 
$240. 790°; (88) Super conv., $1,720* (ps). ’55 ’*52 Commander 4-dr., $165. 5 , 
HUDSON—’ 55 4-dr., $685*. (88) Super Holiday, $1,745* (ps), $1,-| WEILLYS —’51 station wagon. $195 “9 
LINCOLN — ’'57 Premiere 4-dr., $3,640° 345* (ps); (88) Holiday, $1,395*; (98) Jeep, $270. ¢ 
(ps). conv., $1,630* (ps). '53 (88) Super 4-dr., | MISCELLANEOUS—’56 Borgsward station ol 
MERCURY—’57 Montclair 4-dr., $2,300°. $795* (ps), $720*. °52 4-dr., $365*. 51 wagon, $1,600. °'55 Chevrolet Carryall, 
’566 Custom 2-dr., $1,295*. °55 Custom 2-dr., $305*, $245*°. °50 4-dr., $275*, $710. rl 
4-dr. station wagon, $1, ene an aan $245; Holiday, $200*. 
. Hardtop, $1,210*; Monterey Hardtop, $1,- | pacKARD—’55 Constellation Hardtop, $1,- 
® th | news a er in 025°. ’54 Sun Valley coupe, $890* (ps); — (ps). ’51 4-dr., $335*. Pp, $ JENISON, MICH. x 
is e on y P p 4-dr., $715*. °53 Monterey coupe, $585*. PLYMOUTH — ’57 Fury Hardtop, $2,700* (Grand Rapids Auction, Sale e\ very Tues. st 
52 Monterey coupe, $335*. ’50 4-dr., (ps), '56 Belvedere (8) 4-dr,, | $1,285°*; day. Prices are for sale of Oct. 1.) w 
e $240°*. Savoy (8) 4-dr., $975; Savoy club sedan, (Market solid. Bidding active : 
the Sout wit a NASH—'54 Statesman 4-dr., $640. $925. Plaza (8) 4-dr., $850* ’54 Plaza| the entire sale. Sold 104 cars out of igs 
OLDSMOBILE — '57 (88) Super Holiday, | ciub sedan, $495. ’53 4-dr., $345. $270. | consignments.) n 
$2,605* (ps); conv., $2,485* (ps). '56 51 Hardtop $220; 4-dr., $180, $115. BUICK—’57 Super 2-dr. Rivier: $2,275°. 1 
bil (98) Holiday, $2,205* (ps), $2,100° (DS); | powriac—’57 Star Chief conv. $2,100* Special 2-dr. Riviera, $2,250*. '56 Cen: 
weekly automobile page, (88) Super Holiday, $1,925° (ps), $1,- | PONTIAC ot Sees Catalina coupe’ $1-| tury 4-dr. Riviera, $1,810° (4s); conv, 
660°. ‘55 (98) Holiday, $1,555* (ps), 790° (ps); Chieftain station wagon. $1,- $1,660* (ps), $1,655* (ps); Special 4-dr, 
e e $1,480* (ps); (88) Holiday, $1,435*; 2- 740* (ps): Catalina coupe $1,480*, $1,- $1,690*; 4-dr. Riviera, $1,600*. '55 
tten and edited b full- dr., $1,275°. '54 (98) 4-dr., $1,135°, $1.-| 4soe °55 Star Chief Catalina, $1,265%.| lal 4-dr. Riviera, $1,500°, $1,200* (pq); 
wri 050°, *53 (88) 4-dr., $680* (ps);'(98)| ‘s4 Chieftain Catalina, §705*. °53 Chief.| 4-4t-, $1,250°; 2-dr., $1,225. ‘54 Super 
4-dr., $370°. tain 4-dr., $415*, $355, 52 Catalina, 2| Riviera, $1,100°, $950°, $830°. '50 4-qr, 
: ® PACKARD—'55 Clipper 2-dr., $325*. '52| ot g3095:' o-dr.. $355*: ‘station wagon, |, $200*. 
time auto editor, Me “400° 4-dr., $350°. Sa7Gee conv, $260" "1 ddr, ‘280°; | CADILLAC—'56 (62) 4-dr., $3,190* (pq), 
PLYMOUTH—’57 Belvedere (8) sedan, $1,-| Catalina, $2i5*. 50 4-dr., $125. ’| *55 (62) 4-dr., $2,160* (ps). 
830°; Plaza 2-dr., $1,350. ’56 Belvedere | pangpLER—’55 Cross Country r $1,350*, OHEVROLET—’57 Bel Air club coupe, §2,. 
s h d t t new 4-dr., $1,625* (ps), $1,550*; Savoy coupe, $1,225*. °51 station wagon $250 2 045°; conv., $1,885*; Two-ten 4-dr., $1. 
artin, wno roa ests $1,335°; 2-dr., $1,230°; 4-dr., $1,180°, | sruDEBAKER — °53 Champion coupe,| 800%. '56 Bel Air 4-dr., $1,590° ‘(pqj. 
$1,090. °55 Belvedere (8) Hardtop, $1,- $555*. '49 sedan, $135 . conv., $1,415*; Two-ten’ 4- -dr., $1,315", 
e 105*; Savoy (8) 4-dr., $775; Savoy (6) | wregys—’s52 panel $150. 50 station wag- $1,285. °55 Two-ten (6) station 
cars, brings on-the-spot d-dr., $550; Plaza 4-dr., $750. "S4 Bel-| on $250.0 $1,250°; ‘Two-ten (8) 4-<r., $1,055; ep 
y vedere coupe, $660*; Savoy 2-dr., $400. MISCELLANEOUS—’57 Ford Ranchero, coupe, $885; Bel Air (8) 2-dr. $1,200". 


’53 Belvedere coupe, $570; Cranbrook *. liath 2-d 940: Volk n 4-dr., $1,115. °54 Two-ten Delray, $575. 
4-dr., $475°, $435. "62 Cranbrook 2-dr.,| $1:675°: SGonath, Zen, S04 tom pickup,| °53 ‘Two-ten 2-dr., $565, $505*, 


coverage of every $240; conv., $200. $1,050; Triumph roadster, $1,810; Volks- wl Air 2-dr., $560*, $535, $505°, ‘5 


PONTIAC—'87 Star Chief Hardtop, $2,190* a 1.315, "58 ., $215, $160. 
(ps); Chieftain 2-dr., $1,720°. °56 Star| PoSche conv, $2110" ‘$4 Ford %-ton | DESOTO—'54 4-dr., $695* (ps). 


. . | Chief Catalina, $1,705*' (ps), $1,650° DODGE—'57 Coronet (8) 4-dr., $1,675, * 
, , , : ick 25; si v., $385. '53 - +» $1,675. "St 
important nationa (ps); 4-dr., $1,240°, "55 Star Chief Cata-| PickuP, $525; | Singer, conv. $389. ioe | Coronet (8) 4-dr., $695*, $630. '53 Coro. 


lina, $1,250*; 4-dr., $960* (ps); Chief- coupe, $1,150, °52 International %-ton net 4-dr., $375. 
> 
automotive event. 





























tain Catalina, $1, 215°: 2-dr., $850°. ‘54 ick 370. °48 Ford utilit 250. °47 FORD—’57 Custom 4-dr. station 
Star Chief Catalina, $875°; 4-dr., $750°| PckuP, S370. 48 Ford wit $2,200* (ps); Fairlane (8) 500 4-dr., g2. 















(ps). °53 Star Chief Catalina, ’ $360*; " ses $1,880*. '56 Fairlane (8) Victoria, 
Chieftain 4-dr., $300, $280*; station 1,650*°, $1,615°, $1,175; Country sede, 
wagon, $230°. WAREHOUSE POINT, CONN. station wagon, $1,645*, $1,630*; Custom 
RAMBLER — °56 4-dr., $1,475*; station| (gouthern Auto Sa j 2-dr., $1,100, ‘55 Fairlane (8) 4-dr., $1,. 
wagon, $1,425*. ’55 station wagon, $1,-| weanesday, Prices are for sale of Oct 2) | 180°, $1,120%, $940*, $900; 2-dr. 
Aol meal 2-2 110°. : (We had a good consignment of cars Wagon, $975; Custom (8) 2-dr., 
MISCELLANEOUS~—'57 MG roadster, $1,-| in our sale this week. but with the de- $800*. '54 Country Squire station wagon. 
845; Mercedes 4-dr., $3,000; Volkswagen | otining prices we only sold 61 percent. $855*; Custom 2-dr.. $690, $630; 4-dr,, 
2-dr.. $1,705. ‘56 English Ford 2-dr.,| woost dealers are aware of the price $615*. "52 2-dr., $305. °50 2-dr., $150. 
HE HOUSTON PosT ihe Sas Shue as ree ane |uitlint edt 
year. Our sellers were trying to bail out | Monterey club coupe, $1,225*; station 
LOS ANGELES of cars they own too high and keep with to ee "54 club coupe, $810°, '§ 
to cover the Houston market the market.) OLDSMOBILE—'57 (98) 4-dr, Holiday, a. 


(Harold Henry’s Los Angeles Auto Auc- . . 
tion. Sale every Tuesday and Thursday. go paces 2-dr., $2,450° (ps). 650° (ps). °56 (98) 4-dr., $1,875*, 
Prices are for sale of Sept. 19 and 24.) Special 4-dr., $1,360*, $1,350* (ps).| (88) Holiday coupe, $1,495*, $1.420°. ‘4 








$1.300*; Super Hardtop, $1,200*%. ’54 *. 9. ® 
Represented Nationally by MOLONEY, REGAN & SCHMITT — | ae conv., $900; RM 4-dr., $so0°;| {S,) Holiday, gisses Ny a 
BUICK—'55 Super Riviera, $1,485* (ps),| Super Riviera, $800°. °53 Special 4-dr.,/  $625*. 52 2-dr., $615°. , 
$1,440* (ps); RM conv., $1,375* (ps): $760; Super Hardtop, $725°; RM Hard- PLYMOUTH — '55 Plaza (6) 4-dr., $75 

Special 2-dr, Riviera, $1,310°; 4-dr., $1,-| ‘OP. $575° (ps). °52 RM 4-dr., $340°. °51/ +54 Plaza 2-dr., $665. 
050°. ‘54 Super 2-dr. Riviera, $i,275*| Special 2-dr., $130°; RM conv., $115°.| PONTIAC—'55 Chieftain club coupe, $1,- 
(ps). $980*; Special 2-dr.. $720°. ’53| °50 Special 2-dr., $170°, $135°. 375°, $1,225*, $1,190*; Star Chief Cats 
Super 4-dr., $390*°. ‘51 RM Riviera, | CADILLAC — '55 (62) coupe de Ville, $2,- lina, $1,175* (ps); 4-dr., $1,170°. "H 
$275*, $270*: Super 4-dr.. $250*: Special| 450° (ps). °54 coupe de Ville, $2,240*| Star Chief 4-dr., $730° (ps). "53 Chiet- 
s So 4-dr., $210*. °50 Super Riviera, $200*.| (ps). 52 4-dr., $750°. tain 2-dr., $475*. ‘52 2-dr. $245°. 'S 

Clean Automatic Transmissions '49 Super conv., $155°. CHEVROLET—'56 Bel Air (8) 4-dr., $1,-|.. club coupe, $105°. 


CADILLAC—’'57 (62) coupe, $4,050° (ps). 350°: Two-ten 2-dr. 1,240°, $1,135, | RAMBLER—’S7 4-dr., $1,625, $1,490. 'S 
"56 (60) sedan, $3,380° (ps). ‘55 coupe $1,125, $1,100, $1,075" $1060, $i, ot 55 station wagon, $835. 







Without Br ushing or Scraping! de Ville, $2,925* (ps); (62) coupe, $2,-| Bei Air (8) conv., $1,150* (ps); 2-dr., | STUDEBAKER—'55 Sport coupe, $865*. 
585° (ps), $2,400° (ps). "54 coupe de $980; Two-ten 2-dr., $1,010°, $745; Del- 
Ville, $2,480° (ps), $2,375* (ps), $2,280°| ray coupe, $935. 54 Bel Air 4-dr., $900° LITTLETON. COLO 
(ps). ‘53 coupe de Ville, $1,295* (ps),| (ps), $800; Two-ten 4-dr., $680°, $650. . z 
$1,110; 4-dr., $830° (ps). ‘52 conv., '53 Bel Air conv.. $665, $490: 4-dr., (Denver Auto Auction, Sale every Fr- 
$900° (ps); 4-dr., $850° (ps). °51 4-dr., $620, $500; Two-ten 4-dr., $530*, $490, | 44¥. Prices are for sale of Sept. 27.) 







wea SS Bae Ff, 









© $685*; coupe, $630°, $550*, $490*; sedan, $460. ‘52 station wagon, $545* $375, BUICK—’ 57 Special 4-dr., $2,230*. "56 Spe 
$450°. '50 4-dr., $325*. '48 conv., $130°. $320, $185. °51 Hardtop, $425*, $290. cial 4-dr., $1,650°. "55 Special 4-dr., $i- 
‘47 coupe. $135*. $240. , 250°. '54 Century coupe, $950*° (ps). 3 
CHEVROLET—'57 Bel Air (8) Nomad, $2,- CHRYSLER—’52 Windsor 4-dr., $310*, °51 Special 4-dr., 2 at $625°. 51 RM 2-d. 
480°; Sport coupe, $2.055*, $2,050°*; Two- Windsor 2-dr., $250*. 5 F $275°. 
ten (8) 4-dr., $1,650°. °56 Corvette, $2,- DeSOTO—’ 55 Firedome (8) 4-dr., $1,320° CADILLAC — '56 sedan de Ville, $3,500" 
635*; Bel Air (8) station wagon, $1,945*; (ps). "53 4-dr., $535* (ps). ; (ps), $3,265° (ps), $2,950° (ps); Elie ( 
Sport coupe, $1,825° (ps), $1.755° (ps): | poDGE—’53 Coronet 4-dr.. $480* $300°*, rado 4-dr., $3,425* (ps); Fleetwood + day 
Sport sedan, $1.700° (ps). ‘55 Bel Air | $250; conv., $435*: Meadowbrook 4-dr., dr., $3,325° (ps), $3,200° (ps); coupe @ 
ce (8) Nomad, $1,770*; Sport coupe, $1.555*| $300. $280. ‘52 Meadowbrook 4-dr., Ville, $3,275* (ps). "55 Eldorado comv.@ », 
ae (ps), $1,360*; 2-dr., $1,320°, $1,220°;| §305*. °51 Coronet 4-dr., $230. 50 4-dr. $2.800° (ps); coupe de Ville, $2,70°8 », 
4-dr., $1,110*%; Two-ten (6) station wag. | $135. , 7 (ps), $2,.675° (ps), $2,600° (ps). ™% 
on, oo % ae coupe, Ss: 4-dr., | FORD—'56 Fairlane (8) 2-dr., $1,260*; $1,- CHEVROLET a Bel Air (8) ~ = BU 
$920, $895. °54 Corvette, $1,550*; Two-| 295*- Main ( , 75*.| 075%; 4-dr., $1,950%, $1,895°, $1, | 
POHSHHHHO OHHH OHOOOOOOEE ten station wagon. $945; Bel Air 4-dr..| “55 Custom (S) 2dr. $945 $800; ‘Main | (PS). $1,825°, $1,805°, ‘56 Bei Air ES 
$825, $800. °53 Bel Air conv., $815*, (6) Ranch Wagon. $850. "54 Custom (8) coupe, $1,595*; Two-ten (8) 4-dr., $- " 
$775*: Sport coupe, $630°%; Two-ten 4-| 4-dr. $660, $650; Main (8) 2-dr.. $380.| 475. '55 Bel Air (8) conv., $1,250°. 'S 









dr.. $635° (ps), $605°. ‘52 2-dr., $400; | 


Simply dunk transmission housings, turbine wheels, con- 4-dr., $305, °51 2-dr., $370, $275, $270. 
225; 4-dr., $330, $300°. "50 2-dr., $220; 


"53 Crest (6) 2-dr., $525, $460; Custom Bel Air Sport coupe, $690, $645; Two-t# 
(8) 2-dr., $470, $450; conv., $490*; 4-dr., $610°; One-fifty coupe, $440. Sl 
Main (8) Ranch Wagon, $415. "52 Ranch 4-dr., $295*. ‘50 Bel Air coupe, $205. 













pa CS 




















































trol valves, and other parts into GUNK HYDRO-Seal, | conv., $160. "49 conv., $235, $175; 4-dr..| Wagon, $400°: Victoria, ‘$285, $105. "51 | CHRYSLER—'55 NY coupe, $1,825" (wl 
$110 °48 2-dr. $185. | eonv., $250; 2-dr., $215, $180, $13: 130. Windsor 2-dr., $1,460* (ps). "53 NY & 
which will remove sticky carbonized oils, and gums, CHRYSLER "66 NY St. Regis, $2.215°| SOn%;:,8250: 2-4r.. $218, $180, $136, $13 dr. $390° (ps). ‘ 
quickly and easily, and brighten parts too... without | (oe). “83 NY ear. $595° (ps). °52 Sara- | MERCURY —'57 Monterey 4-dr., $1,815. | DeSOTO—"53 4-dr-, $395°, onsen Ge 
toga 4-dr., * (ps), °f N -dr., '54 Mont , stati 1,000°*, 7E—'E sorone -ar., 10 , 
brushing and scraping . . . loosens frozen gaskets so they pan ca Sane qoee; coun e000", "ED Catan, Wanton. cyt $1,980" (Ba) § 
es —’ redome (8) Sportsman, $535. 52 Cust 2-dr., 25. 49 stati — rlane -dr., $2, 
may be lifted off. U. L. approved. | ga50°; 4-dr.. $445°. ‘52 4-dr., $280*:| Wagon, $135, - srane® | $2,000°, $1,825°, $1,795*, 56 — ; 
: : . —_ | elub coupe, $225*. '52 club coupe, $175*°.| N A S H — '54 Statesman 2-dr., $635*. ’53 (8) 4-dr., $1,700° (ps), $1,660°. * 
Sold in 5 gallon Pails (with dipping basket), 30 gal. | ee ee AOS — "6s Matemee Ber ,$635°. "53|  Pairiane (8) 4-dr., $1.525° (pe); Come Bet 
and 55 gal. drums. At better automotive jobbers DODGE—'57 Royal Lancer, $2,225*; 4-dr..| man 4-dr., $260, $230. (8) 2-dr., $860, $850°, 9075*. ‘St Cea "s 
$1.930*. °56 Coronet (6) 4-dr., $1,145. | OLDSMOBILE—’55 (88) 4-dr., $1,315*. '54 tom (8) 2-dr., $700, $650°*, '53 Custem " 
everywhere! "53 Coronet (8) club sedan, $520*; Dip- (88) 2-dr., $1,145*, $875*. $800* (ps). 2-dr., $625*, $565, $515*. "52 Customy y., 
lomat, $470*, °52 Coronet 4-dr., $245°, '53 (98) 4-dr., $560* (ps); (88) 4-dr., coupe, $425. ‘51 4-dr., $310, '50 stata’, 
THE $220. $355*. 52 (98) 4-dr., $290*, $200°.'50| Wagon, $265. " 
- FORD—’57 Thunderbird, $3,300* (ps), $3.- 4-dr., $125*. : MERCURY—’56 Montclair 4-dr., $1,575". é 
025* (ps), $3,020* (ps); Fairlane (8) | PACKARD—’55 ‘‘400” 4-d 1,300° ' (Cc 
~* 500 Hardtop, $2,750*, $2,325* (ps); Vie- e. ae” oe ete 
— i = = toria, $2,140* (ps), $2,100* (ps); conv., Kal 
Cc @ fh VF Com a a $2,050*;: Town sedan, $1,950* (ps); au 
. Country sedan station wagon, $2,250* 
(Home Office) South Canal St. net heh tell (ps), $2,240* (ps); Custom 300 2-dr., Ta 2 
LAWRENCE, MASSACHUSETTS Chicago 38 (Licensee) $1,700, $1,640. ’56 Thunderbird, $2,670* Pa 





(ps), $2,600*, $2,525*; Country sedan, 

$1,765*; Fairlane (8) 4-dr., $1,760* (ps), 

$1.475*; Town sedan, $1,370*; Custom 

(8) Hardtop, $1,590* (ps); 2-dr., $1,100. 

———— '55 Thunderbird, $2,335* (ps), $2,200° 
—_— ieee ee (ps), $2,100*; Fairlane (8) Victoria, $1,- 
435° (ps), $1,405*, $1,295*; club sedan, 

$1,295*, $1,225* (ps), $1,150; Town se- 

REAL MINIATURE AUTOMOBILES dan. $806; Custom (8) Ranch Wagon. 
$1,295*; 2-dr., $985, $880, ’54 Country 

(8) sedan, $990; Crest (8) conv., $800; 

$465 to $595 4-dr., $680, $550; 2-dr,, $525; Main (8) 
e e 4-dr.. $585; 2-dr., $445. 53 Ranch Wag- 


on, $695°, '$640°: Country Squire station 


Cail i Ee a he AEE 


ee al 


a 


x wagon, $675*; Victoria, $625*, $550, 

2-hp gasoline engine or electric motor driven! $520°; Custom 2-dr.. $665, $525; club 
, coupe, $595*; oo $540, $495, $460, 

Big . «= Thunderbi r. ‘ $430; Main (8) 2-dr., $385. °52 Ranch 

mM or . rd J a Wagon, $475: Custom 4-dr., $415*; Main 


4-dr., $395, $250. '51 2-dr., $235*; conv., 
$225*: 4-dr., $215; Country Squire sta- 
tion wagon, $205; sedan, $180. '50 4-dr., 
$200. °49 station wagon, $130. 

LINCOLN—’54 Capri coupe, $1,320* (ps). 
’53 Capri coupe, $600* (ps). '52 Cosmo- 
politan 4-dr., $350°*. 

MERCURY—’57 Monterey conv., $2,350* 
(ps). °56 Custom Sport coupe, $1,495°*. 
"55 Montclair coupe, $1,500*; 4-dr., $1,- 


| Quality handmade chassis — genuvine| 420°; Monterey coupe, $1,400, $1,110*. Featured at Texas Rodeo— 

: ° : 
Tremendous salesroom promotion or retai Fiber Glass bodies, assembly-line opera- oan ee =e. oa" cola Jo Dodson, last year's Miss Texas, distributes Rambler coloring books to childret 
to big-car buyers for the kids. Wonderfu! tion. Big Car Dealer Discounts. Phone,| coupe, $870*. '51 4-dr., $145. ’49 club|@s she rides atop a Rambler in the North Central Texas Fair & Rodeo in Clebum® 


; coupe, $150, $125. : i ill ; 
birthday or Christmas presents. wire or write. NASH SS Statesman 2-dr,, $435, °Si Tex. The car was supplied by £. R. Gillis Auto Co. Jack Proctor, of the dealershiPr 


. , reported that the Rambler brought many spects into the sh following 
THE POWERCAR CO., Mystic, Conn. Tel. JE 6-9641 | orpamovine st “iss) super 4-ar., $2,-| parade. ee ae SME 


Fire Bird Truck - Fire Chief's Car 






































1 ; Monterey 4-dr., $1,085*. '53 4-dr., 
Pe, $385, oe. 52 4-dr., $460°. ; 
$195. » ee Ambassador 4-dr., $995*. °54 
— $500*, 50 4-dr., $130. 
a OBILE—’ 54 (88) Super 4-dr., $1,- 
rryall ° "49 4-dr., $140°. 
™ MOUTH 57 | Savoy (8) 4-dr., $1,735°. 
153 4-dr., $520 : 
reste 57 Chieftain 4-dr., $1,700. °53 
$310°. ’50 2-dr., oi ss° 
‘ Tues sud KER—’51 4-dr . 
y ens S—'51 Jeep, $485. "50 Jeep, $375. 
through Ten. $250. 
it of 1 mr rT GMC (6) %-ton 
7 $1,150. °51 Frazier, $110. °49 
32,275"; Be Ford peki-ton truck, $650, 


3); cony,, ANVILI 

cial 4-dr D E, VA. ue 

"55 Spe lie Auto Auction, Sale every Wed- 
4 (Ds); wer. Prices are for sale of Oct. 2.) 

4 Super all week except sales day, Brisk 

‘0 4-dr,, Boje, Sold 132 cars out of 176 consign- 

ments.) 

90° (re), "57 Special 2-dr., $2,025°, °55 Su- 

1,475* (ps), ” $1, 330°. '54 Spe- 

wad Bet oar” $1,005°. °83 Super 4-dr., $790° 

90° ‘(pa): par. $525°. ‘52 Super 4-dr., $360°; 2- 


5°. 

; $1,315", a. $315 * 388 cow 

capiLLA pe, $1,235. 
‘055: een | CHEVRO: LET’56 Bel Air 4-dr., $1,405", 
ee Two-ten (6) 2-dr., $1,115; 4-dr., 
ome; “Ben: 55 Bel Air 2-dr., $1,205, $1,170; 
ray, $575. Pe oten (6) 2-dr., $995, $985; One-fifty 
apse BB) 2-dr., $835°. "54 Two-ten 4-dr., $730; 
505°. "SE Nar, $655, 53 Two-ten (6) 4-dr. $580, 

2 at $30, $515; 2-dr., $530, soe, a3 
1,675, "54 #dr., $405; 2-dr., $385, $365, $315, ; 


"53 Com B £05" $155, $105; coupe, $175. '49 2-dr., 
fo15; 4-dr., $210, "48 2-dr., $170. 

mn wagon, § igySLER—'56 Windsor 4-dr., $1,790* 

> (w. "55 NY 4-dr., $1,430°, 53 Windsor 


sedan $300. 

ae dt $2,- 
. oe 51 Fairlane (8) 500 Hardtop, y 
; Custom i eo*; 2-dr., $2,145° (ps); 4-dr., $1,880* 
. Raneh (ps), $1. 600°; Custom 300 4-dr., $1,560°. 
= §§ Ranch Wagon, $1,325°; Fairlane (8) 


ir., $815* °. 090, 
Victoria, $1,555 Custom 2-dr., $1, 

oo $1,080, $1,065. 55 Fairlane (8) Victoria, 

30; 4-dr., $1,505, $1,290%; 2-dr., $1,100°; 4- dr., 

-, $150. x 115, $1,110, $1,050; Custom (8) 4-dr., 


$990, 'SS ' 

° “ 54 Custom 2-dr., $805, $740, $725, 

deseo te tooo, °53 Custom (8) 4-dr.,” $660, $630, 
"8 $510", $440; conv., $500; Custom (6) 4- 

lid $530, $445. '52 Crest Hardtop, $490; 

liday, $2. $s Ss30°; Custom 2-dr., $285. "51 2- 


875°". "55 7 = 
‘ ér., $345, $330, $230°, $195; 4-dr., $ 
an > 50 2-dr.. 2 at $290, $270, $225, 


75: 4-dr., $280, 

= os 'B2 4-dr., $225. ; 
a ag —'55 Monterey 2-dr., $980. °53 

ar., OM $415, "50 2-dr., $345, $170; 4-dr., 


45. 
bupe, S1.- ae ‘55 Statesman 4-dr., $910. °52 
nief Cata-B “Statesman 4-dr., $730, ’51 Ambassador 
170°. "HE ar., $130. 
‘53 Chief or psMOBILE—'55 (88) Holiday, $1,670° 
245°. "WE (ng); (88) 2-dr., $1,250°, "54 (88) Holt- 
F day, $1,105° (ps). "53 (88) 4-dr., | 
1,490, "SE's?" (ga) 2-ar. $475; (88) 4-dr.. $360. | 
" ‘$1 2-dr., $215. 
, $865". B packaRD—'53 Clipper 4-dr., $475*. 
PLYMOUTH—'57 Fury (8) 2-dr., $2,195° 
0. (ps). "55 Savoy (8) 4-dr., $450°. "54 4- 
ér., $1,005, °53 Cranbrook 4-dr., $400, 
very Ptr ssc "$375, $300. °52 4-dr., $305, 
37.) PONTIAC—'55 Chieftain (8) 2-dr., $1,225°. 
. '56 Se B wisceLLANEOUS—'56 Dodge %-ton pick- 
~@ up, $800. 50 Chevrolet %-ton pickup, 
(ps). “SH sis. 


>, $3,500" NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day, Prices are for sale of Oct, 1.) 
slipped here this week as 





es s2-§ 3 care out of 110 consignments.) 
$i.s6°§ BUICK—'57 RM Hardtop, $2,475*. 54 Spe- 


i Air @@ Gal 2-dr., $805°; Super Riviera, $900°. 
-dr, §i-§ ‘53 Super 4-dr., $590° (ps); conv., $315°. 
250°. "5 "62 Special 2- dr., $280. °51 Super 2-dr., 
; Twota 
$440, "SL 
$205. 
25° (pa); 
53 NY + 


CADILLAC- "50 (61) 4-dr., $105°. | 
CHEVROLET—'56 Two-ten 2-dr., $1,260, 
$1,225, $1,100, $1,090; 4-dr., $1,275*, $1,- 
125, $1,110, $1,100, $900°, $825, $325° 
(taxi). ‘55 Bel Air conv., $1,025*; Two- 
ten 4-dr., $825, $785; 2-dr., $805, $795; 
One-fifty station wagon, $905; 2-dr., | 
$715. '53 Bel Air 2-dr., $615°; Two-ten | 
$2,050" 4-dr.. 2 at $470; 2-dr.. $425. "52 sedan, | 
* pairs $160. "51 2-dr., $410°, $250°, $145°, | 
660°. "Sm . $1000 
); Custom 
"54 Cr 
3 Custom 
2 Custom 
50 station 


, $1,575". 
. = 


———— 











00° (pe), 















DeSOTO—'53 Powermaster 2-dr., $330*. 
DODGE—'53 Coronet conv., $410; 4-dr., 
$350*, $320°. ‘52 Coronet 4-dr., $275*. 
‘51 Diplomat 2-dr., $200*; 4-dr., $110*. 
56 Main station wagon, $1,110°; 
Custom 4-dr., $1, 060°, $990; 4-dr., $950. 
‘SS Fairlane (8) conv., $960*%; Main 2- 
dr., $600; Ranch Wagon, $550. "54 Cus- 
tom 2-dr. $550. "53 Custom 4-dr., $390. 
"62 Custom 4- dr., $350°; 2-dr., $315°*. 
'53 Manhattan 4- dr., $300°. 
GLDSMOBILE—'56 (88) 2-dr., $1,510*. ’54 
(98) Holiday, $1,150°, $1,050* (ps); 
Sonv., $1,075*. "53 (88) 4-dr., $575°. 
IRD —’56 Patrician 4-dr., $1,650° 
cee, £54 Clipper 4-dr., $395*, ‘52 4-dr., 































OUTH—'56 Savoy 4-dr., $1,060°. "55 
Station wagon, $710; Suburban 
m wagon, $610. ‘51 2-dr., $150, 
; Station wagon, $145. 

NEOUS—'57 Volkswagen 2-dr., 
. '56 Dodge %-ton pickup, $710. 
German Ford 2-dr., $220; Volkswagen 
$550; Chevrolet delivery truck, 










ALBANY 


m <Anspach Dealer’s Auto Auction. 
7 Monday. Prices are for sale of 


| (The car market slipped backward 
today. Many car buyers attended 
end of the month sale, picking out 
nice ones at slightly lower prices, 
the average cars alone. Thus the 
preening of sales. Sold 128 cars 
®f 230 consignments.) 
wu! ~56 Special Riviera coupe, $1,700* 
"ibs), $1,620*. '55 Century Riviera, $1,- 
490* (ps); Super Riviera, $1,185* (ps); 
Special conv., $1,100*. '54 Super 4-dr., 
$850°; RM Riviera, $960*. 
hildeet DILLAC—'56 (62) conv., 2 at $3,150* 
> chi (ps). 55 (62) 4-dr., $2,260* (ps). '54 
Cleburme § (62) 4-dr., $1,650* (ps); coupe, $1,700* 
ealership. (Ds). '53°(62) coupe de Ville, $1,240* 
; “(s). "52 (62) 4-dr., $825* (ps). ’51 (62) 
owing $480° 
QEVROLET—'s7 Bel Air (8) 4-dr., $1,- 



























Used-Car Auction Prices 


(Continued from Page 46) 


850° 


(6) 4-dr., 
fifty (6) ” 2-dr., 


on, $900; 4-dr,, 


$680, 


ten 2-dr. 
$590, $530; One-fifty 2-dr., $480. ’52 4- 
r., $280, $250; 2-dr., $140; conv., $180. 
*51 Sport coupe, $350*; station wagon, 


DODGE—’55 Royal (8) Lancer, $900*. ’53 
$210. °51 Coronet 4-dr., 


F O R D — ’57 Fairlane (8) 4-dr., $2,020* 


Coronet 4-dr., 
$200°. 


$295. 
(ps); Country sedan, $2,070*. °56 Fair- up, $310. '51 Ford %-ton pickup, $290. , + | PONTIAO—’56 Chieftain (8) 4-dr., $1,625* 
lane’ (8) Victoria, $1,410*; Custom (8) ae ter ey Ooze. tg ee: (ps), $1,420°, $1,200; 2-dr., $1,060°. *5S 
#000. 168 "Patriane (5) “ade $1.2008 PORTLAND, ORE. #905, 52, Coronet 2-dr., $295°; club | Toi ne ean a peed, tase a 
. rlane -dr., . ° 7 . - “SS 
(ps); $900*; Ranch Wagon, (Portland Auto Auction, Inc. Sale every ros” SF whistene (8) station wagon, Chieftain 4-dr., $360*, ’50 Chieftain club 
$885. "54 Custom (8) coupe, $870°; 4-dr., | Tuesday. Prices are for sale of Oct. 1.) $2,310* (ps); (6) station wagon, $1,745; |, Coupe, $270*; Hardtop, $125. 
$490. °53 Ranch Wagon, $750; Custom BUICK—’56 Super Hardtop, $1,820* (ps). conv $2,215*; 4-dr.. $1,835; Custom 300 | RAMBLER—’52 station wagon, $265. 
(8) conv., $735; 4-dr., $550; 2-dr., pt ’55 Century Hardtop, $1,400* (ps); Su- 2-dr... $1,710°, $1,565 56 Fairlane (8) 2 Commander (8) 2-dr., 


$230; Main (8)' 2-dr.. $310; 4-dr. 
52 Custom (8) 4-dr., $235. 51 ‘outen 


CHEVRO) 
Monterey station wagon, $1,450° (ps); $1,925. ‘56 Two-ten (6) 2-dr., 
-dr., 


Two-ten (6) 2-dr., $1,525°. 


$600. ’ Bel Air (6) 
4-dr., $1,100; One- -fifty (6) station wag- 
$800. "54 Two-ten 4-dr., 





(ps). °52 Custom 4-dr. 


NASH—’54 ‘Ambassador 4-dr., 


(98) Holiday coupe, $580°*; 
2-dr., $175*. '50 4-dr., $165. 


PACKARD—’ a ae Soe coupe, $1,- 
425° (ps); 4-dr., 
’56 Bel ‘Air (8) conv., $1,435*; Two-ten PLYMOUTH—56. Custom te 


$1,200; Plaza (6) 2-dr., $850. 


2-dr. $1. ioo: One- 
(6) 2-dr., $750; Savoy (6) 


; 2-dr., $630, °53 Two- *51 coupe, $160. 


” $540; Bel Air 4-dr., | PONTIAC—’57 Chieftain (8) Catalina, $2,- 
335° (ps). °55 Chieftain 4-dr., 
Chieftain coupe, $120*. '50 station wag- 


on, $190. 


$350; 4-dr., . 50 4-dr., $210, $190. | RAMBLER—’57 4-dr., $1,710°. a Bardeen, | $095°" (ps), 
DeSOTO — '54 Powermaster 4-dr., $810*.| STUDEBAKER — °54 Commander 2-dr., ; te eee ene a 
"51 Sportsman coupe, $190*; Custom 4-| $550. ‘51 Champion 4-dr., $160. 350°; Delray (8) 2-dr., $1,105, "52 Bel 


(8) 2-dr. , $160; 4-dr., $200°. $385*; 2-dr., $375°. '51 RM 4-dr., $285°; 
LINCOLN—'57 Capri conv., $3,300* (ps).| 2-dr., $205*; Special 4-dr., 
MERCURY—’56 Custom Sport coupe, $1,-| 4-, $150. 

370*; Monterey 4-dr., $1,200* (ps). '55 LET—'57 Bel Air (8) Hardtop, 


. "53 Monterey 2-dr., $740° 4-dr., $1,240. "55 Bel Air (8) 4-dr., $1,- 





This Formula may keep PROFIT from walking out 


of your dealership. 


It's no secret that car buyers don’t always finance where they buy. ‘ 
The GMAC Formula for General Motors Dealers provides an opportunity 

to gain greater time-market penetration and income. The GMAC representative 

for your territory has the whole story for you, and can show you how 


I PAYME NT 


THE GMAC THRIFT-GUARD PLAN 


available to General Motors Dealers in 


CHEVROLET * PONTIAC + OLDSMOBILE 


BUICK * CADILLAC 
new cars, and used cars 
of all mokes. 


GENERAL MOTORS ACCEPTANCE CORPORATION 


AUTOMOTIVE NEWS, OCTOBER 14, 1957 


$340°. 
tom conv., $250*; 4-dr., $200, $160*, 





$200. 
OLDSMOBILE—’57 (88) Super 4-dr., $2,- 
300* (ps). °55 (88) Holiday coupe, $1,- 
500° (ps); 4-dr., $830*. '54 (88) Holiday, 
$1,200* (ps). '53 (88) Super 2- dr., $600*; 
conv., $540°. 
"52 (88) 4-dr., $180*. °51 conv., $280°; 


1,481 1,523 | Monterey 2-dr. Hardtop, $1,350° (ps); 
1,166 1,195 4-dr., $1,045*, °54 Monterey 4-dr., ¢, 
Suburban, 816 $715. '53 Monterey — $725, '52 
54 Plaza 529 2-dr., $410*. '51 4-dr., 
4-dr., $550*. 


"4 Savoy 2-dr., $550. °53 Plaza’ station 
wagon, $450; Cranbrook club coupe, $360. 


ms025; Volkewagen coupe, $1,500, 86 Ford | 2-a8., $820°, $240; 4-dr. $310, 2 at|PLYMOUTH—'S7 Plaza (6) 4-dr., $1,580 


%-ton pickup, $850; Volkswagen coupe, 
$1,250. 54 Ford Courier, $320. 
rolet %-ton, $300. °52 Ford %-ton pick- 


per 4-dr., $1,330° (ps). °53 Super Hard- 
top, $545°. °52 Super 4-dr., $395° (ps),| (ps); station wagon, $1,610* (ps); 2-dr., 


$270. "50 2- 275, $1,190. "55 Fairlane (8) Crown Vic- MISCELLANEOUS—’56 Volkswagen 2-dr., 





to put it to work. Talk it over with him. 
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"61 Cus- $615*; 4-dr., $660; 2-dr., $455, $395; 
M iB kdown Main 2-dr., #475, ‘S2,, Custom (8) club 
ode rea coupe, $485°, '5: $275; 
2-dr., $290, 50 4-dr., 49 2-dr., 

Of Auction Averages $115. 

Oct. 1957 “Sept. Aug, | HUDSON—'51 Hornet 4-dr., $115. 
To Date 1957 1957 a ae). te Ot 2-dr. ee $1,- 
pe a ap coupe, 

$2,062 $2,172 MERCURY—’55 Montclair 4-dr., $1,350*; 



























































NASH—’53 Statesman 4-dr. $400, *562 Am- 

330 bassador 4-dr,, $375°*, $355°. 

236 | OLDSMOBILE —'56 (88) 2-dr., $1,495*, 

182 $1,455*, $1,385°. ‘54 (88) Super 2-dr. 
Hardtop, $1,220*; 4-dr., $1,175* (ps), 

$1,045, °53 (88) Super Hardtop, 


$810, °51 
$850°, 
$825° (ps); 4-dr., $710; (98) 4-dr., $770* 





Air 2-dr., $515*, $475; 4-dr., $375. ’51| PACKARD—’48 4-dr., $120. 


75*, *50 4-dr., $210°, °49 4-dr., $150,| "56 Belvedere (8) 4-dr., $1,420°.''54 sta- 
*53 Ch fice: conv., $110. $ tion wagon, $750; Belvedere 2-dr. Hard- 
ev~ | DeSOTO—'55 Firedome (8) 4-dr., $1,250°| top, $720. °53 station wagon, $715; 4-dr., 

(ps). 53 Firedome 4-dr., $575*. $460; 2-dr., $425. °52 2-dr., $300, 


$410*; Cham 
*. Sar ° 10°; pion (6) club coupe, $305; 
Victoria, $1,640*; 2-dr. Hardtop, $1,640 Hardtop, $280*. °49 Champion’ 4-dr., 


$1,500° (ps), $1,295; 4-dr., $1,375°, $1,-| _ $180 

$1,400; Ford %-ton pickup 

Dodge %-ton pickup, $875; Ford %-ton 

pickup, $695; Volkswagen 2-dr., $1,205, 
(Continued on Page 48, Col. '» 


toria, $1,295*; Ranch Wagon, $1,280*; 
Custom (8) 4-dr., $1,130*, $1,080*, $975; 
$1,265; Main (8) 4-dr., "3905° A "53 Custom (8) 
station wagon, $985; Hardtop, $810°*, 





460:1-2 


_ 










































































Used-Car Auction Prices 


(Continued from Page 47) 


'54 Ford %-ton pickup, $495. °53 Willys 
4x4 pickup, $565. '52 Chevrolet %-ton 
pickup, $450. '51 Willys 4x4 pickup, $420. 
'50 Chevrolet %-ton pickup, $395; GMC 
%-ton pickup, $400, '49 Willys 4x4 pick- 
up, $390. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Oct, 3.) 

(Sold cars out of 489 consign- 
ments.) 

BUICK—’57 Special Riviera, $2,405° (ps). 
'56 Special station wagon, $1,700°. ‘55 
Super Riviera, $1,370* (ps), $1,075* (ps); 
Special Riviera, $1,335*, $1,250°, $1,230°, 
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$940°; coupe, $1,225° (ps); Century 4- 
dr., $1,090°. °54 Super Riviera coupe, 
$1,095° (ps); Special 2-dr., $685. ‘53 
Super Riviera, $675*, $650°, $625° (ps), 
$595°; 4-dr., $400°, $295°; RM coupe, 
$535* (ps). °52 Super Riviera, $325°, 
$300*, $225°. ‘51 Super Riviera, $250°; 


RM Riviera coupe, $240°. 


CADILLAC—’57 (62). coupe de Ville, $4,- 
100° (ps); 4-dr., $3,925° (ps); coupe, 
$3,900* (ps). °56 (62) coupe de Ville, 
$3,260° (ps), $2,955* (ps); 4-dr., $2,705° 
(ps); coupe, $2,600* (ps), $2,490° (ps). 
’55 (62) coupe de Ville, $2,670° (ps), 2 
at $2,525° (ps), $2,245* (ps). '54 Eldo- 
rado conv., $2,240* (ps). 53 (62) coupe 
de Ville, $1,050* (ps). '51 4-dr., $600* 
ps), $500° (ps), $450°. "49 4-dr., $220°. 

LET—'57 Corvette Hardtop, $2,- 

365; Bel Air Nomad, $1,725* (ps); 4-dr., 

$1,550; Two-ten (8) station wagon, $1,- 

970; Two-ten (6) station wagon, $1,960*. 


‘56 Bel Air (8) Sport coupe, $1,695° 
(ps); 2-dr., $1,220, $1,020; Bel Air (6) 
Sport coupe, $1,500°; 2-dr., $1,335; 4-dr., 
$1,230°. '55 Two-ten (6) 2-dr., $1,050°; 
2-dr., $1,045*; Bel Air (6) 4-dr., $1,050, 
$880; 2-dr., $940°, $935. ‘54 Two-ten 
4-dr., $775, $620, $600°, $525; 2-dr., 
$665; Bel Air 2-dr., $645. ‘53 Bel Air 
4-dr., $655; Two-ten 2-dr.. $450° ‘51 


2-dr., $300*°. 50 coupe, $200°. 
CHRYSLER—’'55 Windsor Nassau, $1,300*; 


4-dr., $1,015*. °52 Windsor 4-dr., $215. 
'57 Firesweep Sportsman, $2,260° 
(ps). "53 Firedome 4-dr., $465*, $245°. 


DODGE—’56 Custom (8) Royal Lancer, 
$1,700* (ps). '55 Coronet (8) 4-dr.. $935. 
"54 Royal (8) 2-dr., $515*. '53 Coronet 
(8) 4-dr., $390, $340; Meadowbrook 4- 
dr., $280. 

EDSEL—’'5S Ranger 2-dr. Hardtop, $2,825* 
(ps). 


You can now have 
an entire 


Reference 
Library 
on the 


Greater Cleveland Market 
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RETAIL PURCHASING 
BY ECONOMIC LEVELS 
of Greater Cleveland 





1956 NEW CAR SALES 
in Greater Cleveland 

by Census Tracts 

and Economic Levels 


FORD—’57 station wagon (8), $2,155*; 
(6) Country sedan, $2,150°; Fairlane (8) 
Victoria, $2,075*, $2,010* (ps), $1,975° 
(ps), $1,950° (ps); Custom (6) 300 4-dr., 


$1,615*. °56 Thunderbird, $2,400*° (ps), 
$2,370*, $2,335, $2,335°; Fairlane (8) 2- 
dr. Victoria, $1,350°; conv., $1,100° 


(ps); Custom (8) 2-dr., $1,080*; Custom 
(6) 2-dr., $855. 55 Thunderbird, $2,025* 
(ps); Fairlane (8) Victoria, $1,145*, $1,- 
130*, $1,100; 2-dr., $825*; Ranch Wagon, 
$870; Custom (8) 4-dr., $850°. °54 Cus- 
tom (6) 4-dr., $475°%; 2-dr., $455, $410; 
Custom (8) 2-dr., $375; Main (8) 2-dr., 
$455. ‘53 Country sedan station wagon, 
$650; Ranch Wagon, $505; Custom (8) 
4-dr., $295; Main (6) 2-dr., $250. 

HUDSON—’55 Hornet (8) Hollywood, $1,- 
100*, $1,065*. "54 Wasp Hollywood, $285*. 

LINCOLN — '56 Premiere 4-dr., $2,500* 
(ps); Capri coupe, $2,300* (ps), $2,250° 
(ps), $2,120* (ps). ’54 Capri coupe, $695* 
(ps). 

MERCURY—’57 Monterey coupe, $2,050*. 
"56 Custom coupe, $1,380*°; Monterey 4- 
dr., $1,240*. '55 Monterey coupe, $1,270*, 
$1,200*; 4-dr., $985°; Montclair coupe, 
$1,500*; Custom 2-dr., $835. ‘54 Monte- 
rey Sun Valley, $940* (ps). °53 Custom 
2-dr., $645; 4-dr., $260*; Monterey coupe, 
$555*, $490°; 4-dr., $245°. ‘52 2-dr., 
$310, 

NASH—’55 Ambassador Country Club, $1,- 
090°; 4-dr., $1,085°. °53 Statesman 4- 
dr., $345, $290; 2-dr., $275. 

OLDSMOBILE—’57 (98) Holiday, $2,550* 
(ps). °56 (98) Holiday, $2,000*° (ps); 
(88) Super Holiday, $1,800* (ps), $1,- 
700* (ps). ‘55 (98) Holiday, $1,510* 
(ps), $1,465* (ps), $1,380° (ps); 4-dr., 
$1,400* (ps); (88) Super 4-dr., $1,370*; 
Holiday, $1,210*° (ps); conv., $1,060* 
(ps). "54 (98) 4-dr., $995° (ps). "53 (88) 
4-dr., $370°, '52 (88) 2-dr., $350*, $320; 
4-dr., $305°. °51 (98) Holiday, $300°, "49 
4-dr., $235°. 

PACKARD—'S4 Clipper 4-dr., $730*. 


PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
195; Savoy (6) 4-dr., $905. '55 Belvedere 
(6) 4-dr., $935*°. °54 Belvedere 4-dr., 
$570; Plaza 4-dr.. $405; Savoy 4-dr., 
$400, "53 Suburban station wagon, $305. 

PONTIAG — '56 Chieftain 4-dr. Catalina, 
$1,600* (ps). °55 Safari station wagon, 
$1,525°*; Star Chief 4-dr., $1,065*; Chief- 
tain 2-dr., $855. ‘54 Chieftain 4-dr., 
$615*. "53 4-dr., $365°; 2-dr., $250. 

RAMBLER—'57 Cross Country, 
"56 Cross Country, $1,645*. 


"55 Cross 
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$1,850°. | 


Country, $1,115*, $1,105, $1,000°; 2-dr., 
$745°. 

STUDEBAKER—’58 Scotsman (6) 2-dr., 
$1,570. '57 Silver Hawk (8), $1,450, ‘56 
Golden Hawk (8), $1,675* (ps). ‘53 
Champion (6) 4-dr., $300. 


MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,700, $1,650, 2 at $1,625, $1,570, 2 at 
$1,565. °56 Volkswagen 2-dr., $1,470, $1,- 
410, 2 at $1,400, $1,370, $1,350. 


FLINT, MICH. 


(Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of Oct. 2.) 

(Sixty percent of cars across the block 
were sold. Prices seemed to be off with 
the exception of sharp cars. Sold 109 
cars out of 181 consignments.) 

BUICK—’57 Special 2-dr. Riviera, $2,390*° 
(ps). '56 Special station wagon, $2,030°*; 
Riviera, $1,500*; 2-dr., $1,350. "55 RM 
Riviera, $1,390* (ps); Super Riviera, $1,- 
350° (ps); Century Riviera, $1,350*° (ps), 
$1,315*, $1,310; Special 4-dr., $790. '54 
Century conv., $1,050*° (ps); Special 2- 
dr., $900; 4-dr., $710. '53 Special 2-dr., 
$575; Super Riviera, $560*, $505°; 4-dr., 
$555*, $435°. 52 RM 4-dr., $260°. °51 
Super Riviera, $270*; 4-dr., $145*. 

CADILLAC—’52 (62) club coupe, $675*. 

CHEVROLET—’57 Two-ten (6) 2-dr., $1,- 
650. ’°56 Bel Air (8) Sport coupe, $1,630*, 
$1,310*; 4-dr., $1,535; Two-ten (8) 4-dr., 
$1,310*; 2-dr., $1,245; club coupe, $1,- 
250°. °55 Two-ten (8) station wagon, 
$1,050*; Bel Air (8) conv., $1,085*, $1,- 
020* (ps); 2-dr., $1,030%, $1,075°. °54 
Bel Air station wagon, $950*; Two-ten 
station wagon, $880; 4-dr., $685; 2-dr., 
$505. °53 4-dr., $560; club coupe, $315°*. 
"52 4-dr., $290°. °51 4-dr., $135°. 

CHRYSLER—’51 Windsor club coupe, $125. 

D OD G E — '53 Meadowbrook club coupe, 
$165. 

FORD—’57 Custom (8) 300 2-dr., $1,720°*. 
"56 Fairlane (8) Victoria, $1,500°; club 
sedan, $1,340°; Ranch Wagon, $1,275*; 
Custom (8) club coupe, $1,270*; 4-dr., 
$1,175*, $1,110°. '55 Ranch Wagon (8) 
4-dr., $980. °54 Country sedan, $1,045*; 
Crest (8) 4-dr., $810°; Victoria, $750* 
(ps); Custom (6) 2-dr., $570; Custom 
(8) 2-dr.. $525°. 
$625*; Custom 
Main (6) 2-dr., $315. °52 Custom (8) 
2-dr., $380; Custom (6) 2-dr.. $280*; 
conv., $255*. "51 2-dr., $225°, $225; Vic- 
toria, $190, °41 4-dr., $165. 

LINCOLN — ’'57 Premiere 4-dr.. $3,285* 
(ps). "55 Capri club coupe, $1,510*. 

MERCURY—'56 Monterey Phaeton, $1,440* 


(6) 2-dr., $415°, 


‘ps); 2-dr.. $875. °55 Monterey 4-dr., 
$875. 
NASH—'52 Statesman 4-dr., $240. 
OLDSMORBILE—'55 (88) Super 4-dr., $1,- 
315°; Holiday, $1,280. °'54 (88) Super 


4-dr., $1,015°; 2-dr., $655. "53 (88) Super 
4-dr., $495°, $450. 

PLYMOUTH—'56 Belvedere (8) 2-dr., $1,- 
335°. "55 Savoy (8) station wagon, $1,- 
160°; Belvedere (6) club coupe, $1,040*; 











WHO BUYS 
STATION WAGONS 
(78% bought by 4 the families) 





WHERE TO LOOK for 
NEW CAR SALES 


in Greater Cleveland 
Purchases per 100 Families 


by Census Tracts 
Yours without charge. Write, wire or phone 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network. 


AUTOMOTIVE NEWS, OCTOBER 14, 1957 


"53 Crest (6) Victoria, | 
$370; | 





“She’s the best damn bird dog 
in the business!” 





Plaza (6) 2-dr., $710, $630. °54 Savoy 
4-dr., $445; club coupe, $350. °53 sedan, 


$420. 

PONTIAC — '56 Chieftain 4-dr. Hardtop, 
$1,550°. 55 Star Chief Catalina, $1,095*; 
Chieftain 2-dr., $1,030*%; 4-dr., $1,010*, 
$850. 54 Star Chief 4-dr., $875*, $770* 
(ps). °53 Catalina, $575*; 4-dr., $265, 
$205. ’51 conv., $175. 

RAMBLER—’54 station wagon, $950. 

STUDEBAKER "52 Commander 4-dr., 
$145°. 

MISCELLANEOUS—’57 Volkswagen Sun- 


roof, $1,675. ‘56 Volkswagen 2-dr., $1,- 
340. 

EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 


Thursday. Prices are for sale of Oct. 3.) 

(If they're clean, they’re moving well. 
New and late models coming down, Sold 
75 cars out of 92 consignments.) 


BUICK—’'55 Special 4-dr., $1,060*. "52 Spe- 


cial 4-dr., $210. °51 RM 4-dr.. $180*, 
$170°, $110°. "50 4-dr., $155°. "48 4-dr., 
$160°*. 
CADILLAC—’'56 coupe de Ville, $3,200* 
(ps); sedan, $2,775* (ps). "53 (62) 4- 
dr., $1,060°. 


CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
400°. 55 Bel Air (8) 2-dr., $980. '54 Bel 
Air 4-dr., $790°; Two-ten 4-dr.. $690; 
2-dr., $660, $650, $500. "53 Two-ten 4-dr., 


$330°; One-fifty 2-dr., $395. ‘52 2-dr., 
$130°, ‘51 2-dr.. $185*. ‘50 Hardtop, 
$270. 49 coupe, $125. 

CHRYSLER—'51 Windsor 4-dr., $180*. 

DeSOTO—'53 conv., $430°. '51 4-dr., $120. 

DODGE—'5S4 Royal (8) 4-dr., 700°. °53 
Meadowbrook 2-dr.. $380. ‘51 station 
wagon, $120. *50 4-dr., $100. 

| FORD—'56 Ranch Wagon (6), $1,195. ‘55 
Fairlane (8) station wagon, $1,375*; 2- 
dr., $960; conv., $960°; Victoria, $900; 
Custom (8) 4-dr., $935. "54 Custom (8) 
2-dr., $560. ‘53 Ranch Wagon, $605, 
$525* (ps); Main (8) 2-dr., $485; Cus- 








| OLDSMOBILE—’54 


tom (8) 2-dr., $355. "51 4-dr.. $180. 
LINCOLN—’'53 Capri Hardtop, $510* (ps). 
MERCURY—'56 Monterey Hardtop, $1,- 
670°. '51 4-dr., $135°. 
NASH—'53 Statesman 4-dr.. $290°. "51 2- 
dr., $175. 


(88) Super 4-dr., $1,- 
170° (ps). °53 (88) Super 4-dr., $750; 
(98) 4-dr.. $560° (ps). ‘52 (88) 2-dr., 
$400°. "51 (98) 4-dr.. $310°. ‘50 2-dr., 
$110. 

PACKARD—'53 4-dr., $360* (ps), $195. 

PLYMOUTH — ‘55 Belvedere (6) station 
wagon, $1,190°; Plaza 2-dr.. $900. ‘53 
Cranbrook 4-dr.. $470, $375. °52 Cam- 
bridge 2-dr., $220. 

PONTIAC—'55 Chieftain 4-dr.. $480. ‘51 


Catalina, $240°. '50 2-dr., $165. 
RAMBLER—’'55 station wagon, $1,080*. 
MISCELLANEOUS—’'55 Austin, $585. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Sept. 30.) 


BUICK—'56 Century 4-dr.. $1,745*. °55 
Special 2-dr. Riviera, $1,410* (ps), $1,- 
350°, $1.335°: Super 2-dr. Riviera, $1,- 
395° (ps); RM 2-dr. Riviera, $1,370° 
(ps). ‘54 Super Riviera, $1,140° (ps): 
conv., $1,130°; RM 4-dr.. $920° (ps). "53 
Svecial 4-dr.. $475°. "52 RM Riviera. 
$320° (ps). °51 Super 4-dr., $325°*. 

CADILLAC—'57 (62) coupe de Ville, $4, 
975° (ps); club coupe, $4,250° (ps); 
4-dr., $4,100° (ps). "56 (62) coupe de 
Ville, $3,680° (ps); Eldorado conv., $3,- 
480° (ps). "55 (62) coupe de Ville, $2,- 
680° (ps). ‘54 (62) club coupe, $2,100* 
(ps). 

CHEVROLET—'57 Bel Air (8) Hardtop, 
$2.300° (ps); conv., $2,135°; 4-dr., $2,- 
040°, 2 at $1,975*, $1,930°, $1,880°, 


$1,825°, $1,805°. "56 Two-ten (8) station 
wagon, $1,860* (ps); 4-dr.. $1.425*, $1,- 
345, $1,290, $1,265, 2 at $1,225. "55 Bel 
Air (6) Hardtop, $1,320*; One-fifty (6) 
station wagon, $1,260; 4-dr., $850: 2-dr., 


$835, $705. '54 Bel Air 4-dr., $825*. '53 
Two-ten 4-dr., $670°; Bel Air 2-dr., 
$650°. 

CHRYSLER—’57 NY station wagon, $3,- 
900° (ps). "55 NY 4-dr., $1,365* (ps). 
‘53 Windsor station wagon, $650*. ‘51 


4-dr., $330° (ps). "50 4-dr., $145*. 

DODGE—'57 Custom (8) Royal 4-dr., $2,- 
310° (ps), $2,150° (ps); Coronet Hard- 
top, $2,230° (ps). °55 Cororet station 
wagon, $1,325; Custom (8) Royal club 
coupe, $1,295*. °53 Meadowbrook club 
coupe, $380*. 

FORD—’57 Fairlane (8) Hardtop, $2,245* 
(ps), $1,820°, $1,750*; Fairlane (8) 500 
Hardtop, $2,150*, $1,935, $1,850*; Coun- 
try sedan, $2,070. '56 Fairlane (8) Hard- 
top, $1,485°; Ranch Wagon, $1,490. '55 
Thunderbird, $1,895; Country sedan, 2 
at $1,430*, $1,355*; Fairlane (8) Crown 
Victoria, $1,325*; Main (8) Ranch Wag- 


on, $1,095; Custom 4-dr., $895*. °'54 
Crest 4-dr., $795. °53 conv., $675; Vic- 
toria, $390. 
LINCOLN — '57 Premiere 4-dr., $3,715* 
(ps). "50 Cosmopolitan 4-dr.. $300*. 
MERCURY—’55 Monterey coupe, $1,315*; 


Custom 4-dr., $1,035*. 
dr., $505. ’50 2-dr., $260. 

NASH—’57 Custom station wagon, $2,400. 
"51 4-dr., $125. 

OLDSMOBILE — ’57 (88) 4-dr. Holiday, 
$2,750* (ps). °56 (88) Super 2-dr, Holi- 
day, $1,935* (ps); (88) Holiday, $1,815* 
(ps), $1,480°, °55 (98) 2-dr. Holiday, 
$1,705* (ps); 
270°; 


"52 Monterey 4- 


(88) Super 4-dr., $1,455*. °54 (98) 


Holiday, $1,270* (ps); (88) Holiday, $1,- 





(88) Holiday, $1,485*, $1,- 


——nitentigial 
205°; (88) Super 4-dr., $1,ca0* $805¢ 
53 4-dr., $770*. 50 4-dr., $260*' . 

PACKARD—’ 56 Clipper 4-dr., $1,630* (ps 
"54 conv., $700* (ps). '52 4-dr., goper’ 

PLYMOUTH—'56 Belvedere Hardtop, g)° 
440; Plaza (8) Suburban, $1,275; gay 
(8) 4-dr., $1,275. ’55 station wagon, g)” 
040; Belvedere (8) 2-dr., $435*; gaye 
(6) 4-dr,, $570. - 

PONTIAC—’57 Safari station wagon, jp 
200*. ’56 Chieftain Catalina, $1,599* 55 
Chieftain 2-dr., $1,070°. "54 Chief 
4-dr., $600*, '53 Chieftain <-dr., gag9. 
2-dr., $265*. '52 Catalina, $350*. ’ 

RAMBLER—’56 station wagon, $1,625* 

STUDEBAKER—'57 Golden Hawk, ‘$2,269s 


(ps). 

WILLYS — ’57 Jeep, $1,590. 55 station 
wagon, $2,200. '50 Jeep, $375. $360 
MISCELLANEOUS — 57 Chevrolet %-ton 
Pickup, $1,625, $1,575, $1,510. °56 Willys 
pickup, $860. '54 Chevrolet *%,-ton Pick. 
up, $525; %-ton pickup, $495; Willys 

pickup, $365. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 4.) 

(Things really looked up today, Su, 
was shining and cars were selling, We 
had lots of clean cars here.) 

BUICK—’57 Special Hardtop, $2,185*: 4. 
dr., $1,950*, '55 Special 2-dr. $1,099. 
4-dr., $880°. '54 Special 2-dr., $300*. 153 
Special 4-dr., $535; 2-dr., $465*. ‘52 
coupe, $300. '51 coupe, $200. 

OHEVROLET—'57 Two-ten 4-dr., $1,675. 
Hardtop, $1,485. ’56 Bel Air 4-dr,, 1° 
420°; 2-dr., $1,100. °55 Bel Air Hardtop, 
$1,050. °53 Two-ten 4-dr., $610; 2-dp 
$575; One-fifty 4-dr., $380. ‘52 4-dr, 
$275°; 2-dr., $270°. "51 4-dr., $225, $145, 
"38 4-dr., $145. '36 4-dr., $135. 

CHRYSLER—'57 Windsor Hardtop, $2,559" 


(ps). "53 NY 4-dr., $310°. ‘51 coupe 
$100* (ps). 
DODGE — '56 Coronet 4-dr., $1,300° "55 


Coronet Hardtop $900*. '53 4-cr., $300*, 
"52 4-dr., $250. °51 4-dr., $115. ‘50 4-dr,, 
$145. 
EDSEL—’58 Pacer Hardtop, $2,800* (ps), 
FORD—’'57 Fairlane (8) Victoria, $2,009 
(ps); 4-dr., $1,900*; 2-dr., $1,900*; Coun. 
try Squire station wagon, $2.000*; Cus. 


tom 4-dr., $1,650°. '56 Fairlane (8) 2. 
dr., $1,340; 4-dr., $1,300°; Country se 
dan, $1,275; 4-dr., $1,110. °55 Thunder. 


bird, $1,900; Fairlane Victoria, $1,150*; 
4-dr., $1,075°; 2-dr., $900; Custom 4-dr,, 
$910. ‘54 Custom 4-dr., $775, $625*:; 2 
dr., $600°. "53 Custom 4-dr., $625, $575*; 
2-dr., $470. '52 2-dr., $465, $275°*, $275 
coupe, $200. °51 2-dr., $340. ‘50 2-dr, 
$120. 

MERCURY —'57 Monterey Hardtop, $2. 
675; conv., $2,010. °55 Monterey 4-dr, 
$1,125*. °54 4-dr., $760*°. "53 coupe, $540, 

OLDSMOBILE—'57 (98) Hardtop, $2,735", 
"56 (S88) 4-dr., $1,735°; 2-dr., $1,525*, 
"53 (98) Holiday, $560*°; 2-dr., $425, "52 
4-dr., $200° (ps), $170°. 

PLYMOUTH—'56 Plaza 4-dr., $1.060°, 'S 
Savoy 4-dr., $740°. '53 2-dr., $530. 

PONTIAC—'54 Chieftain 4-dr., $520. 'S 
Chieftain 2-dr., $300. ‘51 coupe, $250*, 

STUDEBAKER—'51 2-dr., $125. 

MISCELLANEOUS—'55 Dodge ‘<-ton pick- 


’ 
, 


up, $710. °'54 Chevrolet pickup, $520; 
Ford %-ton pickup, $550. ‘48 Chevrolet 
truck, $100. 


BUFFALO 


(Thruway Auto Auction. Sale every Mon- 

day. Prices are for sale of Sept. 30.) 

(Market was soft despite sunny warm 
weather, Buyers must have anticipated 
snow. Prices should be firm for several 
weeks at these new levels. Sold 64 can 
out of 114 consignments.) 

BUICK—'56 Super coupe, $1,660° (ps). 'S 
Century Hardtop, $1,350° (ps); Super 
Hardtop, $1,175*; Special 4-dr., $1,120 
’54 Super Hardtop, $800. '53 Super Haré 
top, $430°. ‘52 Hardtop, $325*. 

CHEVROLET—'56 Nomad station wagon, 
$1,740°; Two-ten 2-dr., 2 at $1,100*. 'S 
Bel Air (8) 4-dr., $1,125*; Two-ten 4-dr, 
$990, $950, $860; 2-dr.. $810*. "54 Twe 
ten 2-dr., $585; One-fifty 4-dr., $510. "S 
Two-ten Hardtop, $475; conv., $435; > 
dr., $200*. "52 Delray coupe, $230, $150". 

DeSOTO—'55 Firedome Hardtop, $1,160". 
"54 4-dr., $625° (ps), $455° (ps). 

DODGE—’'55 Coronet 4-dr., $255. 

FORD—'55 Country sedan station wagon, 
$1,310; Fairlane (8) Victoria, $1,275"; 
Custom 2-dr., $760; Main 2-dr., $700. 
"54 Custom 2-dr., $325. '53 Custom 2-dr. 
$495°. "52 Main 2-dr., $205. 


LINCOLN—’55 Capri Hardtop, $1,585" 
(ps). 

MERCURY—’'56 Monterey Hardtop, $1- 
460°. °55 Custom 2-dr., $1,080*; 4-dr., 
$800. °53 Monterey Hardtop, $770*°; + 
dr., $500°, '51 Custom 4-dr., $160°*. 

NASH —’54 Statesman 4-dr., $400. 8 
Statesman 4-dr., $185. 

OLDSMOBILE — ’54 (88) Hardtop, $800; 


2-dr., $745°. 

PACKARD—'55 Clipper Hardtop, $1,120° 
(ps). '53 4-dr., $450*, $400. 

PLYMOUTH—'56 Plaza 2-dr., $810. 'S 
Cranbrook 4-dr., $435; station wage, 
$250. 

PONTIAC—’56 Chieftain 2-dr., $1,025. 
Star Chief Hardtop, $800*. 

* * * 


— Auctions in Brief — 
ATLANTA 
| Dixie Auto Auction. Sale every Tuesday 
(Oct, 1). There were plenty of late model 


here today and they sold just right. We 
can st#il use more clean cars. 
* 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Salt 
every Thursday (Oct, 3), Good cars brought 
top dollar, Bidding very active. Need clea® 
cars. 





Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. Ne 
Pit—No Holes, Just plug into nearest ele 
trical outlet. For indoor or outdoor displél 


Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 











\a \ 





ISTERED 85848 SOW lB .SBES . wee FBVSLE.. 


= US 


s7gce 


22e¢sS2 2&3 » cum, &% 252 jew ee csc eces 


= 


To 


col 


ge 






BESTS 2 ASERFSSS wereoc 











on, $2,. 


625%, 
$2,200* 


stat! 
60, ™ 
%-ton 
} Willys 
mM Dick- 
Willys 


0 2-dr., 


Pp, $2- 
y 4-dr,, 
e, $540. 
$2,735*, 
$1,525°, 
425. "52 


60°. "SS 

30. 

20. "53 
$250°, 


on pick- 
. $520; 
hevrolet 











emphasis on a crash-proof car,” he 
Said 
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will Win the Cold War’... 


‘Ideas Rated as Ultimate Weapon 


SAN FRANCISCO.—If the capi- 
ic world is going to win the 
War, it will do it with ideas. 

fo do this, the U.S. will have to 

interested in ideas and properly 
fnance the idea battle. 

That advice was given by Theo- 
dore S. Repplier, president of The 
Advertising Council, in a speech 
here. 

“I feel strongly that ideas will 
engineer the road to the future,” he 
said. “This is rough on Americans, 
for we are a people of action. 

“We have produced few philoso- 
phers, possibly because Americans 


find it hard to sit still very long at 
one time.” 

Repplier discussed how the writ- 
ings of Karl Marx started the Com- 
munist movement which has finally 
led to the East-West Cold War. 


“Ideas got the world into this 
predicament, and ideas — not 
bombs—are likely to be what gets 
us out,” he said. 

He called the East-West conflict 
an “ideological struggle” and said 
that ideas and not transocean mis- 
siles are the ultimate weapon. 

Repplier pointed out that the U.S. 
is spending $35 billion on defense 
and “only $113 million to project 
the facts about us to the world— 
about 70 percent of what one 
American company spends to ad- 
vertise its products at home. 

“And this year, Congress cut even 
that modest sum 16 percent, caus- 
ing the U.S. Information Service 
to shut up shop in country after 
country and leaving a clear field to 
the delighted Communists.” 

He said the information agency 
should have a budget “double its 
present size,” adding, “We must 
select a few truths about America 





Burt Foundry Division 


To Be Closed by Auto-Lite 


TOLEDO.—Burt Foundry di- 
yision of Electric Auto-Lite Co., 
will be closed within 90 days be- 
cause Other firms can supply cast- 
ings at a lower cost, the company 
said. 

Built in 1917, Burt Foundry sup- 

Auto-Lite with grey-iron cast- 
ings until the mid-1940s, when it 
became part of the Auto-Lite 
foundry division. 








‘Impractical’ Research 


Urged in Traffic Safety 


DETROIT.—The kind of “imprac- 
tical” research that produced the 
electronic age was recommended to 
traffic experts as a weapon in the 
battle for greater highway safety. 

Dr. Lawrence R. Hafstad, GM 
research vice-president, told the 
Institute of Traffic Engineers 
that entirely new auto instru- 
ments to help contro] the “chronic 
violator fringe” of drivers are 
among the possible results if 
teams of “competent amateurs” 
and other researchers are turned 
loose on traffic problems, 

He emphasized that such “driver 
monitor” instruments were cited 
“not necessarily as recommenda- 
tions, but as examples of the kind 
of unconventional ideas which are 
likely to emerge 
if more of a 
mixed-team or op- 
erations research 
approach is intro- 


traffic problem, he proposed use 
of the “systems engineering ap- 
proach, with its companion tech- 
niques of operations research.” 
This approach, he said, is “widely 
used and highly developed in the 
communications industry, in the 
aircraft industry and in the mis- 
sile business.” 

In these and other fields, Hafstad | 
said, standard practice is to use a| 
“mixed team” with “a generous in- | 
fusion of ‘outsiders.’” 

“During and since the war, it has 
been repeatedly demonstrated that 
it is mainly from such ‘teams’ of | 
highly competent amateurs that one 
gets refreshingly new approaches 
to old and seemingly insoluble 
problems,” he said. 

Such research teams should be 
permitted to explore “the novel and 





interesting” as well as the obviously 
practical Hafstad said. He ex-| 
plained that “no research man | 
expects anything impractical to be 
introduced . . . on the highway;| 
however, to get one idea which is'| 
both novel and practical he must) 
be allowed to explore 10 ideas which | 
which are novel but of which nine | 
prove impractical.” 


duced into the 
traffic problem 
area.” Among hy- 
pothetical exam- 
ples of “driver 
monitors,” he 
mentioned: 

1. A magnetic 
tape to record 





Dr. L. R. Hafstad 
speeds at which a car had been) 


He suggested that the “mixed | 
teams” include, for example, psy- | 
chologists and biologists, who still | 
speak in “a small and somewhat | 
driver that he was speeding, (Haf-| Squeaky voice” in the traffic field. | 
stad Suggested in jest that the| Research also might help reduce | 
warning might be sounded by a|urban traffic congestion through 
music box playing “Nearer My God| the use of “electronic brain” com- 
To Thee.”) puters, Hafstad said. He noted that | 

3. A system to duplicate roadside | S0me cities already are using such | 
traffic signals inside the car, “where | devices at some intersections. 
they would speak with considerably| Hafstad said that although 1% | 
enhanced authority.” percent of the funds appropriated 

4. A system which would not! under the new Federal highway im- 
merely signal the driver, but would| Provement program have been al- 
contro] the operation of his vehicle.| !ocated for research, surveys and 
Hafstad said “such systems are Planning, he feared that “unless 
Sure to come for high-speed ex-| real research is vigorously defended, 
pressways.” surveys and planning will quickly 

“If the arrogant and uncoopera- | #>S°rb these funds.” 
tive minority of drivers can be | “The best insurance we could 
eliminated, one can begin to con- | have for a healthy traffic situation 
ceive of expressways which can | 10 to 20 years hence would be for 
be made essentially idiot-proof,” | the major part of this allocation to 
he said. be invested in the kind of research 

Hafstad told the engineers that | I have tried to describe to you,” he 

connection with the traffic said. 


Problem, we seem to have done a Oe 
L-M to Wind Up 


Pretty fair job in seeing what can 
Dealer Showings 


done with concrete, steel and 
asphalt. But there are almost an 

DEARBORN. — Lincoln-Mercury 
division will wind up dealer show- 


nity of other approaches to the 
Problem which have long remained, 

ings of its 1958 models this week. 
Dealers in the central] region will 


relatively, almost untouched.” 
“I am convinced that more prog- 

See the cars Wednesday (Oct. 16) 

in Detroit. 


Tess can be made in traffic safety 
The final showing will be held 


by emphasizing the relations be- 
tween the driver, the signalling 

in St. Louis Friday (Oct. 18) for 
dealers in the Midwest region. 


driven just prior to an accident. 

2. A device to relay from road-| 
side radar installations, now used | 
to detect speeders, a warning to the 











system and the road, than by undue 


To cope with all phases of the 


and put our full force behind 
them.” 


Repplier discussed anti-American 
feeling in foreign countries and 
said many reports on the subject 
were either false or exaggerated.| § 
He said that the U.S. was running| © 
ahead of Russia in public-opinion 
surveys in Europe. 


He said that he doubted that 
Americans were hated abroad. “We 
are envied, yes—and envy often 
emerges above the surface of the 
ego looking like hate,” he said. | 

The speaker said that being | 
liked is not the most important 
question. “It is pleasant to be 
admired, of course, but we are in | 
something far more serious than | 
a popularity contest.” 

He said the key issue is whether | 
the capitalistic philosophy and 
ideals are winning converts or los- 
ing them. He said capitalism had 
lost ground where it was not! 





Truck Outlet Spreads Wings— 


New sales and service center of Leonard-Mack Co., Albuquerque, Mack distributor 


understood and mentioned how it|in New Mexico, features a Y-shaped building to reduce walking time between 
had gained where the ideas behind | departments and better utilize parking space. Showroom, offices and parts department 


it had been properly put forward. 
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Model 94 Re- 
mote Tireflator 
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JOHN Wood COMPANY 


Bennett Pump Division 
Muskegon, Michigan 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto * Montreal * Winnipeg * Vancouver 


are in central unit, with service areas in flanking wings. 


Speed lube 
work with 


ECO 


Tireflators 


® Overhead Reel 
Convenience 
no hazardous tangled lines 


® Automatic Inflation 
no inflate and test 


® Precision Accuracy 
from 5 to 110 pounds 


® Saves Time 
no hunting for missing gauges 


That’s not all. You save money too, 
because with ECO you can count on 
the first cost being the last cost. 
Today, this modern time and cost 
saving equipment is one of your big 
profit building opportunities. 


ECO dependabil- 
ity, convenience 
and economy is 
also available in 
Islanders® that 
supply “one 
stop” air and 
water service 
from one com- 
pact unit. Model 
244 AWT illus- 
trated. 
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FOR 
NEW CAR 
DEALERS... 


A rental and 
leasing system 
designed 
exclusively 

for you! 


Cars Réntal System, Inc., 
has met with instant 
success—now has new car 
dealers operating in many 
states. We make your 
entry into the profitable 
rental and leasing field 

as simple as possible. . . 
provide you with 

the latest, complete 
operational methods. 
Endorsed by car 
manufacturers, here 

at last is a rental and 
leasing system tailored 

to your needs. Founded 
and operated by eminent 
new car dealers, we invite 
you to join the ranks 

of successful new car 
dealers who are becoming 
part of this international 
organization. Exclusive 
territories now available 
to qualified dealers 

in cities of 10,000 

or more. Write today for 
complete details: 


Authorized Dealers 
Rental And Leasing System 


938 Sunrise Lane 
Fort Lauderdale, Florida 





firm but gentle manner 
for over 20 years in the 
diplomatic, skillful handling 
of your delinquent accounts. 
NO CONTRACTS 
NO COMMISSIONS 
NO COURT 
PROCEDURE 


Please Wire, Write or Phone 


ASSOCIATES INC. 
161 Massachusetts Avenue 
BOSTON @ Phone CO 65208 
Bonded & Licensed Collectors & Adjusters 











|bile in Hartford as early as 1787) 


| Kinsley built and drove between 
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°58s Feature Fins, Dual Lights .. . 








Studebaker Hikes Model Range 


What's New: 


Dual headlights .. . tail fins ... 
14-inch wheels . . . lowered roof 
line ... one-piece driveshaft .. . 
new interior trim ... two new 
hardtops .. . improved rear 
springing. 

+ a a 
_ 1958 selling season begins 
tomorrow (Oct, 15) for Stude- 
baker dealers as they wheel 11 
sedans, station wagons and Hawks 
into the showroom, 

A pair of two-door hardtops, 

newcomers to the Studebaker line- 


Atwood Offers 
3 Vehicles with 


*Terra-Tires’ 


ROCKFORD, Ill. — Atwood 
Vacuum Machine Co. is offering 
three vehicles which feature Good- 
year Tire & Rubber Co.’s “Terra- 
Tire.” 

They are the Utilicar, a tractor 
and a golf car. 

The “Terra-Tires” are said to 
give high maneuverability and to 
be adaptable “to a wide range of | 
weather and ground conditions. 

The Utilicar and golf car are 
powered by either gas or electric 
motors. The Utilicar is designed for 
a wide range of light hauling as- 
signments. The company says it can 
be uSed as a second family car. 

Atwood says the two-passenger 
golf car does not disturb golf-| 
course tees and fairways. 

The average tractor weighs 2,800 
pounds and has a draw-bar pull of 
2,450 pounds. 





up this year, are scheduled to ap- 
pear next month. 

Most-apparent changes on the 
1958 cars are dual headlights, 
tail fins and a lowered roof line. 


Studebaker has tightened its 
entry list this year. Only 13 models 
are offered compared with 21 in 
1957, but the ’58s include more body 
styles than were available last 
year. 

+* * * 
— two-door hardtops account 
for the broader range. Last 
year, hardtops were available only 
in the Hawk series, This year, 
there also will be Commander and 
President hardtops. 

The company has dropped the 
“custom” and “deluxe” designa- 
tions which increased its model list 
but not its market coverage. Three 
station wagons have been discon- 
tinued, but a two-door and four- 
door mode] still are offered in this 
style. 

The lowered roof line has been 
accomplished with no loss of 
headroom. It was made possible 
through use of a one-piece drive- 
shaft which enables the floor pan 
to be lowered. Sedan height has 
been cut to 58 inches, two inches 
less than in 1957. 

The new driveshaft by lowering 
the rear floor tunnel and pan, also 
made possible the elimination of 
the rear arm rest on Hawk models, 
increasing comfort in the rear 
seat. 

“ > * 
yee headlights are standard on 
Commander and President 
models and optional on Champions. 
Fourteen-inch wheels are standard 
on V-8s and optional on sixes. 
Studebaker’s Luxury-Level ride 





An Automobile in 1787? 


Connecticut. Agency Tells of Steam Cars 
In George Washington’s Day 


HARTFORD, Conn.—If George 
Washington had visited Hartford 
during the late years of the 18th 
Century, he might have seen auto- 
mobiles scooting around the streets. 

The Connecticut Department of 
Motor Vehicles cited that bit of 
Americana in a brochure com- 
memorating the agency's 40th 
anniversary. 

It seems that a Nathan Reed was | 
operating a crude steam automo-| 


although, according to the bro- 
chure, “there is not too much his- 
torical information available” about 
it. 

More is known about two later 
steam models which Dr. Apollos 


1795 and 1797. 

“Although the days of Colonial 
witchcraft were past,” the brochure 
explains, “numerous Hartford resi- 





dents could see naught but evil in 
the invention, and they freely pre- 
dicted that Dr. Kinsley’s fiery, 
noisy thing could not live long.” 
Like Nathan Reed before him, 
Kinsley finally was discouraged by 
the “almost eternal mud on the 
streets,” so he retired his vehicles 
and turned to other projects. 
Other steam cars were built in 
Connecticut, the publication says. 
It tells of two brothers, James and 


Chrysler Boosts 
Marzelli in Sales 


DETROIT.—A. R. Marzelli has 
been appointed eastern area mana- 
ger of new-vehicle sales for 
Chrysler Corp’s. group marketing 
organization, with headquarters in 
New York City. 

He will be responsible for car- 
and-truck sales in 13 Eastern 
states and the District of Colum- 
bia, Marzelli formerly was Imperial 
sales manager for the Eastern 
marketing area. 

Prior to joining Chrysler, he was 
national sales promotion manager 
and later eastern sales manager for 
Packard.. He also served as a dis- 
trict manager, zone manager and 
national sales promotion manager 
for Pontiac. 


Henry Alonzo House, who drove 
such a vehicle around Bridgeport 
during the 1860s, “often taking 
parties of friends on trips as far 
away as Stratford.” 

The brochure claims that in 1895, 
a Hiram Percy Maxim “astonished 
and amused the public on Hart- 
ford’s Park St. with the first prac- 
tical gasoline car of which there is 
authentic record in America.” 

The publication also includes a 
history of automotive legislation in 
Connecticut and a record of the 


activities and accomplishments of | 


the Motor Vehicle Department dur- 
ing its 40-year history. 


S-P’s Gaskin Hits 
Canadian Help 
To British Imports 


HAMILTON, Ont.—The automo- 
bile industry has “already given 
our all in this business of tariff 
concessions to Britain,” President 
D. C, Gaskin, Studebaker of Cana- 
da, Ltd., said here. 

“British automobile products al- 
ready come into this country free 
of duty,” said Gaskin. “They have 
an advantage here they have no- 
where else in the world. They have 
a big advantage over the Canadian 
car manufacturers because we 
have to pay duty on automobile 
components coming into Canada. 

“And the deal with Britain isn’t 
even reciprocal,” said Gaskin. 
“They won't let us sell a car in 
Britain at any price. 

“They won’t give us an import 
license. They won’t even let us 
send a car over there as a gift for 
a friend. No. . . we've given them 
concessions enough, Don’t let us 
go any further!” 


Willis to Build Shop 

Don Willis, of Don Willis Motors 
(Nash), Ridgewood and Second 
Aves., Daytona Beach, Fla. has 
purchased. a lot in the 200 block of 
N. Ridgewood, Construction of a 
service department building begins 
immediately and attached office 
space will be added later. 


has been improved. New spring 
and shock rates, together with 
variable-rate coil springs, allow 
the car to adapt itself to road 
conditions irrespective of load 
or number of passengers, accord- 
ing to the company. 


Longer rear leaf springs, set) 


slightly back from center over the 
rear axle, prevent the front and 
rear of the car from dipping on 
sudden starts and stops. A link- 
type stabilizer, replacing the pre- 
vious linkless bar, is said to cut 
roll and sway and afford better 
stability in crosswinds, 

There are 13 exterior solid 
colors and 32 two-tones. The popu- 
lar Scotsman models now are 
available in five colors — black, 
white, blue, green and gray. 

* = * 
HIDEAWAY seat, which folds 
into the space normally oc- 

cupied by the spare tire, is avail- 
able on station wagons. Models 
with this feature have Captive Air 
tires. 

Interiors of sedans and Hawks 
feature “Shantung-styled” vinyl 
trim which gives the vinyl the 
grained-like, raised, woven effect 
of tweed. The basic interior color 
schemes are gray, blue-green and 
brown. 

As a safety feature, door 
panels are padded beneath the 
trim, Metal moldings have been 
replaced by an accent design of 
raised vinyl allowing greater 


Studebsher Offerings for 








safety and a softer, more luxuri- 

ous appearance, 

Scotsman and Champion mode's 
and the Silver Hawk 6 have a 10:- 
horsepower six-cylinder engin. 
Displacement is 185.6 cubic inch: 
and compression ratio is 7.8 to 
Commander V-8 horsepower is 18 
(195 with power kit); displacement 
is 259.2 cubic inches and compres- 
sion ration is 8.3 to 1, 

* * « 

HE President has a 289-cubic- 

inch engine which also is used 
in the Silver Hawk V-8, Horse- 
power is 225 for the President and 
210 for the sport model. The Gold- 
en Hawk uses this engine with a 
supercharger which pushes horse- 
power up to 275. Horsepower of all 
models is the same as in 1957. 

Scotsmans, Champions and Com- 
manders have a 116-inch wheel- 
base, are 202 inches long, 58 inches 
high and 78.5 inches wide. The 
President wheelbase is 120 inches. 
It is 206 inches long and the same 
height and width as other models. 

The Hawks also have 120-inch 
wheelbases. They are 204 inches 
long, 55 inches high and 71 inches 
wide, 

Here is Studebaker’s mode! line- 
up for 1958: 

Scotsman — Four-door sedan, 
two-door sedan and two-door, two 
seat station wagon. 

Champion—Four-door sedan and 
two-door sedan. 

Commander — Four-door sedan, 
two-door hardtop (to be added) 
and four-door, two-seat Provincial 
station wagon. 

President — Four-door sedan and 
two-door hardtop (to be added). 

Hawk — Silver Hawk Six, Silver 
Hawk V-8 and Golden Hawk V-8. 


‘58 





Scotsman Offers Utility and Economy— 


The Scotsman, Studebaker’s economy car, is available in three models — four- 
door sedan, two-door sedan and two-door station wagon. It has a six-cylinder, 





Champion Two-Door Sedan— 


One of Studebaker’s 13 models for 1958 is this Champion two-door sedan. The 
new cars are offered in 13 solid colors and 32 two-tones. Use of a one-piece drive- 


101-horsepower engine and is offered in five colors, compared with three last year. 


shaft has enabled Studebaker to lower the roof line of the 1958 entries. 


Dual Lights on Studebaker Wagon— 


Dual headlights, massive bumpers and a full-width grille of horizontal -strips are 
styling features of Studebaker's ‘58 Commander Provincial station wagon. All V-8 
wagons and sedans have dual lomps this year. The Provincial has a 180-horsepowef 


engine which my. be boosted to 195 with a power kit. 
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Auto Washington 





(Continued from Page 9) 


aspects. Congress this year hacked 
away at Government appropria- 
tions as never before. The result: 
Spending is increasing, quick tax 
relief prospects are diminishing. 

When they took their usual 
midyear look at the budget, 
Treasury officials said it now ap- 
peared that Federal expenditures 
in fiscal 1958 would come to $72 
billion. This is $200 million more 
than the $71.8 billion projected 
at the first of the year. What’s 
more, they conceded that plans 
to hold the budget to $70 billion 
in succeeding fiscal years had 
pretty well dissipated into the 
pipe-dream category. 

How come Congress’ economy 
drive resulted only in higher spend- 
ing in the fiscal year ending next 
June? Wasn’t the Administration 
supposed to supplement the law- 
makers’ efforts by tightening purse- 
strings where possible? 

The official Administration ex- 
planation pointed a large finger of 
blame at Congress. Congress, it 
was said, muddled matters by re- 
fusing to hike postal rates that 
would have brought in additional 
revenue and authorizing heavier 
farm price support grants than 
was expected. Then, of course, such 
matters as a sharp increase in 
interest rates on the national debt 




























Manufacturers 
Set Quarterly 
Sales Record 


WASHINGTON.—Sales of U. S. 
manufacturing corporations set a 
second-quarter record of $80.9 bil- 
lion this year, according to a re- 
port by the Federal Trade and 
Securities Exchange commissions. 
The total was 2 percent over the 
preceding quarter and 5 percent 
ahead of the second quarter of 
1956. 

Profits after taxes were $4.1 
billion, the same as in the first 
quarter. In the second quarter of 
1956, earnings were $4.2 billion. 

For the first six months of 1957, 
sales amounted to $160.6 billion, up 
6 percent from the year-ago period. 
Sales gains of 10 percent or more 
were recorded by motor vehicles, 
other transportation equipment, 
electrical machinery, instruments 
and petroleum refining. 

The motor vehicles and equip- 
ment class had sales of $14,199,- 
000,000, up 11 percent from $12,- 
812,000,000 in the first half of 1956. 
Earnings were $853 million, an in- 
crease of 20 percent over the 
Preceding year’s $708 million. 


Public Relations 
A TBEA Topic 


ATLANTA. — Jack Weed, AvurTo- 
Motive News truck and service edi- 
tor, addressed a public relations 
and advertising panel today (Oct. 
14) at the 10th annual convention 
of the Truck Body & Equipment 
Assn. 

His topic was: “The Editor’s Ap- 
praisal of Publicity — News and 
Public Relations Releases to the 
Automotive and Dealer Market.” 
Panel moderator was Paul R. 
Hafer, president of Boyertown 
Auto Body Works and TBEA 
Secretary-treasurer. 

Other panelists were Jay Dugan, 
Jay J. Dugan Agency, Phila- 
delphia; C. B. Rawson, Commer- 
cial Car Journal, Philadelphia; H. 
F. Verbiest, Verbiest Publishing 
Co., Detroit, and A. C. Nute, Dodge 
Truck News Bureau, Detroit. 


Seven Directors Elected 


Aerocar Stockholders 


LONGVIEW, Wash.—Stockholders 
lof Aerocar, Inc., have elected Wil- 
liam E. Sailors, Roy Parsons, M. 
R. Weed, E. J. Berwind, Preston 
Varney, Capt. Harold Aune and 

oulton Taylor as directors. 
Some 50 stockholders were in- 
brmed negotiations are in process 
possible mass production of the 
Ying automobile, and that foreign 

pital is expected to help produc- 
ition. 








helped cloud the crystal ball at the 
first of the year. 
* cd * 


Byrd Blames Administration 


ENATOR HARRY F. BYRD, 
Virginia Democrat and in- 
veterate economiser, was having 


Distributors Told 
Of BMC Plans 


SAN FRANCISCO. —A, E. Birt, 
president of Hambro Automotive 
Corp., outlined long-range plans for 
American distributors of cars man- 
ufactured by the British Motor 
Corp. He spoke at a convention in 
San Francisco. 


none of this explanation. He called 
the new budget estimate “scan- 
dalous,” saying the Administration 


flouted the intent of Congress by 


not translating Congress’ $5 billion 
cut in appropriations this year into 
reductions in expenditures. 


The rise in spending in the face 
of appropriation slashes was no 
mathematical mystery to Byrd. 
He said it stemmed from the fact 
that President Eisenhower had a 
carryover of around $70 billion 
of spending authority to take 
into fiscal 1958—and was using 
some of it. 


Whatever the reasons, the fact 
remained that the heavier fiscal 
1958 spending reduces the antici- 
pated budget surplus from $1.8 
billion to $1.5 billion. This pales the 
chances of any much-talked-of tax 
relief until after next July 1, when 
a new fiscal year starts. 

Congress, in its ardent wooing 
of voters, could ram through tax 
reductions early next year but this 
would pose the danger of running 





industrialist Cited— 


Ralph F. 


Peo, president, Houdaille 
Industries, Inc., Buffalo, has been cited 
by the University of Buffalo as a 
“pioneer in industrial development." The 
occasion marked the university's first 
World Frontiers Convocation Day. From 
left are Clifford C. Furnas, chancellor, 
University of Buffalo; Peo, and New York 
Gov. Averell Harriman. 


find a way to give the hard-pressed 
citizenry some early monetary 
relief. After all, promises wear thin 
after a while. 

The latest plan being talked 
up on Capitol Hill is “staggered” 
tax reductions, Under this device, 
the lawmakers would vote a 
substantial slash next year but 
would parce] out the tax reduc- 
tions gradually over several years. 

In this way the burden of lowered 
receipts would not be heavy enough 
to imbalance the 1958 budget or any 
succeeding budget. Relief to indi- 
viduals and businessmen would not 
be large in any given year, but at 
least there would be some allevia- 
tion of the tribute paid to the 
Internal Revenue Service every 12 
months, So the argument goes. 

It will be interesting to see how 
far this proposal gets in the House 
Ways and Means Committee, which 
opens tax hearings in January. 

+ * * 


Job Rise Expected 


the fiscal 58 budget into a deficit. 

Budget Director Percival Brun- 
dage frankly stated that the razor- 
thin anticipated surplus of $1.5 
billion does not justify tax cutting 
during fiscal 1958. Maybe the fol- 


Hambro is exclusive U. S. im- 
porter for the BMC line, which in- 
cludes the MG, Austin-Healey, 
Austin and Morris 1,000. Top sales 
and service executives from Eng- 
land also addressed the distributors. 


oo Labor Department reports 
that employers expect a modest 
autumn increase in employment in 
most of the nation’s principal labor 
markets. Bulk of the pickup is 
looked for in nonfactory activities. 


lowing year, he 
+ 
Congressmen Determined 
| Syl congressmen are ingenious 
people and are determined to 


said hopefully. 
= + 





INLAND 


Announces a |NEW| 





1-PIECE 





, 
Ad 
: 


Now, radiator servicing can give you worth-while 
profits! For Inland has developed the first complete 
1-Piece Radiator Shop! 

It gives 


1. COSTS LESS TO BUY }®* 


COMPLETE radiator department — everything you need 
to do the entire job— TEST, CLEAN and REPAIR 


radiators. 


2. COSTS LESS TO OPERATE 


You don’t need a full time operator. One of your present 
employees (our free factory school teaches him every- 
thing) in only a small part of his time will produce a 
very nice additional profit with no increase in overhead. 


3. TAKES LITTLE ROOM pia 


unit requires only 11’ 7” of wall space. Yet, it is large 
enough to handle all car radiators and many truck and 
tractor radiators. 

Does Every- 
4. COMPLETE SHOP tune: serv. 
icing radiators with the Inland RADIATOR SHOP is 
easy. For the unit combines the Flo-Test Machine, Hot 


MANUFACTURING CO. 


1108 Jackson St., Dept hie 
OMAHA 2, NEBR. 


Equipment 


EY 


World's Largest Manufactur f Radiator Servicing 





RADIATOR 


EQUIPS YOU FOR COMPLETE RADIATOR 
SERVICING — AT LOWEST PRICE EVER! 









3 


ESSENTIAL 
UNITS COMBINED 


rae 





ys 






Cleaning Vat and Test & Repair Bench—all in convenient, 
compact space. 


5. RADIATOR SERVICING IS 
PROFITABLE MA®KET Is GROWING! 


Prior to the pressurized cool- 
ing system, radiators required some service every 3rd or 
4th year. In 1956, cooling system pressure went up to as 
high as 14 lbs., producing a vigorously-expanded market. 
Radiators now require some service every 2nd or 3rd 
year. In 1958, pressures will go even higher. This in- 
creased pressure will likely shorten the interval between 
required service on radiators. 


WRITE FOR FREE 48-PAGE BOOK 
showing equipment, training course, “Pays-For-Itself” purchase 
plan and experiences of other operators. 

FP INLAND MFG. CO.,Dept. 1108 Jackson St, Omaho 2, Nebr. 


Please send free 48-pg. book describing new 1-Piece Radiator i 
Shop, training school, etc. 
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Over 200 pages 
and 450 illustrations 


= 


oes 


AUTOMOTIVE NEWS, OCTOBER 14, 1957 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


PUBLICATIONS PROVIDE COMPLETE 


Fundamentals 
Diagnosis 
On-the-Car Service 
Overhaul Instructions 


plus 


Complete Flat Rate 


and 


> Tool & Equipment Data 


covers all Dual-Range 
Hydra-Matic Transmissions 
through 1957. 


ay covers all Fordomatic, 


Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


$4.50 each 





Please order by Manual Number 
a - Mail orders wh h check money order to: 








* 





Affecti 


Factories and Dealers .. . 





By Martin L,. Whitmyer 
Staff Writer 

Edsel will become an alternate- 
week sponsor of NBC-TV’s weekly 
hour-long show, “Wagon Train,” 
starting Wednesday, Oct, 23, “Wag- 
on Train,” with Ward Bond and 
Robert Horton, is seen every Wed- 
nesday at 7:30 p. m., eastern time. 

Sponsorship of “Wagon Train” by | 
Edsel as its regular television series 
| will start two weeks after the) 
| automobile makes its television | 
| debut on “The Edsel Show,” co- 
starring Bing Crosby and Frank} 
| Sinatra. That program will be seen | 
on CBS-TV at 8 p. m. eastern time, 
| Sunday, Oct. ka 


+ 


\Buick- F rigidaire Show 

| “The Patrice Munsel Show” will 
|debut Friday, Oct. 18, over the 
| ABC-TV Network, with Eddie Al- 
|bert, star of stage, screen and 
| television, as guest star (8:30-9 PM, 
| EDT). 

The series will be co-sponsored 
by Buick and Frigidaire divisions 
of General Motors Corp. 

+ * * 


|New CBS Film Available 


“Depth Study,” an animated mo- 
|tion picture dealing with the role 
lof television in the American way 

of living, has been produced by 
CBS-TV in association with Terry- 








toons, a division of CBS-TV Film 
Sales, Inc., and is available for 
showing by the network and its 
stations to both business and gen- 
eral audiences. ae oes 
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|Chrysler Appoints Willette 


Chrysler Corp. has named Leo 
G. Willette supervisor of program 
films for the public relations de- 
partment. 

Willette, former Birmingham 
(Ala.) newspaper and _ television 
newsman, will have the responsi- 
bility of serving the needs of local 


" and network television programs, 


The new imported car that “Car Life” rates over 9 


leading economy cars sold in this country. 


The car that has consistently out-performed cars of 
twice its size in major competitions in Europe and 


America. 


The car that is sold only through dealers meeting the 
high standards of personal integrity and service com- 
petence that SAAB (Swedish Aircraft AB) requires. 


Dealer appointments still limited to the Northeastern 
States, west to Ohio and south to Washington, D. C., to 
insure immediate delivery. Complete parts service. 


SAAB MOTORS Inc. 


Executive Offices, 
130 West 57th Street, New York 


American Subsidiary of Svenska Aeroplan AB of Sweden 





Auto Advertising 


relative to sports, farm and wom- 

en’s programming. He will work 

under the direction of Thomas P. 

Marker, manager of the corpora- 

tion’s motion picture department. 
* * * 


Fram Names Fuller 


Marcus A, Fuller has been ap- 
pointed advertis- 
ing and sales pro- 
motion manager 
of the Fram 
Corp., Providence, 
| 

He previously 
Was associated 
with Lawrence M. 
Hirsig & Co. 

As part of his 

new duties, Fuller 

i wi plans an increased 

=. 5. Soe program of public 
relations and publicity activities 
for Fram, producer of oil, air, 
water and fuel filters. 

+ * * 


Clark Film Available 

“Moving Mountains,” a 27-minute, 
16mm. color and sound film por- 
trayal of man’s efforts through 
the centuries to improve and speed 
his ability to move goods and ma- 
terial, has been completed by Clark 
Equipment Co., Buchanan, Mich. 

The film dramatizes the role 
mobile materials handling equip- 
ment has played in freeing man 
from drudgery and toil. 

“Moving Mountains” was pro- 
duced by Pilot Productions, Inc. It 
is available without charge for 
showing and requests for its use 
should be addressed to: Community 
& Industrial Relations Department, 
Clark Equipment Co., Buchanan, 
Mich. 





* * 


- 

Campbell-Ewald Ups 2 

Two appointments to the execu- 
tive committee of Campbell-Ewald 
Co., Detroit, have been announced 
by Henry G. Little, president. 

They are Colin Campbell, a 
senior vice-president, and Thomas 
B. Adams, vice-president and 
assistant to the president. 


> > * 


Ad Bureau Picks Lipscomb 


Richard L. Jones jr., chairman of 
the board of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn., has announced the 
appointment of Charles T, Lipscomb 
jr. as president of the Bureau. The 
appointment is effective Oct. 8. 

Lipscomb, former president and 
director of J. B. Williams Co., suc- 
ceeds Harold S. Barnes, who re- 
signed recently. 


Houston Chronicle Top Mark 


With more than three and one- 
half months left in the year, the 
Houston Chronicle on Sept. 13 hit 
the 1,000,000th classified advertise- 
ment for 1957. 

Reaching this mark earlier than 


Proclaim Newspaper Week— 





in 1956, this is the ninth conse: \)- 
tive year that the Chronicle iis 
published over a million classi; 
advertisements. 

Officials estimate that by the 
of 1957, the Chronicle will ha» a 
published close to 1% million ci 
fied ads. 


~~ he 


* * * 


Bromel Reorganized 


Employes of Bromel Associzt««, 
Inc., Detroit, have purchased - 
trolling stock in the 50-year-oid 
company of exhibit and dispiay 
builders, and reorganized it under 
the name of Displaymakers, Inc 

Officers of the new firm are Ja.nes 
R. Webb, president; Robert w. 
Kloor, a vice-president and gen+ral 
manager; Gerald B. Parker, vice- 
president in charge of designing 
and engineering; Stanley B. Kaiem, 
treasurer, and Earl R. Sullivan, 
secretary. 

a + * 


New Chrysler Magazine 


A new magazine in the automo- 
tive field, Chrysler Events, will 
make its debut in November. 

The first issue, which will be 
sent to an estimated 600,00 
homes, will spotlight the 1958 
Chryslers. Each dealer will have 
the back cover for his personal 
sales message to his customers. 

* * * 


Redbook Names Coykendall 


Redbook magazine has named 
Ralf Coykendall as manager of its 
newly - established automotive ad- 
vertising sales di- 
vision. 

Coykendall will 
supervise the 
servicing of all 
automotive adver- 
tisers and pros- 
pects by Red- 
book’s sales staff. 

In announcing 
Coykendall’s new 
position, which 
was one of six 
appointments, 
Charles S. Thorn, advertising di- 
rector, said “This is the next logical 
step in Redbook’s continuing ex- 
pansion. 

In the past two years, Redbook’s 
sales staff has become steadily 
larger. Advertising linage is up 21.0 
percent so far this year.” 

> > > 





Ralf Coykendall 


Names 

John L. Lowden has joined Erwin, 
Wasey, Ruthrauff & Ryan as an 
account executive to handle Rootes 
Motors, Inc. advertising for the 
agency. Lowden, with Campbell- 
Ewald Co. for the past five years, 
made the EWR&R move from 
Washington, where he was man- 
ager of the Campbell-Ewald office 
and Chevrolet account representa- 
tive in the auto maker's eastern 
region market. 

. = > 


John G. Farabaugh has been 
appointed to the newly created post 
of director of industrial relations 
for Wheelabrator Corp., Mishawaka, 
Ind., manufacturer of airless abra- 
sive blast cleaning equipment, dust 
control equipment and steel] shot 
and grit abrasive. 





National Newspaper Week was proclaimed in Detroit by Mayor Louis C. Miriani, 
center. Miriani is shown presenting the proclamation to Roland R. Postel, left, De!roit 
manager, Bureau of Advertising, and Edwin Charney, president of the Detroit capter, 
American Assn. of Newspaper Representatives, and Detroit manager of Branham Co:/! 
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‘ He Alone Stands to Lose, Says Veteran Dealer... 


By L. H. Houck 

Staff Correspondent 
CONWAY, Ark.—Buyers of auto- 
mobiles must be made to realize 
that service is a part of the pack- 
age, and that if the purchase is 
made from a dealer or a bootlegger 


a Chevrolet from a bootlegger in 
Chicago and then came to him for 
front-wheel alignment under the 
factory warranty. 

Steel explained that authorized 
dealers receive $25 for preparing 
a car for delivery to the customer, 











.| ‘Buyer Must Be Sold on Service’ 


represented more money than his 
entire net worth 10 years ago. 

Steel said the small-town dealer, 
and many metropolitan dealers, 
cannot afford to tool up for any 
car but the one they are selling 
and that he has found it cheaper 
to exchange work with other 
dealers, especially for automatic 
drives. 

He said Buick dealers send him 
their Chevrolet automatic trans- 
mission ‘work, and, when he gets a 
Buick in trade that needs Dynaflow 
work, he sends it to a Buick dealer 
with proper equipment because it 
is more economical. 

This phase of the retail auto- 
mobile picture, Steel said, probably 
is hastening the demise of the in- 
dependent garage as far as engine 
and transmission repairs are con- 
cerned because the independent op- 
erator cannot tool up for four or 
five different kinds of transmissions 
and engines or provide the trained 
personnel for all kinds. 

This accounts, Steel said, for 
the increase in auto body and 
paint shops to which the former 
operators of independent garages 
are going. 

The more complicated nature of 
cars should encourage buyers to 
have their service work done by the 
seller, Steel said, but the trend to 
this practice is weak. 

The failure of car owners to go 
back to dealers from whom they 
bought may account largely for the 
so-called general dissatisfaction of 
owners with service, he added. 

The small-town dealer also is 
at the mercy of the city dealer in 
regard to advertising, Steel said. 

“For instance the dealers in 
Little Rock advertise in the Little 
Rock newspapers, on TV and radio,” 
Steel said, “and virtually everyone 
in my trade territory takes these 
newspapers and sees the television 
programs, and yet if I were to use 
these same mediums my factory 
would frown on the idea.” 

Since little dealers can’t adver- 
tise in the metropolitan newspapers, 
they are at the mercy of price cut- 
ting and gimmick advertising. 

“When you sell a car today 
you must sell service and main- 
tenance as a part of the package,” 
Steel said, “and too many dealers 
are depending on the facilities 
and personnel of another dealer 
to provide his service and factory 
warranty work. 

“Any solutions to these problems 
of small-town and other dealers,” 
Steel said, “must consider the wel- 
fare of the public who buys from 


‘the dealers.” 








Auto Panel Raps Mechanics 


almost 70 percent of the panel 
members would like the American 


who cannot provide proper service,| and that items required in this 
ar | it is the buyer who suffers. procedure are the obligation of 
- This is the view on auto re- the authorized dealer but are not 
tailing by R. T. Steel, owner of | subjects for adjustment under the 
‘es the Steel Chevrolet Co., who has | factory warranty. In fact, he said 
w. been in the business many years. he told the customer he had had 
ral ““T could sell just as many cars| such items turned down by the 
ve from that 50-foot lot across the| factory on this basis. 
NE [street as I can from my $75,000| Steel also said the factories need 
m, puilding,” Steel told AvTomotive|to realize the importance of the 
an, News, “except for the fact that my| small-town dealer and said sales 
customers are entitled to the best|could not be made in the volume 
service they can get and I try to| now established without the small- 
give it to them with factory-trained | town dealer. 
0- mechanics and special tools and He noted that the small-town 
ill equipment.” dealer is equipped to service his 
Steel brought up a point showing | own make cars and that since cars 
be how the customer is hurt when he| have become more complicated, it 
00 buys from a bootlegger or dealers requires more equipment, better 
58 who ignore service responsibility.| mechanics and special parts. He 
Ne He said one of his customers bought | also said his parts inventory today 
al 
Chiseling on Repair Claims 
| + P 
ea k d * * * 
{| Attacked in Wisconsin 
ad- 
di- MILWAUKEE.—The Wisconsin| owner takes his car to the insur- 
Insurance Department is cracking| 4ncCe company’s garage but must 
will | gown on insurance companies which | Sign a waiver of future claims be- 
“aa it found were illegally cutting the| fre repair work can begin. 
. amount paid out in justified claims. When the car is returned to 
ver- : the owner, he finds some of the 
ros- The matter was called to the damage has not been repaired 
7d- | attention of the state department | ang the work that has been done 
aff. last November by the Wisconsin | jig shoddy. 
= Automotive Trades Assn. If the owner thinks about suing, 
ich State investigators gave this|he finds that he can’t sue the garage 
six | @*Planation of the scheme: because the insurance company has 
nts, The owner of a damaged car gets contracted for the work and he 
di- | several estimates on the repair bill. | C4" t sue the insurance company be- 
ical | Then the insurance company gets | ©2USe of the waiver. 
ex- | one which turns out to be much The state insurance department 
lower than those given the owner.|is telling the insurance companies 
ok’s The insurance company says it| that auto owners have the right to 
dily | will pay no more than the figure take their cars to the garage of 
21.0 | given in its estimate. Then the/| their choice. 
—— WATA members have purchased 
25,000 copies of a pamphlet advis- 
Used-Car Sales ing their patrons of their legal 
rights. 
win, ; . The state department advised 
} an Fall un Canada; that owners can sue an insurance 
otes ° company which refuses to pay a 
the Loan Total Rises reasonable bill from any guess, 
bell- ms P if no waiver has been signed. 
pars, ee ea = The department also said it is 
eomEa Were g - - UY: | checking reports that insurance 
nan- | the credit extended on them in-| companies are demanding 10 to 15- 
fice | creased slightly, according to a sur-| percent discounts on parts used in| 
mta- | vey by the Government. repair business. 
tern= Credit totalling $38,262,000 was 
extended on 40,853 used cars, com- . . 
Saeed with $00090000 on 41,908 Poorly Trained, Survey Told... 
oan units a year ago. A similar trend 
tions) W@S noted in purchases of used 
raka,| commercial vehicles. 
.bra- The number of new vehicles 
dust | bought on time in July declined 15.3) NEW YORK. — American mo-| 
shot percent and the amount of credit|torists believe “poor training” of | 
was off 11.5 percent. mechanics is the major flaw of 





All regions except Quebec re- 
ported a drop in the number of 
used cars financed. Quebec re- 
ported a 3.2 percent gain. An in- 
@fease in new-car financing, 11.1 
percent, was reported in Manitoba 
and all other regions reported 
losses. 


Mich. Leads U.S. 
In Sales to Swiss 


NEW YORK.—Michigan ranked 
first in the U. S. in the value of 
fommodity exports to Switzerland 
1956, according to the American 
iety for Friendship with Switz- 
nd. 

’ Michigan sold $21,784,000 worth of 
00ds to the Alpine nation, followed 
iy Ohio with $20,579,000 and New 
; ork with $14,323,000. A 1954 survey 
nked New York first and Michi- 
second. 

-U. S. exports to Switzerland 
feached a record $215 million last 
ar. Heading the list were heavy 
hinery, automobiles, chemicals 
nd automotive and metal products. 
viss shipments to the U. S. total- 

De!roit $185 million, of which 50 per- 
capter.ffent were watches and related 
am Co.jgoods. 

















Miriani, 


auto repair establishments, accord- 


ing to a survey by National Bonded | 


Cars, Inc., auto warranty firm. 

The survey dealt with auto 
maintenance and preferences in 
new and used cars and was the 
first in a series carried out in 
cooperation with a new con- 
sumer auto panel, organized re- 
cently, by National. 


Asked to choose the one fault | 


common to most auto repair shops, 
40 percent of the panel members 
indicated they felt mechanics were 
“poorly trained.” A third cited 
tardiness while almost 20 percent 
found repairmen dishonest. Less 
than 10 percent felt that dis- 
courtesy was a major factor. 

Commenting on this aspect of 

the survey, Harry Campbell, presi- 
dent of National Bonded Cars, Inc., 
said most panel members could not 
be considered ideally qualified to 
pass judgment on the training of 
mechanics, 

“However,” said Campbell, “the 
fairly high proportion of those 
who feel that dealers are dis- 
honest is a serious matter. Cer- 
tainly, there are dishonest ones, 
but these figures suggest that 
there are many more who just 
aren’t paying enough attention to 
their customer relations.” 
Survey questions on new and 

used-car preferences disclosed that 





auto industry to produce an 
“economy” or “foreign” type car. 

The same percentage of car 
owners expressed a desire to see 
less radical changes every year, 
and listed greater gas mileage as 
the most desirable new-car im- 
provement. Almost 40 percent 
named the hand choke as the old 
ear fixture they would most like 
to see restored. 

Subsequent surveys will deal 
with traffic congestion, parking 
plans and other topics of interest 
to the automotive industry and the 
motoring public. National Bonded 
Cars, the survey sponsor, works 
through franchised new-car deal- 
ers to provide a one-year war- 
ranty against mechanical failure. 





Foreign-Car Sales Near 


10% of Salt Lake Market 


SALT LAKE CIT Y.—Most 
recent monthly registration fig- 
ures for Salt Lake County (Salt 
Lake City) showed foreign cars 
accounted for 113 out of a total 
of 1,148, or 9.84 percent of the 
market. 

While no precise breakdown of 
foreign-car sales is available, 
leaders in the Salt Lake market 
reportedly were Volkswagen, 
English Ford, Renault, Simca 
and Goliath. 








Automotive News-Reel 





Salesmen Learn How to Use Telephone— 


Thirty Mercury salesmen representing nine dealerships in the Greater Kansas City 
area gathered at the Hotel Muehlebach for a 12-hour session on how to sell auto- 
mobiles by telephone. The course was conducted by officials of the Mercury district 
sales office in Kansas City, including, standing, from left, T. D. Iliff, zone manager; 
J. Myrle Blackburn, zone manager; Jack M. Love, administrative manager; William 
H. Huber, district sales manager, and Norm Mitchell, assistant sales manager. 





Dealers in Training— 


These Dodge dealers were in Detroit for the monthly business and financial man- 


| agement conferences at the Chrysler Training Center. From left are R. M. Cornick, 
| Marion, Va.; R. A. Parrish, Great Bend, Kans.; W. J. Lowe, Baltimore; Oliver D. 


Joseph, Belleville, tll.; W. R. Mumpower, Big Stone Gap, Va., and leonard Jackson, 
Lowell, Mich. Joseph was chosen “Dealer of the Month" for the conference. 





AMC Conducts Service Clinics— 


American Motors held six regional service meetings on its new 1958 models, The 
two-day meetings, attended by the company's parts and service personnel from 21 
zones throughout the country, were held in Albany, Washington, Milwaukee, Detroit, 
Denver and Los Angeles. Shown above is a session on carburetors held in Milwaukee. 
Following the meetings, the field personnel will hold schools on the new products 
for dealer service departments. 





At MoPar Sales Meeting— 


Members of MoPar's retail field force are shown at a sales meeting at the Chrysler 
Corp. Training Center, Centerline, Mich. The series of meetings were held to acquaint 
the men with procedures and policies concerning the sale of MoPar automotive parts 
and accessories, and to coordinate’ the activities of the retail and wholesale field 
forces. 
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“Yes, Ma’am, if we get desper- 
ate and want to throw in the 
towel on our remaining ’57s, we'll 
let you know!” 


Edsel Dealers 
Handle Own Ads 


DALLAS.—Edsel dealers in the 
four Southern states which com- 
prise the New Orleans sales dis- 
trict have formed Edsel Dealer Ad- 
vertising, Inc., according to Brown 
A. Fortier, president. 

The organization will direct the 
advertising of all Edsel dealers in 
this lower Mississippi valley area. 
Fortier is a partner in Fortier Ed- 
sel Motors, Lafayette, La. 

Vice-presidents are M. A. Tynes, 
secretary-treasurer of Adams-Tynes 
Edsel Motors, Inc., Baton Rouge, 
and F. N. Steele, president of 
Steele Edsel Motors, Inc., Monroe. 
Roy J. Mossy, president of Roy Ed- 
sel Motors, Inc.. New Orleans, is 
secretary and W. E. Timmerman, 
owner and general manager of 
ABC Edsel Sales, Mobile, treasurer. 








LUBRIPLATE LuBRicaTION 


LOS ANGELES.—Masculinity of 
the U. S. male was one reason ad- 
vanced here by a famed British 
car designer for preference of 
foreign cars by U. S. sports car en- 
thusiasts. 

Donald Healey said road thrill, 
roadability, custom-built quality 
and economy are among principal 
motives for younger U. S. buyers, 
especially executives and profes- 
sional men who favor foreign cars. 


The U. S. sports-car driver 
wants a foreign car to show his 
he can still use a gear 
shift, Healey said. If foreign cars 
are going to automatic transmis- 
sions, it’s only as a concession to 
the ladies. The gear shift is 
strictly masculine equipment. 

Women are beginning to have a 
real influence on British car design 
as to color. 

Until the last war, British cars 
were drab and gray. Now the 
Austin-Healey offers as many as 19 
combinations of six basic colors. A 
long cry from something like 26 
basic Ford colors and combinations 
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They’re Masculine, Briton Says .. . 
Why Foreign Car Has ‘Pull’ 


running into the hundreds. But it’s 
progress. 

What’s new with car design 
overseas? Very little except in the 
unseen department, Healey said. 
Engineers are working hard on 
both safety and economy. 

Even in the U. S., the British car 
builder believes, the horsepower 
race has run its course. The 1958 
models will still stress horsepower, 
but as the widest swing of the pen- 
dulum. Future improvements, 
Healey said, will come in at least 
three departments: 


1. More efficient and economi- 
cal engines, with shorter strokes 
on drawing boards. 

2. Softer and more roadable sus- 
pension—even the most ardent stiff 
suspension enthusiast will gladly 
accept a softer one if it means 





Service Hours Changed 


BUFFALO.—Bartlett Buick has 
inaugurated new service depart- 
ment hours—7:30 am. to 9 p.m. 
Customers are invited to arrange 
for car service after dinner. 





Life 


ine Surveys Consumer Spendi 








straightaway. 

3. Improved tires that will be 
mounted on rims for more effec- 
tive road heat transfer from tires 
to wheels. 


What about fuel injection and 
gas turbines? Far too expensive for 
a long time to come, Healey be- 
lieves. 

People are cost-conscious even in 
America, which he said is probably 
the biggest reason for foreign-car 
preference among Americans. 

Will American cars be smaller 
to meet foreign competition? U. S. 
manufacturers are so unworried 
about foreign-car sales here, 
Healey said, that their 1958 models 
will be larger than ever. And that, 
said Healey, is as it should be. 
They’re built for American high- 
way distances and speeds beside 
which English equivalents are Lilli- 
putian. 

British roads are so narrow and 
short, Healey pointed out, that 
England hasn’t bothered to adopt 
speed limits on the highways. 
Penalties for driving “to the com- 
mon danger” are strict, however. 

Figure in a crash and you're al- 
most sure to wind up with a 
year’s license suspension, he said. 
Two or three of these and your 
license is probably gone for life. 
Same with drunk driving, which 


Autos Take 14% of Family F unds 


NEW YORK. — The average 
American family spent $591 to pur- 
chase, operate and maintain its 
automobiles in 1956. This was 14 
percent of the average family’s 
total spending. 

Data about auto owners was 
included in a nationwide Life 
magazine survey covering con- 
sumeér-goods spending. The sur- 








BRINGS YOUR CUSTOMERS 


BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . . . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 


much better. And remember . 
sell LUBRIPLATE. 


ee Ee 





sists oxidation. i 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 
advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


. the guy up the street doesn’t 


LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 


pty ay: oo .. 
» Te- 


him See tilablo 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 


vey was conducted among 24,112 
persons in 10,243 homes, and each 
household was interviewed an 
average of eight hours. 


It was found that the average 
family spent $4,110 for goods and 
services last year, and the automo- 
tive category took the third largest 
share. The highest outlay, $1,203 or 
29 percent, went for food, bever- 
ages and tobacco, while $763 or 19 
percent went for home improve- 
ment and operation. 


Other categories were clothing 
and accessories, $494 or 12 percent; 
home furnishings, equipment and 
appliances, $346 or 9 percent; medi- 
cal and personal care, $222 or 5 per- 
cent; recreation, $215 or 5 percent, 
and miscellaneous, $276 or 7 per- 
cent. 


Of the $591 the average family 
spent on automotive items, Life 
found that $299 went for the pur- 
chase of a car; $154 for gas and 
oil; $21 for tires and tubes; $8 for 
spark plugs, batteries and oil fil- 
ters, and $109 for miscellaneous. 


The Life researchers said auto- 
motive spending is highly sensi- 
tive to increase in income, al- 
though the portion of total 
spending allotted to this os 
remains quite steady through all 
income levels. 

The range began at $206 (11 per-| 
cent of total spending for goods 
and services) for households with 
incomes under $2,000. It rose to $621 
(14 percent of total) for households 
in the $4,000-$5,000 class, and stood 
at $1,156 (15 percent of total) for 
households with incomes of $10,000 
or more. 


For the purchase of the automo- 
bile alone, annual expenditures rose 


Enka Introduces 


New Rayon Yarn 


NEW YORK.—‘“Skyloft,” a new 
lofted filament rayon yarn devel- 
oped for decorative upholstery, 
drapery fabrics and carpeting, is 
being introduced by American 
Enka Corp. 


The new yarn, said to offer im- 
portant new design possibilities in 
home furnishings fabrics, is the 
first commercial production of 
Enka’s recently developed bulking 
or texturizing process, according to 
M. Boylan Carr, textile sales man- 
ager. 

He said bulked filament yarn 
provides many new properties, in- 
cluding improved fabric body and 
new, pleasing textures and hand. 
In the Skyloft process the 
passes through an air jet which 
causes the filaments to become 
wavy and intertwined, he said, giv- 
ing it increased bulkiness and re- 
sulting in improved fabric body and 
texture. 


from $72 annually for families in 
the under-$2,000 income group to 
$309 for families in the $4,000-$5,000 
class and $642 annually for those 
with incomes of $10,000 or more. 
According to the survey, these 
amounts represent 35 percent of all 
automotive spending for the lowest 
income group, 50 percent for the 
middle group and 56 percent of the 
$10,000-and-over group. 


Families in the western states 
were found to spend more for the 
purchase of their cars than those 
in any other section. 


The annual average is $353 for 
western families, the survey said, 
compared with $341 for families in 
the central states, $266 for southern 
families and $258 for northeastern 
families. 

Total annual automotive expendi- 
tures (including operation and 
maintenance) was found to aver- 
age $740 in the West, $713 in the 
central states, $530 in the South 
and $523 in the Northeast. 

It was reported that education 
does not appear to have much bear- 
ing on automotive spending. Occu- 
pation is a factor, but the research- 


and semi-professional workers, bus- 
iness executives and sales-clerical 
workers were found to spend an 
average of $421 to $434 a year for 
ears and $757 to $797 a year for all 
automotive items. 

For craftsmen, industrial work- 
ers and farm groups, the figures 
were $331, $297 and $239 annually 
for cars and $677, $594 and $563 
for all automotive expenditures. 

The period of heaviest spending 
for the purchase of a car, the sur- 
vey said, is when the head of the 
household is under 30. The figure 
is $381 annually, compared with 
$348 when the head of the family 
is in his 30s and $355 when he is in 
his 40s. 

When there are children in the 
family, Life said, the heaviest 
spending—$361 annually—is during 
the period when the children are 10 
to 19 years old. 

For total automotive spending, 
however, the heaviest period is 
when the head of the household is 
in his 40s. During this 10-year 
period the annual average is $710. 
It drops to $551 in the 50-65 age 
bracket and to $291 after 65. 

As in the spending for cars, the 
total automotive outlay is heavi- 
est when the children are 10 to 
19. The figure is $747 a year, Life 
said. 

Data for the study was gathered 
by Alfred Politz Research, Inc., un- 
der the direction of Herbert Brese- 
man, Life market research director. 

Further reports on the study will 
be released at six-month intervals 
during the next two years. 


better road-hugging on turns and 


ers said it does not appear to be a pam. 
major one. 
Families headed by professional | p;; 


he said is England’s biggest road 


safety problem today. 6 

On one point Healey was em- 
phatic. 

“We're still designing cars for 
the men,” he said. 

Healey was the guest here of 
John R. D. Beazley, general man- 
ager of the automotive division, - 
Gough Industries, himself a former is 
British car-making executive. . 

Universal Adds Isetta ’ 

Universal Motors, Hutchinson, d 
Kans., has been named a dealership | 
for the German Isetta. George | 
Ussery is sales manager. er 
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Every Car Needs Mileage Minder _ 
Nationwide acceptance! Gives better pickup “RR 
and power, stops gas waste. Easily installed ch 
between fuel pump and carburetor. Regulates Th 
and smooths flow of gasoline without reduc- to 
ing or restricting factory recommended pres T 
sures. Bronze filter removes dirt and iron § out, 
oxides. Stops flooding, dying, rough idling, § for 
vapor lock and excessive gas odors in car. § our 
Chrome finished. Money back guarantee. § ove 
Price maintained at $6.95. Liberal trade dis- H 
counts apply. At your jobber now! Paser Mfg. wit! 
Co., 533 Turk Street, San Francisco 2. whc 
a is « 
MOST FLEXIBLE, ECONOMICAL | Boe 
- + | _— 
driQuik | 
WV A 
~ INFRA-RED 
B 
DRYING LAMP|:: 
hely 
ss — Unequalled for all spri 
SOCKET TO spot & panel jobs F 
acetal ad © intense, even field of boking hen: 
enerey. Ton 
@ Rugged 750-watt ceramic spri 
type leve-cooted intro-red slig] 
generator does jobs twice os 


fost @s bulbs. Unoffected by 
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the nation’s truck buyers. 
“We are completing a sales year 


Ford Unveils Its 58 Truck Line 


DEARBORN. — Headed by the|styling changes for the benefit of, illumination, are integrated in a 


simply styled, cross-hatch grille. 


Automobile-inspired styling, re- 


that has achieved our greatest| cently introduced on Ford’s truck 


share of the commercial market in 
division history,” he said, “and we 
are betting millions of dollars on 
the new line developed for the 
truck user in 1958.” 


— 
oad | Over 300 Models Offered .. . 
em- 
for 
e of 
man- [mecessful Styleside pickup, Ford 
sion, [is offering over more than 300 
rmer | models in its 1958 truck line which 
js now on sale. 
The models range from the 
yersatile Ranchero through me- 
nson dium and heavy models to extra- 
rship | heavy and tandem trucks. 
‘orge J. O. Wright, Ford division gen- 


eral manager, described the line as 
“another step forward in our policy 
of accelerating mechanical and 





NEW YORK.—The president of 
CIT Financial Corp. told the annual 
meeting of the National Assn, of 





oa Banking Commissioners that state 
re of laws that place a ceiling on con- 
ail it sumer installment financing charges 
unity “will protect both consumers and 
nual responsible credit companies.” 


Arthur O. Dietz said his organi- 
zation strongly advocates laws in 
all 48 states “that will enforce 
reasonable protections for the 
consumer and end the abuses that 
have hurt industry by breeding 
public distrust and the type of 
competition that is repugnant.” 
Dietz commended states that have 
adopted such laws and pledged his 
company’s support to efforts of 
other states to enact similar regu- 
lation. 

He cautioned the banking com- 
missioners, however, about pro- 
visions regulating so-called auto- 
dealer reserves, declaring that “a 
limitation on the dealer reserve 
provides no significant protection 
for the public; that protection will 
be accomplished by establishing a 
firm ceiling on the rate the public 
may be charged.” The reserve limi- 
tation, he said, leads not only to 
“scandalous” methods of evasion 
but may penalize many worthy 
dealers. 

Dietz said he favors the tight- 
money policy. 

“It is the most Ameri- 
can way to fight inflation, to keep 
our expansionist drives under 
control and still permit growth 
and progress without experiment- 
ing with troublesome or dangerous 
specific regulations,” he declared. 
“Rampant inflation must be 
checked or disaster may be ahead. 
This method has a better chance 
te succeed than any other.” 

The policy, Dietz continued, is an. 
outgrowth of the enormous demand 
for money that has developed as 
our postwar economy ran its course 
over the past decade. 

He said the economy has created 
with borrowed funds almost a 
whole new industrial machine that 
is capable of producing more and 

More goods of ever-greater com- 
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Liquid Springs 
Buffalo Firm Will Test 
Device in Britain 
BUFFALO.—A Buffalo company 
is about to take a step that may 
help bring another new method of 

springing cars. 

} For the car of three or four years 
hence, Taylor Devices of North 
Tonawanda is betting on “liquid 
springs,” a system that utilizes the 
slight compressibility of liquids. 

In about a month Taylor Devices 
will ship some of its liquid springs 
to Girling, Ltd. Britain’s biggest 
Producer of shock absorbers and 
brakes, for initial testing, probably 
On a Rover car. 

In the Taylor system, half the 
tar’s weight is suspended by the 
liquid shock absorber and half by 
a liquid accumulator, a device for 
Storing power, much as a battery 
Stores electric power. 
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ss Liquid springs aren’t new, by any 
IZED |Means. A Frenchman worked on 
rES One for a railroad-car buffer back 
in 1890, and the first work on them 
ed cus: Mor autos was done in England 
builds bout 1936. 
al But Taylor Devices says its liquid 
_— bring for autos is the first one to 
e a leveling device in which the 
Z.inc.f@r body remains at a constant 
en co. |ueight above the road, whatever 
coro. fthe load. 


New, safety vision, dual head- 
lights are standard on all Ford con- 
ventional and tilt-cab trucks. The 
new lights, .which increase road 


Time-Buying Rate Ceiling 
Urged to Wipe Out Abuses 


plexity and usefulness. 

“Except for military requirements, 
all of our digging, converting, proc- 
essing, designing, manufactur- 
ing and selling is aimed ultimately 
at Mr. and Mrs. John Smith, con- 
sumers,” Dietz said. “But if they 
can’t or won’t buy the end product, 
the pipeline will start to back up 
and nearly everything will event- 
ually come to a halt.” 

The tight-money policy has 
increased sharply the cost of 
money for institutions engaged in 
supplying consumer credit, he 
said. 

When costs move up at this rate, 
he explained, financing institutions 
have three ways to offset these 
increases: To pass along the in- 
crease to customers, to cut over- 
head expenses and to reduce credit 
losses and collection expenses. 

“There has been an upward trend 


in retail financing rates,” Dietz 


noted. “But this increase was from 
the bedrock, historical 6 percent 
discount rate that hag prevailed in 
the automobile business since the 
middle 30s.” 





line, has been further developed. 

Substantial increases in engine 
durability are claimed through 
modification of crankshafts, pis- 
tons, valves and camshafts. En- 
gine efficiency is increased by the 
addition of a new water pump of 
higher capacity and velocity and 
a modification of the ventilating 
system, Wright said. 

Six-cylinder economy is substan- 
tially increased through modifica- 
tion of the accelerator pump system 
and an added spark control valve, 
he added. 

Two-tone color combinations, 
available in 1957 only on the Style- 
side pickup, have been extended 
throughout most of the line. Color 
combinations are complemented by 
matching interior trim. 

Distinctive hood-side ornaments 
carry the truck series identification. 

The Custom Ranchero is distin- 
guished by anodized-aluminum ex- 
terior trim, further extension of 
the car-styling influence. 

Ford’s heavy-duty trucks fea- 
ture heavier transmissions. 
Transmatic Drive, the optional 
automatic transmission offered 
on medium and heavy trucks, 
will have improved retarding 
ability at higher speeds. 

Ford’s pickup truck will incor- 
porate the Styleside box, which 
matches the cab in width and is 
said to offer 25 percent more pay- 
load capacity than other pickup 
models. 

Horsepower in the V-8 engines 
for light duty trucks has been in- 
creased from 171 to 181. As in the 
past, Ford will offer heavy-duty 
engines as optional equipment in 
the medium-duty line. 

Ford offers a high-capacity rear 





Service Means Sales .. . 


Reed Keeps *Em Rolling 


GRAND RAPIDS, Mich.—Anyone 
can have a successful truck busi- 
ness, according to Alden J. Nephew, 
general manager of Ray Reed 
Truck Sales (Dodge truck - Mack). 
Just three things are required: 

L Complete knowledge of the 
trucks handled and their capabili- 
ties. 

2. Detailed acquaintance with 
the customer and his job. 

8. A service department geared 
to undertake any repair, and get 
it done fast. 

“Of those three,” says Nephew, 
“the third probably is the most 
important. In this business, you've 
got to put service first. 

“Think of it this way: We sell 
trucks on the premise that they 
can do a job, do it at the least cost. 
Now to a trucker, that makes 
sense. It means money in his 
pocket, and he'd go for it. 

“Consequently, every minute that 
truck is not on the job, it’s taking 
money out of his pocket. The main- 

> . + 





"'Ya Gotta Have Parts'— 


A successful truck dealership must have 
an ample supply of parts in order to give 
customers the fast service they expect. 
Checking this vital phase of the operation 
ot Ray Reed Truck Sales (Dodge truck- 
Mack), Grand Rapids, Mich., are Bud 
Luikes, left, parts manager, and Alden J. 
Nephew, general manager. 


spring of our business is keeping 
trucks on the road—and that’s 
service.” 

To do the job, the exclusive truck 
dealership has up-to-the-minute 
facilities and a gas station as well, 
in order to offer A-to-Z service. 


explains 

ger Chet Swiontek. “Nothing is 
jobbed out. And believe me, that’s 
a big selling point for truckers. 
They want to know that you're 
going to keep that truck rolling, 
and that you’re going to stand 
behind the work yourself.” 

Another integral part of the Reed 
service system is the parts depart- 
ment, managed by Bud Luikes. 

“We never have to keep a trucker 
waiting for parts,” Luikes says, 
“because if we don’t have it— 
though usually we do—we can get 
it in a hurry from the MoPar 
wholesaler here.” 

“We're not looking to make big 
money on service,” Nephew says. 
“Mostly we use it as the key to 
truck sales. We figure that once a 
trucker sees the kind of service 
we can give, he'll be back here 
when he needs new units.” 


Jobless-Aid Taxes 
Cut in Alabama 


MONTGOMERY, Ala.—State un- 
employment compensation taxes of 
approximately 8,000 Alabama em- 
ployers were reduced Oct. 1. Tax 
rates were revised this year by the 
Legislature. 

Employers with four workers, 
who had been paying the maximum 
rate under the old law, will receive 
the greatest tax relief. Under the 
new law a majority will be entitled 
to the minimum rate. 

Employers eligible for the mini- 
mum rate will save $22 in taxes on 
each $1,000 payroll and their 
workers will save $9. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 


plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


tandem axle as an option on its 
T-700 series. The axle will give a 
gross vehicle weight rating of 32,000 
pounds on this model. 

In the heavier series, a wide 
selection of auxiliary fuel tanks, 
increasing capacity to 120 gal- 
lons, is offered on an optional 
basis. The tanks incorporate sub- 
merged electric fuel pumps. 
Heavier front axles are also of- 
fered as options. 

For increased safety and visibil- 
ity, electric windshield wipers are 

standard equipment on all eight- 
cylinder models. Dual-vacuum, posi- 
tive-action booster wipers are 
standard equipment on all six-cyl- 
inder engines. Air wipers will be 
furnished as standard equipment 
on air-brake equipped trucks. 

A 40-ampere generator has been 
incorporated on the 750, 800 and 900 
series trucks. 

The truck line also offers extra- 
heavy-duty transmissions for the 
tandem trucks, for which heavier- 
duty auxiliary transmissions are 
also offered. A new eight-speed 
transmission is available for the 
heavy and extra-heavy-duty 
trucks. 

Medium and heavy-duty models 
have larger brake areas. 


Ford Truck Offerings for ‘58 
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Tilt-Cab Job and Pickup— 


This tilt-cab job and pickup are among the more than 300 models in the Ford 
line of 1958 trucks. The pickup, an F-100, has a GVW of 5,000 pounds and offers a six- 
cylinder, 139-horsepower engine as standard equipment. The tilt-cab model, a C-900, 
hos a GYW of 30,000 pounds and a maximum combined weight of 60,000 pounds. 


55 





Pontiac Dealer 
Sues for Slander 
In Oklahoma Fire 


McALESTER, Okla.—.. C. Kelley, 
owner of Kelley Pontiac Co., has 
filed a $196,000 libel and slander 
countersuit against Central Surety 
& Insurance Corp. and Universal 
Underwriters. 

Kelley’s suit follows a Federal 
Court complaint filed by the insur- 
ance firms in August in which they 
charged that Kelley misrepresented 
circumstances in a fire that des- 
troyed his dealership Jan. 30. 


They accused Kelley of increas- 
ing his insurance shortly before 
the fire and of taking out a $35,000 
business interruption policy the day 
of the fire. They said he insured the 
building’s contents for $13,000. 

Kelley accuses three men of 
making libelous and slanderous 
statements concerning the fire. 
They are Don Shannon, Central 
Surety state agent; Ray Page, in- 
vestigator of the National Board of 
Fire Underwriters, and James Sulli- 
van, investigator for the National 
Automobile Theft Bureau. Also 
named was Kile Morehead, deputy 
State fire marshall. 





id 









Ready-Mix Concrete Carrier— 


Ford's 1958 line of trucks are now on sale, including this T-800 which has 
been outfitted as a ready-mix concrete carrier. It has a gross vehicle weight of 
43,000 pounds and a maximum combined weight of 65,000 pounds. The truck is 
powered by a 212-horsepower engine which has a 332-cubic-inch displacement. 





Dual Lights on Dump Job— 





The infivence of automobile-like, styling can be seen in the Ford trucks for 1958. 
MOTIVE NEWS gives you the entire story, | Ail have dual headlights like this F-800 dump truck and many have two-tone color 
combinations. The dump truck has a maximum GVW of 25,000 pounds and a maxi- 


mum combined weight of 50,000 pounds. 
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New Entry Is Stylish, Supercha 


Packard Hawk Is Introduced 


family-type sports-car class, will 
appear in dealer showrooms tomor- 
row (Oct. 15). 





ed. 





Golden Hawk, the Packard model 
is equipped with a supercharger 
which draws 275 horsepower from 
a 289-cubic-inch engine. Compres- 
sion ratio is 7.8 to 1, and the cars 


E Packard Hawk, Studebaker- 
Packard’s latest entry in the 


utilize a two-barrel carburetor. 


Automatic transmission and 
power brakes are standard equip- 
ment, The Packard Hawk’s wheel- 
base is 120 inches, and it is 205 
inches 


It’s a stylish two-door hardtop 
that has the lowness and sleek 
lines of a European sports car, 
yet seats five persons, three in 
the front and two in the rear. 


Like its sister, the Studebaker 55 inches high and 


long, 





New Model 310 Multi-Purpose Seat Model 0-4418 Tilt-Away Seat 


American Seating comfort 
helps speed your deliveries! 


American Seating light-delivery truck seats are comfort-designed to reduce 
driver fatigue; help meet tight delivery schedules. 

The all-new Model 310 Multi-Purpose Seat has coil springs in cushion 
and seat back; adjusts vertically to four positions, 3” range —fore and 
aft to five positions, 4” range. It’s craftsman-upholstered, with reinforced 
French seams, for long life and hard service. Metal parts are finished in 
high-lustre baked enamel. 

he Model 0-4418, with its full-depth foam-rubber cushion, is covered 
in vinyl-coated fabric upholstering — perforated for ventilation. Vertical 
adjustment, 4” range with five positions; entire seat hinges at floor for 
easy entry and exit. 

Next time you order, ask for comfort — ask for American Seating! 

AMERICAN 


SEATING Ney oy yo 


GRAND RAPIDS 2, MICHIGAN 
WORLD'S LEADER IN PUBLIC SEATING 


Branch Offices and Distributors in feet Cities. Manufacturers of Transporta- 
tion, School, Theatre, Auditorium, Church, Stadium Seating, and Folding Chairs. 








DEALER INQUIRIES INVITED 


Aere! Now! 
From GERMANY 
the mighty 





LIATH 


Model 1100 Passenger Cars - Trucks 


ANAAA NAA 


PRECISION Skilled hands and scientific minds of world renowned 
German Engineers have created and produced the Great 
Goliath 1100. 

Designed to ride the rough roads of Europe, Goliath's 
road holding, cornering and handling is sensational. A 
flat aircraft type 4 cyl. opposed O.H.V. engine and 
Goliath F.W.D. provides amazing economy and acceleration. 
You'll find Goliath the IMPORTED CAR that satisfies 
America’s taste for luxury and economy, the mighty 
Goliath is truly the one car that has everything. 


UNDER $2000.00 
DEALER INQUIRIES INVITED 
Goliath Northeast Distributor's Corp. 


2342 Fifth Ave., Troy, New York Phone ARsenal 3-5949 


Distribytors For 
Conn., R. 1., N. J., Penn., Maryland, Del., Wash. D. C. 


PERFORMANCE 


Maine, N. H., Vermont, Mass., 
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73 inches wide. It has 14-inch 
wheels. 

* + + 
FULL-WIDTH air intake is 
positioned above the wrap- 

around front bumper, and a slender 
strip of molding starts at the head- 
lights and ends midway in the door 
panel. In the sports-car tradition, 
the Hawk has single headlights. 

The rear deck carries an im- 
pression of a spare wheel, and 
tail fins are canted outward. Ac- 
cording to S-P, the fins “have 
been especially styled so as not 
to impede the driver’s line of vi- 
sion when parking or driving on 
the open road.” 


Leather is used throughout the 
interior, and matching vinyl is used 
to trim the door sills. A two-spoke, 
deep-dish steering wheel sits at the 
steeper angle associated with sports 
cars. 

The seats are bench type with a 
thick foam-rubber base. 

> = * 


} instrument panel is a dis- 
tinctive feature of the car. In| 
addition to the regular dials, there 
is a tachometer and a manifold 
pressure gauge. All gauges are let- 
tered in white on a black surface. 


They are lighted with variable- 
intensity black lighting which 
casts no reflection on the wind- 
shield. The radio is located in the | 
center of the panel next to the 
glove compartment. The glove- 
box door is level when open and | 
is designed to hold refreshment | 
cups. 

The new Hawk has finned — 
drums which are said to eliminate | 
brake fade, and a new antisway bar | 
which stabilizes the front end when | 
cornering. 

> > > | 

MPROVED variable-rate coil | 

springs also contribute to the} 
Hawk’s roadability, according to| 
S-P. In the rear, a new symmetrical | 
suspension which places the rear 
axle forward of the usual center 
position on the rear leaf springs | 
increases stability and resistance to | 
bottoming on dips and railroad 
crossings. 

Mounted outside the frame, the 
new rear springs also decrease 
sway, S-P said. The company’s 





Twin-Traction rear axle is avail- 


able as an extra-cost item. 

S-P now has four models in its 
Hawk series. In addition to the 
Packard entry and the Golden 
Hawk, there is a Studebaker Silver 
Hawk V-8 and a Silver Hawk Six. 
Packard's other 1958 models wili be 
introduced later. 


Big Boom Seen 
In Bus Travel 
In Next Decade 


CHICAGO.—More than $750 mil- 
lion must be spent by intercity bus 
companies for new equipment in 
the next decade to carry passen- 
gers now handled by railroads and 
to meet normal expansion require- 
ments, according to Arthur M. Hill, 
president of the National Assn. of 
Motor Bus Operators. 


Hill, who also is chairman of the 
Greyhound Corp.’s executive com- 
mittee, addressed members of the 
NAMBO at their 28th annual meet- 
ing here. 


A total of 22,100 new buses will 
be needed in the next 10 years, 
Hill said, to furnish the volume of 
passenger miles now being pro- 
vided by railroads and to take care 
of an anticipated 25 percent nor- 
mal increase in bus travel. 


He said railroads indicate they 
will be out of the passenger busi- 
ness in the next decade. Hill said 
the normal projected expansion of 
the bus industry will require 10,500 
new buses during the next five 
years. 

The bus industry's annual reve- 
nues will more than double in the 
next 10 years through the aid of 
the new Federal] highway program, 
Hill said. He told the operators to 
avoid building over-elaborate ter- 
minals not in keeping with the 
character of the industry’s service, 
which, he added, should. be to pro- 
vide transportation at the mini- 
mum costs compensatory to the 
operators. 


Wheel Imprint on Packard Hawk Deck Lid— 


A distinguishing feature of the new Packard Hawk is the wheel impression on 
the deck lid. Leather is used throughout the car's interior, and the door sill: are 


trimmed in matching vinyl. 
manifold pressure gauge. 


AKRON.—The approaching criti- 
cal supply of natural rubber and 
the urgency of developing a sub- 


| stitute or a rubber which will ex- 


tend the natural supply was em- 
phasized by Dr. Ray P. Dinsmore, 
research and development vice- 
president for Goodyear Tire & Rub- 
ber Co. 

Dinsmore made his remarks in 
Athens, Greece, 
before the inter- 
national congress 
of the Societe de 
Chimie Industri- 
elle, organization 
of industrial 
chemists. 

Speaking on 
the international 
aspects of the 
rubber situation, 
Dinsmore said 

Dr. R. Dinsmore European coun- 
tries have not developed nearly as 
extensive a demand for synthetics 
as the U. S. 

“Since there is no practical 
way by which the output of nat- 
ural rubber can be greatly in- 
creased,” he said, “and since 
political unrest in the Far East 
will tend to decrease productive 
output, the only possible way to 
make up the shortage is through 
increased use of synthetics.” 
Dinsmore predicted a consider- 

able shortage of natural rubber, 
starting in 1960. 

Of all rubbers available today, he 
said, natural rubber, although far 
from being perfectly elastic, is the 
best in this respect. It also is pre- 
ferred for all uses where high re- 
silience and low heat generation 
under rapid flexure are of para- 
mount importance, he added. 

“Approximately 63 percent of all 
rubber used in the U. S. today,” 
Dinsmore said, “is synthetic and 
this is approaching a resistance 
point caused by quality considera- 
tions. This can only be broken 
through by development of new 
synthetics which are more like nat- 
ural rubber. Increased use of pres- 
ent synthetics will have to come 
from outside the U. S.” 

“To keep the world rubber sit- 
uation in balance,” Dinsmore 
said, “percentage consumption of 
synthetic rubber outside the U. S. 
will have to rise from the pres- 
ent 20 percent to 32 percent by 
1960.” 

Reports of natural rubber substi- 
tutes indicate they duplicate struc- 
ture and performance closely 
enough to compete with natural 
rubber in quality characteristics, 


Credit Firm Offers 
Receivables Study 


BALTIMORE.—The second in a 
Series of studies of commercial 
financing, “Ac counts Receivable 
Financing as a Method of Business 
Finance,” has been published under 
the sponsorship of Commercial 
Credit Co. 

It was written by Clyde William 
Phelps, professor of economics, 
University of Southern California. 

The book traces the growth of 
accounts receivable financing, tells 
how it works, explains why some 
businesses have used it and dis- 
cusses rates and other forms of 
borrowing. 


a 
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Synthetic Rubber Lag Hit 


Substitute to Extend Natural Supply Needed 
Urgently, Says Goodyear Researcher 


The instrument panel includes a tachometer and a 


but further time will be required to 
develop production processes eco- 
nomical and capable of accurate 
control. 

“It is theoretically possible” 
Dinsmore pointed out, “to balance 
rubber requirements for some time 
to come by additional synthetic 
plant capacity economically located 
in Europe. Already, Europe, and 
especially Germany, is using a con- 
siderable quantity of polyurethane 
in the form of foam. 

“The extent to which Euro- 
pean countries can meet a por- 
tion of their rubber requirements 

by the manufacture of one or 
more types of synthetic,” Dins- 
more said, “will not only affect 
their own economies, but will 
have an influence on the price 
and availability of natural rub- 
ber throughout the world. 

“If they are guided by interna- 
tional economics and a balanced 
rubber supply,” he concluded, 
“those countries which take ag- 
gressive action to meet that por- 
tion of their future rubber needs 
which their own economic future 
demands will profit greatly in the 
industrial expansion which lies 
ahead.” 

In recognition of his work in 
synthetic rubber research, Dins- 
more was awarded the Colwyn Gold 
Medal for 1957 by the Institution of 
the Rubber Industry. 


Thore Takes Renault Deal 


Francis Thore has severed his 
association with Renault, Inc., New 
York, to take the Renault dealer- 
ship in New Orleans. He will op- 
erate under the name of Delta 
Foreign Cars, Inc. 





FORD AND 
CHEVROLET 
DEALERS: 


WE NEED 


1958 CARS 


(We'll Take Your 
New 1957's too!) 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide: Automotive Leasing 
Service 
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to 596,041 


In Year’s Biggest Cut 


(Continued from Page 1) 


sent) and the comparable 1955 
by 57,666 units (10 percent). 
+ * * 
OR every dealer who com- 
plained of being “overloaded” 
57 or ’58 models, AUTOMOTIVE 
s counted two or three who re- 
d either a controllable inven- 
or an approaching sellout of 
57 models. 
The distribution situation, as 
sould be expected just before new- 
odel introductions, was spotty. A 
Big Three dealer in a large West- 
n city reported a dwindling 30- 
supply Oct. 1, while a same- 
e dealer in a nearby city had 
60-day inventory with “no relief 
in sight.” 
The stockpile, it seems certain, 
will take another downward 
this month, Strikes have 
kept Chrysler Corp. and General 
Motors assembly plants from 
scheduled ’58 startup rates, while 
factory bonuses designed to 
facilitate ’57-model cleanout 
sales remain effective for all Big 
Three makes but Cadillac and 
Imperial. 
Equally certain is the fact that 
ny dealers will enter their '58- 
nodel season stocked with a good- 
ly number of ’57s. This is not an 
npleasing prospect for many auto 
ers. 
> > > 
4S A VOLUME Chevrolet dealer 
pointed out last week, GM's 
percent rebate on unsold models 
: + > 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Cars Cars in Total 
ta Transit Potential 
Field to Inventory 
Stocks? Dealers Stocks 
1, "50.... 261,754 188,500 440,254 
1, "60.... 276,136 158,000 434,136 
i, "60.... 247,680 160,200 407,830 
1, "60.... 239,642 160,400 400,042 
1, "61... 305,888 89,900 404,788 
1, "G61.... 406,541 138,500 545,041 
i, "61... 367,606 90,700 443,306 
1, "61.... 283,402 86,800 370,202 
1, "62... 224,968 31,000 255,968 
1, "62... 198,762 69,000 267,762 
1, "62... 182,577 76,000 258,577 
i, "62.... 213,391 83,000 296,391 
i, °62.... 261,674 83,000 339,674 
i, "62... 232,036 70,000 302,036 
i, "62... 193,462 84,500 277,962 
1, "62.... 162,086 12,000 174,086 
1, "62.... 149,081 717,000 226,091 
1, "62... 233,556 89,000 322,656 
A, °62.... 90,500 399,394 
1, "62.... 287,247 76,000 363,247 
1, "63... 201,671 83,300 374,971 
1, °53.... 324,835 86.600 412,035 
i, "63... 389,011 87,200 476,211 
1, "63... 445,882 89,300 535,182 
1, "63... 490,381 97,700 588,081 
i, "63... 463,546 73,500 537,046 
i, °63.... 479,698 82,800 562.498 
1, "63... 517,119 82,200 599,319 
1, "63.... 614,569 74,500 589,069 
i, °63.... 519,037 60.900 579,937 
1, "63... 638,087 68,300 606 387 
1, "53.... 430,876 29,000 459,476 
i, "4... 428,126 36,600 
1, "64... 466,176 60,600 
i, "54... 611,122 62,000 
1, "54... G41,911 64,000 
1, "54.... 638,775 68,500 
1, "54... 503,219 62,500 
1, "34... 445,665 62,500 
1, "54... 300,854 57,000 
1, "S4.... 356,654 50,400 
1, "4... 267,468 29,000 
1, °54.... 120,107 37,500 
1, '54.... 203,463 61,700 
1, °55.... 293,881 68 500 
1, °55.... 373,573 88,100 
1, °55.... 467,656 95,000 
1, 56... 99,500 
1, "55... 660,341 162,700 
1, *S6.... 93,000 
1, "S5.... 736.501 77,000 





will apply as of the Oct. 31, an- 
nouncement date for ’58 Chevrolet 
ears. He added: 

“We like to have 10 or 15 of the 
old models around when the ’58s go 
on the floor. Around intro time, you 
always get a flock of wise boys 
who grab off the ’57 as soon as 
they get a whiff of the ’58 prices.” 

Inventory rebates also will be 
paid by the lowest-priced and 
middle-priced makes of Chrysler 
Corp. and Ford Motor Co., effec- 
tive with ’58 debuts. 

Awakening of car buying inter- 
est during the fall cleanup — a 
trend which many market ob- 
servers have noted in recent years 
—shored up the sales rate in many 
areas during the last 10 days of 
September and the first week of 
October. 


September new-car sales were 
estimated at 8 percent above 
August, August registrations total 
slipped below 500,000 for the first 
time since February. 

= * = 


CTOBER’S sales pace outshone 

September’s, surprising many 
dealers. Some dealers reported 
early-October sales 20 to 30 per- 
cent ahead of the initial days of 
September. 

Dealers have become well-geared 
up for cleanup prospecting and 
purchasing. Buying a “dying 
horse,” once a social disgrace, has 
become economical and semi- 
fashionable, thanks to the factory- 
sponsored bonuses and repeated 
dealer emphasis on prédictions of 
*58-model price increases. 


Ingraining of the cleanup- 
buying habit is playing more of 
a role in industry production 
planning. The factories have 
stretched out their ’57-model 
runs in an effort to avoid the 
inventory depletion of a year 
ago, when stocks sagged to 
314,003 on Oct. 1 and 277,975 on 
Nov. 1, 

This dwindling of the stockpile, 
which found thousands of dealers 
out of cars weeks before intro- 
duction day, was allowed to hap- 
pen because of the contrary ex- 
perience at the end of the '55 
model year. 

Dealers two years ago were 
loaded with outmoded models long 





Briggs Sees Hope 
For More Sales 
Of 58s Than °57s 


ATLANTA. — “The automobile 
business in 1958 may be a little 
better than '57, which has been one 
of the three best years in the in- 
dustry’s history,” 
Clare E. Briggs, 
Chrysler division 
sales vic e-presi- 
dent, told dealers 
gathered here to 
see Chrysler 
Corp’s. 1958 mod- 
els. 

Briggs said, 
“We are confi- 
dent we will con- 
tinue to lead the 
automotive field 
in styling for 1958.” 

Helping to bolster sales will be 
thé 1958 Windsor series in a lower 
price range, Briggs predicted. He 
said the new Windsor will offer 
“all of the luxury, prestige and 
traditional engineering quality of 
Chrysler and will satisfy the needs 
of a whole new group of custom- 
ers.” 


Louis T. Hagopian, Plymouth 
director of advertising and sales 
promotion, told dealers the ’58 


630,034| models “will help place Plymouth 


in an even stronger competitive 


"2065 position than its now strongly en- 





trenched third place.” 


He declared that “every im- 
mediate goal set early this year by 
the Plymouth division has been 
fulfilled. More Plymouths were 
produced and shipped for the U. 8S. 
market this year than in any other 
model year in our history.” 


after the '56 cars had been an- 
nounced. The drastic changes on 
most of the ’55 models led con- 
sumers to expect comparable 
alterations on ’56s, and “clearance” 
sales failed to catch on as they 


have for the past two seasons, 
* * * 


‘— year, the factories believe 
they can cash in on last year’s 
“cleanup-itis” with a stockpile vir- 
tually double that of a year ago. 
Dealers have been encouraged to 
launch their cleanup sales earlier 
and extend them longer, into the 
’58-model season as needs be. 


A Utah Pontiac dealer, who is 
following the “long cleanup,” cut 
his inventory from 60 days to 45 
days in September and expects to 
have it down to 15 days by Oct. 
31, 

A.North Carolina Dodge- 
Plymouth dealer also will be show- 
ing only a 15-day supply by Oct. 31, 
which is introduction day for all 
Chrysler Corp. ’58 cars. 

A California Chevrolet dealer re- 
ports he will be out of all ’57s ex- 
cept “company cars” by the end of 
the month, His supply fell from 40 
to 23 days last month. 

= + + 


A TEXAS Ford dealer said deal- 
ers in his area have more 
units than a year ago, but will be 
sold out by ’58 show dates. His own 
inventory is expected to descend 
from 30 days to two days this 
month. 


“Bigger discounts and allowances 
are necessary to move ’em out 
here,” a Denver GM dealer re- 
ported, “but we’re doing it and 
should be down to a five-day sup- 
ply or less by the end of the 
month.” 

A Tennessee Lincoln-Mercury 
dealer said he expected no ap- 
preciable change in his 14-day 
supply of unsold new cars this 
month, But he predicted that he 
would be sold out earlier than a 
year ago. 

“Dealers are getting cleaned up 
nearly 100 percent,” commented a 
Dakota Chevrolet dealer. 

A Chrysler-Plymouth dealer in 
New York State, declaring that 
the inventory situation was nor- 
mal, said larger inventories have 
improved sales and “very few” ’57s 
will be carried over. 


Oo’. THE negative side, a New 
Englander said his factory still 
was prodding him to take “hard to 
move” ‘57 cars, though he was 
forced to sell them below cost. He 
said he had no leftover last year. 

“Poor sales make poorer clean- 
up,” a Buick dealer in the Midwest 
noted. 

An Oldsmobile-Cadillac dealer 
in the Southwest said there 
would be a ’57-model carryover 
compared to a '56-model sellout. 

“We didn’t permit the factory to 
overload us,” asserted a Dodge 
dealer in the Midwest. 

An Oldsmobile dealer in the 
same part of the country said 
“desperate” dealers in his area 
were finding it difficult to make 
profits on cleanup this year. 


Clearing Houses 
To Help Balance 
Edsel Field Stock 


DEARBORN. — Edsel has begun 
@ program to assist its dealers in 
realigning inventories and to offer 
customers better service and faster 
delivery of Edsel’s 18 models, ac- 
cording to J. C. Doyle, general 
sales and marketing manager. 

Doyle said that the Edsel sales 
pattern by model and series has 
varied in different geographic 
localities and has been affected to 
some extent by individual dealer 
experience before he became an 
Edsel dealer. Edsel has responded, 
he said, by establishing a clearing 
house operation for exchange of 
automobiles between dealers. 

To meet local demands for 
particular models, temporary 
clearing points have been estab- 
lished in convenient locations 
throughout the U.S. These clear- 
ing points will enable dealers to 
exchange new cars, with Edsel co- 
ordinating the redistribution to 
dealers in need of specific models 
with specific optional equipment. 


Prefabricated Seat— 


This prefabricated automobile seat, 
which is claimed to eliminate all con- 
ventional upholstery labor, is made with 
Curon, a new product developed and sold 
by the Curtiss-Wright Corp. This seat is 
said to save three inches of leg room 
and two inches of headroom, and to 
offer a cooler more comfortable ride. 
The one-piece light metal contour shell is 
said to give added seat strength and 
unique modification of the seating char- 
acteristics. 
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Ford to Pay $100 
A Month for Life 


To Top Salesman 


DEARBORN, — Edward R. 
Curley, Ford division’s top sales- 
man of the year, said Ford train- 
ing started him on the path to a 
national Ford prize of $100-a- 
month for life. 

Curley, 47-year-old salesman 
with Palmer Ford Sales, Hyatts- 
ville, Md., is back at work after a 
three-day tour of Detroit which 
included presentation of his award, 
preview of the 1958 Ford car and 
truck line and visits to local scenic 
spots with his wife. 

The winner of the Ford Spring 
Selling Sweepstakes said “I got the 
best training in the world when my 
dealer sent me to the Ford sales- 
training school. I got more from 
that than from any single other 
thing.” 

Although he has no definite 
plans for spending the $100 a 
month extra income, Curley ad- 
mitted to an ambition to “train 
bird dogs and do some more hunt- 
ing in my spare time.” 

He has been married 26 years 
and he and his schoo] teacher wife 
have a son, 24, who is a junior 
at the University of Maryland. 








Sale of °58 Autos May Hit 
5.8 Million, Study Finds 


NEW YORK.—New-car sales in 


cent; and, at the time of the survey 


1958 should total 5.5 million to 5.8|7 percent were 1957 models. 


million, according to the 2ist an- 
nual National Automobile & Tire 
Survey sponsored by Look maga- 
zine. This is the former Crowell- 
Collier survey taken over by Look 
last December. 


Researchers estimated that 
private families would buy 4.96 
million new cars, any 
unforeseen development in the 
economy. 

Other findings in the survey are: 


1—There has been a large in- 
crease in multicar households. 

2.—The life of a new car today 
in the hands of its original owner 
averages slightly over four years. 

3.—The demand for sedans shows 
a substantial decline—especially 
the two-door. 

4.—There has been an increase 
from last year in the percentage 
who say the next car they pur- 
chase will be in the lower price 
group (under $2,500). 


5.—Power steering and power 
brakes are so popular with per- 
sons who now have them that 
a higher percentage would rather 
pay extra for these two features 
than for automatic transmission. 


The study shows that of the 
36,450,000 car-owning households 
(73 percent of all the households in 
the U. S.), 5,400,000 (10.8 percent) 
own two cars and 750,000 (1.5 per- 
cent) own three or more, for a total 
of 6,150,000 multicar families. Multi- 
car households in last year’s sur- 
vey totalled five million. 

These figures mean that for 
every five single-car households 
today there is one multicar house- 
hold. 

The surveys have shown that 
the percentage of car-owning fami- 
lies does not vary greatly from 
year to year. The percentage has 
stood at approximately 73 percent 
since 1953. 

Thus, the surveys find, the auto- 
motive market is growing because 
of an increase in the number of 
families and because of an increase 
in the number owning two or more 
cars. 

The survey shows that multicar 
households own 13 million auto- 
mobiles, or 30.2 percent of all 


A larger percentage of cars in 
multicar homes are hardtops and 
station wagons, and the ratio of 
convertibles to other models is 5 
to 1 in favor of multicar families. 

The survey found that 13% per- 
cent of all cars on the road are 
1955 models. Cars dating to 1946 or 
earlier comprise only about 5% per- 
cent; those from 1947 through 1952 
comprise 41 percent; those from 
1953 through 1956 make up 46 per- 


Hardtops, station wagons and 
convertibles are destined for far 
greater future acceptance, survey 
findings indicated. Whereas only 
11 percent of all cars on the 
road today are hardtops, the 
figure rises to 28 percent when 
it comes to the style of new car 
“wanted next” category; and con- 
vertibles have doubled in popu- 
larity, going from 3 percent at 
present to 6 percent “wanted 
next.” 

Look findings indicate four-door 
and two-door sedans have both 
suffered in consumer popularity. 
But the two-door sedan has taken 
by far the biggest drop, going from 
33 percent now to 11 percent 
“wanted next.” The four-door sedan 
accounts for 45 percent of the 
cars now on the road, but the 
figure drops to 39 percent when it 
comes to new car “wanted next.” 

Among car owners who plan to 
buy within 18 months, cars cost- 
ing less than $3,000 will make up 
86 percent of the market, accord- 
ing to the findings. 
been an increase of 
4 percent from last year in the 
percentage who say they plan to 
buy the lower price cars (under 
$2,500), while there has been a very 
small (one percent) decrease in 
the percentage who plan to pur- 
chase cars costing $2,500 to $3,000, 
and a drop of 3 percent in those 
planning to buy cars costing $3,000 
to $4,000. 

The percentage of luxury-car 
(over $4,000) buyers is exactly the 
same as it was in the 1956 survey 
—6 percent. 

For 1957 versus 1956, the per- 
centage breakdowns of price group 
of next new car: 


1957 1956 

Survey Survey 

Group A (under $2,500) 55% 51% 
Group B ($2,500-$3,000) 31 32 
Group C ($3,000-$4,000) 8 il 


Group D (over $4,000) 6 6 
Among owners who plan to buy 
a new car by the end of 1958, 
radios rank highest in popularity 
as special equipment (80 percent) 
and automatic transmissions rank 
second highest (74 percent). 


Britain Claims Title 


Of Leading Car Exporter 
LONDON.—B ritain has laid 
claim to the title “world’s largest 
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NADA Seeks New Formula, ADSA Halts Drive .. . 


Justice Dept. Bars Bonus Plans 


(Continued from Page 1) 


H. Mead Norton, Dean Chaffin, A. 
Leftwich Sinclair jr, Walter 
Cooper, Foster Talbott, Hanford 
Crockard, Carl E. Fribley, George 
H. Davis, William L. Mallon and 
Ray D. Wilson. 

The committee consists of the 
officers and chairmen of NADA’s 
national affairs, industry relations, 
policy and planning, public rela- 
tions and membership committees 
—plus Norton, the Oklahoma direc- 
tor who has led the ADSA drive. 
Sutter is chairman of the group. 

* > > 


(pYERSHADOWED by Hansen’s 
pronouncement was the fact 
that out of the board meeting came 
a statement of harmony relating 
to the factional dispute on the best 
way to implement a service respon- 
sibility program. 

Norton declared ADSA “will 
cease activities” pending NADA’s 
decision on whether to join with 
ADSA or any other group to form 
a united retailer front. 

Said Norton: 

“NADA has indicated that it will 
join hands with ADSA or any 
group or individual to develop and 
urge the factories to offer their 
dealers a provision in the selling 
agreement which will establish a 
quality dealer program by con- 
trolling and eliminating the disas- 
trous merchandising practices now 
plaguing the industry. 

“Pending NADA decision to join 
with ADSA or any other group in 
a joint effort to correct the mer- 
chandising methods now destroying 
many quality dealers, ADSA will 
cease activities. 

“As an NADA director, I have 
every hope and confidence that this 
action by NADA will resolve the 
problems of all quality dealers.” 

: = . 


mes board vote on establishing 


a special committee to help in| - 


devising new service responsibility 
plans was said to have been unani- 
mous. The adopted resolution in- 
cluded the following statement: 

“1. At the present time the 
serious problems of cross-selling, 
bootlegging and misleading and un- 
ethical advertising are uppermost 
in dealers’ minds. 

2. 


buying public is entitled. 

“3. Various approaches to the 
solutions of these problems have 
been proposed, by NADA itself, by 
groups of franchised dealers and 
by individual dealers. 

“4. So far, no specific plan has 
received support or endorsement 
from a majority of NADA mem- 
bers or from the manufacturers. 

“5S. Without majority support 
and without public acceptance, no 
plan is realistic or susceptible of 
attainment. 

“6. The need, or lack of need, of 
national legislation is of secondary 
importance. 

“7. It is imperative that a plan 
be adopted that will best resolve 
these problems, has majority sup- 
port among our members, is in the 
public interest, is not harmful to 
the manufacturers and is not un- 
dyly difficult of administration or 
enforcement.” 


ciateten, in addition to 
directing Bell to prepare new 
plans of action, requested him to: 
1, Press diligently for the 
adoption of a dealer 
gram as defined by NADA. 
2. Take such action as he may 
deem necessary to obtain the opin- 
ions of dealers, manufacturers, con- 
sumers and others. 

3. Keep NADA’s directors in- 
formed of progress. . 

4. Press, with board approval, 
for successful attainment of any 
plan meeting the stated require- 
ments “by any and all means that 
seem to him to be proper, realistic 
and logical—keeping the officers of 
NADA, the board of directors and 
special consulting committees in- 
formed at all times.” 

In a unanimous motion, the 
directors labelled the attainment 
of these objectives “the Number 
One project of this association and, 


as such, shall have priority over 
all other programs and activities.” 
* * * 


ORTON told Automotive News 

that ADSA is not “married” 
to any single plan of action but 
is seeking to help find a “legal 
way” to arrive at the solutions to 
industry evils. 

He said Joseph W. Burns was 
retained as ADSA counsel be- 
cause he is versed in the anti- 
trust field and is capable of 
implementing the “legal approach 
to this situation.” 

In a statement to the directors 
which he prepared prior to the 

sessions, Norton re-emphasized that 
ADSA “was organized for the pur- 
pose of carrying on an educational 
campaign with dealers and fac- 
tories alike, pointing out that the 
merchandising practices of boot- 
legging, bird-dogging, cross-selling, 
and so forth, must be eliminated 
or controlled if the quality author- 
ized dealer was to survive.” 

“We felt,” he continued, “that 
due to NADA’s reluctance to carry 
on an aggressive program, such as 
ADSA has attempted to do, NADA 
would certainly assume none other 
than the most friendly atmosphere 
toward our efforts.” 

= > : 

IS statement said that compe- 

tent antitrust attorneys have 

assured ADSA with a great degree 
of certainty “that there can be no 
question of the legality of the plan 
proposed by ADSA.” 

Norton said the industry must 
join hands and face the fact that: 

“1. You can’t sell price.” 

“2. The field of new-car sales by 
present-day comeon, gimmick, mis- 
leading advertising and unsound 
terms is almost exhausted. 

“3. Day by day, we are finding it 
impossible to either retain or 





develop competent, trained sales- 
men who are willing to compro- 
mise their principles of self- 
respect by engaging in a 
profession which is no longer re- 
spected by the buying public. 

“4, Public distrust of all dealers 
is growing daily. 

“5. Dealers are becoming more 
apathetic day by day toward as- 
suming their obligations to their 
owners and community and factory 
because they have found by bitter 
experience that there is no reward 
for services performed requiring 
personal initiative. 


“6. Self-control, pretty words, 
codes of ethics and voluntary 
agreements without economic power 
of enforcement will not remedy 
the situation.” 

Norton said dealers must apprise 
the makers of these conditions be- 
cause only the dealer operating in 
such a market has any idea of the 
problems. 

“Factory personnel high enough 
on the echelon to institute a rem- 
edy either never sold at retail or 
have never sold in a disturbed 
market such as exists today,” he 
said. 

> > = 

. Justice Department’s Han- 

sen told the directors that both 
the NADA and ADSA proposals in 
his view raise “serious questions 
under the antitrust laws, including 
allocation of customers, division of 
territories, boycotting of nonfran- 
chised dealers and resale price 
maintenance.” 

For these reasons, he said, “I 
feel that it would not be in the 
public interest for automobile 
manufacturers to include such 
provisions ‘in their franchise 
agreements.” 

Hansen recalled that in May, 
1956, NADA addressed a letter to 
U. S. Attorney General Herbert 


Michigan Association Asks 
Parley on Factory Retailing 


LANSING.—Continuing its cam- 
paign against new-car sales by fac- 
tories and factory branches, the 
Michigan Automobile Dealers Assn. 
has invited J. F. Wolfram, Oldsmo- 
bile general manager, to attend a 
meeting to discuss the situation. 

Gilbert L. Haley, MADA execu- 
tive vice-president, wrote Wolf- 
ram and asked him to set up a 
meeting with the association and 


A General Motors spokesman 
said the letter would be answered 
by the corporation, rather than by 
Oldsmobile. 

In his letter, Haley charged that 
Oldsmobile division does not have 
a new-car dealer’s license. 

“About Apr. 2,” Haley wrote, 
“Oldsmobile abandoned the use of 
RD-108 forms as required by the 
the (Michigan) Motor Vehicle Code 
and the Department of Revenue, 
and is presently using UT-7A 
forms, which are the Michigan Use 
Tax forms.” 

He said the division sold 586 cars 
at retail in 1955; 543 in 1956; 225 
from January through Apr. 2, 1957, 
and 147 from Apr. 2 through July 


to sell cars at retail, the practice 
will not only he harmful to 
Oldsmobile dealers in the Lansing 
area, but to other General Motors 
dealers and to non-GM dealers 
as well.” 

Oldsmobile does not have factory 
retail stores as do some other GM 
divisions. 

Haley said MADA and Lansing- 
area dealers do not object to fac- 
tory discounts, but they feel that 
such cars should be delivered 
through a company’s dealers. He 
said the Chevrolet system is much 
fairer to the public, the employe 
and the dealer. 

According to Haley, under the 
Chevrolet plan the employe pays 
the factory for the car and takes 
delivery through a dealer, paying 
sales tax, weight tax and registra- 


tion fee. The factory then reim- 
burses the dealer 5 percent of the 
amount the employe paid the fac- 
tory, Haley said. 

“We also understand,” he added, 
“that Chevrolet division’s ‘brass- 
hat’ cars are sold to the dealer 
and go through the dealer’s books.” 

Copies of the letter to Wolfram 
were sent to Harlow H. Curtice, 
GM president, and Ivan L. Wiles, 
dealer relations executive vice- 

nt. 

A bill to prohibit retail auto sales 
by factories was tabled by the 
Michigan Legislature last spring. 
It was recommended that manu- 
facturers and dealers get together 
“to work out the problem of fac- 
tory retailing among yourselves.” 

A legislative committee was ap- 
pointed to study the situation and 
report on it at the beginning of 
the 1958 session. 

Haley said members of the Legis- 
lature have asked MADA to meet 
with the auto makers on the retail 
sales question and to report the 
results of such meetings by Jan. 15. 





Missouri Dealers Favor 


NADA Poll on ADSA Plan 


JEFFERSON CITY, Mo. — A 
majority of members of the Mis- 
souri Automobile Dealers Assn. 
are in favor of a MADA pro- 
posal that NADA poll its mem- 
bers on ADSA’s territorial- 


Gorman said the NADA action 
was favored by 122 of the first 
200 dealers reporting in the 
MADA poll of members. He said 
the vote was opposed by 43 and 
that 35 thought the NADA sur- 
vival plan was superior to 
ADSA’s. He said this trend con- 
tinued in later returns. 





Brownell requesting assurances 
that the Justice Department would 
not proceed criminally under the 
antitrust laws against territory 
security agreements, if they were 
inserted again in sales franchises. 


The agreements would have as- 
signed a territory or zone of in- 
fluence “within which the dealer is 
expected to sell the products of 
the manufacturer and provide 
necessary capital and service fa- 
cilities.” 


In addition, the agreements 
would have provided for allocating 
the “overall discount given by a 
manufacturer to a dealer in an 
equitable and reasonable manner 
that would provide compensation 
to the dealer who carries out the 
servicing function but who did not 
make the initial sale of the new 
car.” 

The antitrust chief said his pred- 
ecessor in office, Stanley N. Barnes, 
advised NADA that “while it was 
his belief at that time your pro- 
posal might well involve the dealers 
and the manufacturers in viola- 
tions of the Federal antitrust laws, 
he was awdre of no case decided by 
the Supreme Court of the United 
States which has squarely deter- 
mined the legality or illegality (of 
the proposal) under those laws.” 

= > > 


ANSEN continued: “He accord- 

ingly advised you (NADA that 
so long as the status of the law 
remained unchanged .. . any action 
that the Justice Department will 
take against dealer and manufac- 
turers for violations of the Federal 
antitrust laws resulting from adopt- 
ing your proposal will be on the 
civil rather than the criminal side 
of the docket.” 

Hansen added that Barnes 
promised that such court action 
would be expedited to make a 
test case on the legality of terri- 
tory security arrangements. 
“Over a year has passed since 
this exchange of correspondence 
without any indication known to 
me that any automobile manufac- 
turer wishes to resolve our differ- 
ences in the manner suggested by 
Judge Barnes,” Hansen declared. 
The antitrust chief said the two 
proposals submitted for his ap- 
praisal may violate the antitrust 
laws because they raise “substan- 
tially the same” questions as those 
involved in the earlier NADA- 
Barnes correspondence. 

7 ” > 


Goa into explicit points of diffi- 
culty, Hansen explained to the 
directors that the department’s 
position is that a “reasonable 
system” for compensation which in- 





Texans View Chrysler Limousine— 


Chrysler Corp.'s Crown Imperial limousine, the car for the man who has every- 
thing—including money, was displayed at the State Fair of Texas in Dallas. The 
car is custom-built by .Ghia of Italy on a modified Imperial chassis and is available 
on special order from Chrysler Corp. Only 50 have been built this year. The price 
has not been announced, but it is believed to sell for about $17,000. 





= 
volved payments by a selling de 
to a servicing dealer might be p 
missible under the antitrust iawsg, 
If such a plan were voluntarily j 
entered into between the dealer 
and a manufacturer, he said, Jug. 
tice would have no objection “go | 
long as the payment made by the /- 
selling dealer did not exceed that 
portion of the servicing dealer's 
required warranty costs not al. 
ready paid for by the manufac. 
turer or the car owner.” PA 
But, he added, to the extent tha 
such payments exceed nop. 
reimbursed costs for required war.jam@ . 
ranty service “they penalize out-og.jea@ 
territory sales and tend to create 
division of territories among deaj.| 
ers, which is a probable violation} Me 
of the antitrust laws.” cars 
Hansen said the bonus or rebate] mor 
to be paid dealers selling in| fart 
territory, under the ADSA ang Sul 
NADA proposals, would exceed “byjplai 
a@ substantial amount” the compe numt 
sation which would constitu teindic 
simple reimbursement for the des el 
er’s required warranty costs notin th 
already paid for by the maker oping. 
car owner. Me 
The antitrust official expre 
doubt about the provision in 
ADSA plan whereby the mz 
agrees to pay a dealer a 5 pere 


overriding commission for newfor ¥ 
vehicles that are sold and “will b4 Am 
in general use” in a designategdispl 
area. “Gold 


He asserted that this reference talot of 
vehicles “in general use” implieshow 
what he termed “surveillance } . 
the dealer and the factcry of tha The 
use of vehicles which neith 


owns.” 


* * * have 


—— intrusion on the personaimissi 
liberty of the purchasers of Ar 
vehicles subject to such survelj Pac 
lance appears to go beyond shov 


you wish to accomplish,” he added] put | 
“and I believe you will agree, upod the 
further reflection, that it is com Ho 
trary to the standards of our comamMc 
petitive free-enterprise system.” |stylir 

m also said the ADSAlgnne. 
plan has the further “objectionalls ‘ 

feature” of relating the bonus ts}, 5 
the factory list price and there} 7, 
by raising the question “whethet|paio: 
it also might have some of th 
effects of prohibited resale pric 
maintenance.” 

Hansen found much to dislike 
the ADSA plan’s requirement t 
the dealer maintain lists of # 
names and addresses of the pe 
or firms to whom he sold vehie¢ 
He said such an operational 
cedure is not set forth specific 
in the NADA rebate plan but 
pears to be implicit” in it. 

He said he objected to such 
list-keeping requirement because 
is contrary to the philosophy of t 
antitrust laws which “conde 
any restraint on the persons 
whom or the territory with : 
which the owner of products z 
sell them.” 

Further, he said, “it would 
vite even greater supervision 
inspection of dealer records 
business practices than is preset 
in force in the retail automobile 
dustry. I question whether 
substantial number of de 
would welcome such a result 
to accomplish the objective wh 
you contemplate.” 

Hansen had a final objection § Te 
the service responsibility propo 
— that they seem “impractical e 
unless their provisions were 
plied to all dealers of a particul@% x 
mak 


e. 
“I am satisfied that there is Y 
substantial group of dealers wy 
would not willingly enter such 
agreement,” he announced. / 
“I could not conscientiously 4% 
move the protection of the ‘e* 
trust laws from this group ics 
Texas State Fair jx, 


dealers.” 





Draws Four 758s 


DALLAS.—The Texas State * 
has laid claim to having the 1 
auto show of the 1958 model 
with four new’ makes on display 
its Automobile Building. 
Studebaker-Packard and Ame 
ean Motors are showing part ¢ 
their 1958 lines even before 
cars go on sale across the ntio 
In addition, Ford has entered 
new Edsel. 
AMC is showing its Ramblers f¢ 
1958. S-P has entered its new Studeg™ 
bakers and the Packard Hawk. 
The fair has drawn the 1957s @ ° 
other American producers plqi™ 
more than a dozen imported ¢ ‘ 
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By George L. Glaser 


European Correspondent 
PARIS.—This city’s 44th automo- 
salon is featuring elegant dis- 





. a ys of a wide range of European 
d was 4 American cars aimed at the 
out-of.jemtomer who can afford to buy a 


reate al or less custom-made vehicle. 
g deal Despite the richness added by 
iolation the showing of more expensive 
ars, the Paris show remains 
rebate mere cozy than the recent Frank- 
ing inj fart show. : 

SA 6 Suppliers have uncountable dis- 
eed “h here. The ever-increasing 
ompenjaumber of house-trailer displays 
















-ituteindicates that the French have 
le des eloped an interest in sleeping 
sts nofin their own “homes” while travel- 
aker orming. 


Mechanically speaking, there is 
little to excite the visitor to the 
¥ s show. The interest shown in 
makesdisk brakes and air springing may 
percenfindicate that those features are in 
r newfor wider use. 
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igna‘ play, the Oldsmobile dream car, 
"Golden Rocket,” has attracted a 
ence tulot of attention. The Edsel is being 
impligshown separately from other Ford 
nce byiears. 
of The comfort and styling of U.S. 
neithegears is ahead of that of the Euro- 
pean makes. Also, U. S. factories 
Ihave the lead in automatic trans- 
erson issions. 
sers of American Motors, Studebaker- 
survel4 Packard and Chrysler Corp. are 
d showing their 1958 models here 


| adde 
e, uUpe 
is 0 


but details must be withheld until 
the cars go on sale in the U. S. 
However, it can be said that 
ir COMAMC’s Rambler shows improved 
item.” styling with dual headlights and 
ADSAlfnned rear fenders. Their compact 
ctionallsize should make them a threat in 
nus tithe European market. 

The styling changes on the Stude- 


hethet/nakers and one Packard on display 
of the a ae. cle 


price 
slike 


nt P 
of @ 
pe 

re C 








such 
cause 
y of ti 
na 

sons 
rith 
ts 


uld 
on 

rds 
resell 
ybile 
er 
da . 
it 
» wh 


stion 


e headlights. 


ite F 
he 1 
lel ye 
splay 


Ame! 
part 6 
ore 
nati 
pred it 
— ch Suspension Solution— 
y Stude 
wk. 
1957s 
s pl 
ed cal 


. Torsion bars interact on each 


ends. 





’s Costly but Cozy 
At Paris Auto Show 





























ost-Photographed Auto in Paris— 


The most-photographed auto at the Paris auto show is this creation by Raymond 
. He took a BMW 507 chassis and added his own body, complete with four 


thematic drawing shows novel torsion suspension used on French Panhard which 
attention at the Paris Auto Show. Front-wheel drive makes possible the use 
@ curved, trailing rear axle, with triple torsion bars secured to a frame cross- 
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not make any big changes in its 
— 1958s. 

However, the little Citroen Deux 
Chevaux now has a lid on the trunk 
and a larger rear window. Earlier 
cars in the line had a roll-top roof 
which extended down over the lug- 
gage space. 

Renault is featuring its Trans- 
fluide drive with which one of its 
cars went from Paris to Lyon with- 
out shifting into second gear. 

Panhard has changed its cooling 
system. The air is now blown over 
the cylinders. 

The new styling of the Simca 
Vedette V-8 shows a heavy influ- 
ence from the U. S. The car has 
@ wraparound windshield and a 
sort of finned rear fender. 

Italian offerings include a midget 
car developed from the Vespa 
scooter. It has a two-cylinder, air- 
cooled motor in the rear. 


The Italians are also showing a 
















This .ad—another in a year-round 
promotion in national magazines—reminds 
consumers to look for the Yellow Pages emblem 
in advertising. As people rely more and more on the 
Yellow Pages for local shopping information, your 
advertising and trade-mark listings in this buying 
guide become increasingly profitable. 






are noticeable. Chrysler division’s 
Le Baron model is high in comfort 
and styling. 

Turning the European manufac- 
turers with U. S. affiliations, Gen- 
eral Motors is playing up its Vaux- 
hall and Opel cars which are being 
introduced in the U. S. this fall. 

The six-cylinder Vauxhall Cresta 
is about two-thirds the size of a 
Chevrolet and sets some sort of 
record high in styling as far as 
ears from the British Isles are 
concerned. 


The hosts for the show, the 








This 


Find Your 






French, have a large number of luxury version of the Fiat 500. Nearest Dealer 
models on display. Citroen did British manufacturers are here emblem In The 
* * * in full force but a better picture on 


British offerings will be available 
at the London auto show later. 

One of the biggest British at- 
tention-getters here is the XK-150 
sports convertible which Jaguar is 
showing. 

Sweden is represented by displays 
of SAABs and Volvos. 

There are a number of cars 
here from producers behind the 
Iron Curtain. The Czechs are 
showing the Skoda and Tatra, 
the latter a rather plain, rear- 
engine V-8. 

A.W.E., a factory once part of 
the Bavarian Motor Works setup 
and now a government industry in 
East Germany, is offering a car 
with a fresh approach to styling 
but unimpressive mechanical fea- 
tures. 


Among the oddities on display 
here is a car from East Germany 
with a peculiar steering wheel— 
the upper half is one diameter and 
the lower half is a smaller size. 

Raymond Loewy is showing a 
BMW 507 with his own body. 
With its four square headlights, 
it is the most-photographed auto 
in the show. 

Several firms are offering plastic 
bodies. One of the bodies is finished 
in flower-design coloring. 

> * > 


Sidewalk Talk 
From the Continent 


More than usual activity in con- 
nection with the new model of the 
Opel Kapitaen due for February, 
1958. Rumor is that GM is con- 
sidering it as companion car for 
Chevrolet dealers. Opel Olympia 
Rekord is being sold in U. S. by 
Buick dealers. 

7 7 > 

Ford is trying to sell 300 Edsels 
in Germany. Price is not too high 
—about 23,000 DM—but the dis- 
placement tax is tremendous since 
the job has 6.7 liter displacement. 

* * > 


Yellow Pages 


FS: 





Citroen Changes Trunk— 


Citroen has changed the styling of 
the rear of its little Deux Chevaux. The 
model on display at the Paris auto show 
featured the trunk lid and larger rear 
window in place of a roll-top roof that 
formerly extended down over the lug- 
gage space. 


guides you to the 
Yellow Pages 









where advertisers list their 
local dealers for your 
shopping ease! 


During the Frankfurt auto show, 
visitors asked what make they 
would buy if they did not have to 
be concerned about price. 

Result: A bit more than 80 per- 
cent said Mercedes. 

= . = 











GET RID OF POISONOUS 
GAS FUMES 


With a Tested and Approved 


Visitors to the show noted for 
the first time since the war a con- 
siderable number of German sol- 
diers at the show. 










Spring Concern 
Marks Centennial 


BRISTOL, Conn. — Over 400 
representatives of manufacturing 
companies, national, state and city 
officials will be the guests of As- 
sociated Spring Corp.’s Wallace 
Barnes Co. division at a banquet 
in Hartford’s Hotel Statler Monday 
evening, Oct. 14, to mark the 100th 
anniversary of the founding of the 
spring-manufacturing company. 

Carlyle F. Barnes, great-grandson 
of Wallace Barnes and president of 
Associated Spring Corp. since 1954, 





OVERHEAD SYSTEMS .. . Standard 
kit, 2 inlets serving any two of four 
cars in a row .. . . $206.25 f.o.b. 


SYSTEM 
6 Systems to suit your needs. Over- 
head and underfloor models install 
easily in present or new buildings. 
Every NATIONAL System comes with 
motor and blower unit, ducting, and 
car service extensions—a complete 
“packaged kit'—ready to install. 
There is a qualified NATIONAL man 
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will deliver the principal address. | UNDERFLOOR SYSTEMS . . . Standard near you. Write today for literature 
Gov, Abraham A. Ribicoff will] £%, iq "stows as low a $2046 f2.b. and prices. 


extend the greetings of the State 
of Connecticut. State Rep. John A. 
Fitzgerald will present G. Theodore 
Zahnke, general manager of 
Barnes Division, a scroll engrossed 
with a resolution adopted by the 
Legislature commending the com- 
pany’s attaining its centennial. 


Ze NATIONAL SYSTEM 
E VENTILATION, INC. 
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GM Cars Below 457% for Nine Months... 


Ford-Chrysler Output Share Up 


(Continued from Page 6) 


percent on 67,783 cars a year ago 
to 1.11 percent on 51,908 cars dur- 
ing the first three quarters of this 
year. 
+ * * 
AN individual basis, 10 of 
the 21 car manufacturers 
showed percentage point gains over 
the first nine month of this year. 
They were: Plymouth, up 3.68 
points; Ford, up 3.52 points; 
Dodge, up 1.58 points; Edsel, up 
0.91 points; Imperial, up 0.49 
points; Mercury, up 0.42 points; 
Chrysler division (excluding Im- 
perial), up 0.30 points; DeSoto, 
up 0.29 points; Rambler, up 0.02 
points, and Rambler Ambassador, : 
up 0.04 points. Both Edsel and 
Rambler Ambassador came into 
being late in the third quarter. 
Among the 11 makers showing 
declines from a year ago were 
Chevrolet, off 412 percentage 
points; Buick, off 3.71 points; Olds- 
mobile, off 1.77 points; Pontiac, 
down 0.48 points; Studebaker, off 
0.28 points; Lincoln, off 0.22 points; 
Nash and Packard, each off 0.21 
points; Cadillac, off 0.13 points; 
Hudson, off 0.10 points, and Con- 
tinental, off 0.02 points. 
* = > 
; WAS joined by S-P in having 
all their assembly units lose 
ground from a year ago, while 


Chrysler Corp. was the only manu- 
facturer to see all its division score 
gains over the first three quarters 
of a year ago. 

Chrysler saw its Plymouth di- 
vision jump from 315,342 assem- 
blies and 7.44 percent of total 
industry output in 1956 to 11.12 
percent on 519,732 cars this year; 
Dodge climb from 3.28 percent 
and 139,086 cars to 4.86 percent 
and 227,122 units; DeSoto rise 
from 1.68 percent and 71,250 cars 
to 1.97 percent and 92,002 units; 
Chrysler division (excluding Im- 
perial) jump from 1.72 percent 


Byrne Doors to Distribute 


Reynolds Road Products 


DETROIT. — Greater partici- 
pation by Reynolds Metals Co. 
in Michigan’s $1.25 billion bridge 
and highway construction pro- 
gram was forecast with the an- 
notincement of the appointment 
of Byrne Doors, Inc., as state- 
wide distributor for Reynolds 
aluminum bridge and highway 
products, 

Former Michigan Gov. Murray 
D. Van Wagoner, special prod- 
ucts vice-president, will head up 
aluminum sales and develop- 
ment, according to G. M. Bolton, 
Byrne president. 


Salesmen Are Targets ae-4 


Calif. Union Opens Drive 


(Continued from Page 6) 


tions with Ford Motor Co. will get 
under way Thursday (Oct. 17) when 
the United Auto Workers’ national 
Ford council meets in Detroit. 

In addition to con- 
tract goals, the delegates repre- 
— all Ford UAW locals, will 

Walter P. 
mouther, UAW president, and 
Ken Bannon, director, UAW Ford 
department. 

The AFL-CIO says its net worth 
isameioas $910,583 to a total of $6,- 
330,613 during the fiscal year ended 
June 30. 

In a published financial state- 
ment, the labor organization re- 
ported income for the 12 months of 
$10,506,880, mostly from dues or 
per-capita tax from affiliates. Ex- 
penses amounted to $9,596,297. 
These included $3,872,526 in sal- 
aries. 


GM Hit by Strike 


ENERAL MOTORS continues 

to have labor trouble at its 
plants. Two weeks ago, strikes at 
two Fisher Body units forced Buick 
and seven Buick-Oldsmobile-Pon- 
tiac assembly plants to postpone 
the start of production on 1958 
models one week. 

Last week, 6,000 employes of GM’s 
transmission plant in Willow Run, 
Mich., walked off their jobs over a 
long-standing dispute about plant 
practices. 

The walkout, if continued, 


Curtice Receives 
French Citation 


PARIS. — GM President Harlow 
H. Curtice was awarded France's 
highest economic tribute, Com- 

mander of the 
Order of National 
Economy. 

_ The award, 
which recognizes 
exceptional serv- 
ices to French 
economy, was 
made at GM's 
French head- 
quarters in Gen- 
nevilliers, where 


and Chevrolet truck divisions, 
which receive transmissions from 
the struck plant, 


At presstime last Thursday, a GM 
spokesman said inventories in the 
hands of the auto assemblers were 
“normal,” and there was no im- 
mediate indication of an effect on 
final operations. 


Tu drive for legislation to 
clamp down on labor racketeer- 
ing has picked up steam as a result 
of James R. Hoffa's election as 
Teamsters’ president. 


Labor Secretary James P. 
Mitchell has indicated that the 
Teamsters’ action might lead to 
“more repressive legislation” than 
otherwise might have been con- 
sidered. 

Mitchell said efforts of the AFL- 
CIO to clean house would ordinarily 
have gone a long way toward satis- 
fying Congress that labor itself 
could handle the situation. But, 
with Hoffa's election, Congress may 
now feel that labor itself cannot 
clean house, he said. 


Each Maker's Share... 


and 94,622 cars, and Imperial 

climb from 0.16 percent and 6,588 

units to 0.65 percent and 30,584 

assemblies. 

Paradoxically, GM saw Chevrolet 
drop from 28.17 percent and 1,192,- 
918 cars a year ago to 24.05 percent 
on 1,124,515 cars this year; Buick 
decline from 10.09 percent on 427,- 
313 cars to 6.38 percent and 298,474 
units; Oldsmobile dip from 8.12 
percent and 344,046 cars to 6.35 per- 
cent and 296,868 assemblies; Pon- 
tiac skid from 6.10 percent on 258,- 
372 to 5.62 percent on 262,692 units, 
and Cadillac fall from 2.72 percent 
and 114,993 cars to 2.59 percent on 
120,913. 

* * * 

RONICALLY, both Cadillac and 

Pontiac losses came about de- 
spite production increases... 
Pontiac up from 258,372 to 262, 692, 

and Cadillac from 114,993 to a new 
nine-month record of 120,913 units. 

Ford Motor’s Ford, Mercury 
and newly-opened Edsel divisions 
were its gainers, while both Lin- 
coln and Continental lost ground 
from a year ago. 

Edsel picked up 0.91 percent of 
total industry output on 42,420 as- 
semblies during the third quarter; 
Mercury climbed from 4.42 percent 
on 187,004 cars a year ago to 4.84 
percent on 226,498 cars this year, 
and Ford climbed from 21.83 per- 
cent on 924,380 cars a year ago to 
1,184,896 assemblies and 25.35 per- 
cent this year. It also marked the 
first time in the postwar era that 
Ford has outproduced Chevrolet 
through the first nine months of a 
calendar year. 

* > > 
pcos dropped from 0.84 per- 

cent of total output on 35,524 
cars a year ago to 0.62 percent on 
28,774 assemblies this year, while 
Continental dropped from 0.03 per- 
cent on 1,182 units a year ago to 
0.01 percent on 444 assemblies dur- 
ing the first nine months of this 
year. 

Rambler turned out 65,611 cars 
for 1.40 percent of total factory 
assemblies this year, compared 
with 1.38 percent on 58,327 units 
a year ago, while Rambler Am- 
bassador showed 2,058 assemblies 
for 0.04 percent of total factory 
output this year, as against no 
assemblies a year ago. 

AMC divisions losing ground 
were Hudson, down from 0.13 per- 
cent on 5,469 cars a year ago to 
0.03 percent on 1,345 this year, and 
Nash, down from 0.29 percent on 
12,374 units in ‘56 to 0.08 percent 

on 3,561 cars this year. 

S-P’s Packard division skidded 
from 0.31 percent on 13,277 units a 
year ago to 0.10 percent on 4,606 
units this year, while Studebaker 
dropped from 1.29 percent on 54,- 
506 assemblies to 1.01 percent on 
47,302 units. 


Car Output: Quarter by Quarter 


Pet. Pt. 
Pet. Pt. 


Quarters 

3.28 79 
Toss 2.01 
—1.40 1.45 
—0.99 —1.06 
—0.40 —1.08 
—1.69 —158 
+0.72 
—121 
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—1.09 
—0.22 
3.25 
0.07 
—OAL 
—0.37 
+021 
—0.64 
—0.30 
—0.18 
16 
os 
—0.12 
—0.04 
—0.01 
—2.05 
+611 
—3.57 
—0.64 
40.15 
0.00 


Nine-Month Output—'57 vs. 


Each Truck Maker's Share 


Total 
Output, 
1957 


WHITE. 


MISCELLANEOUS *** .... 
Total Trucks, U. 8S. 


Miscellaneous includes Corbitt, Marmon-Herrington, 


*** Autocar, 


Tompkins Stays Chairman 
Of Safety Committee 


WASHINGTON, — H. D. Tomp- 
kins, Firestone Tire & Rubber Co. 
vice-president, was re-elected 
chairman of the Inter-Industry 
Highway Safety Committee at the 
annual meeting of the committee's 
board of directors in Detroit. 

Charles C. Freed, NADA past 
president and DeSoto-Plymouth 
dealer in Salt Lake City, was re- 
elected vice-chairman, Walker A. 
Williams, vice-chairman, Ford 
Motor Co. Dealer Policy board, 
was re-elected secretary-treas- 

ir. is 


Elected to the board were J. B. 
Wagstaff, DeSoto sales vice-presi- 
dent; S. A. Skillman, Studebaker- 
Packard Corp. sales vice-president, 
and G. R. Cuthbertson, general 
manager of U.S. Rubber Co.'s tire 
division. 

“During 1958, the Inter-Industry 
Highway Safety committee will 
stress four major activities,” said 
Tompkins. “They are high school 
driver education, teen-age traffic 
safety, vehicle safety, and adequate 
highways. The committee will also 
continue its support of the Presi- 
dent’s Committee for Traffic Safety 
by assisting in its four regional 


Baltimore Papers 
Refuse to Reduce 
New-Car Ad Rate 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland was re- 
buffed by Baltimore’s metropolitan 
newspapers in its bid for “local” 
rates for new-car advertising 
placed by a local dealer. 

In letters to executives of the 
newspapers, ATAM Manager J. 
Cavendish Darrell said many deal- 
ers, in order to avoid the higher 
national rate, are advertising 
“demonstrators,” “company cars,” 
“executive’s cars,” “driven 1,000 
miles.” Local rates are charged for 
used-car ads. 

Darrell asked the newspapers to 
“consider this request in the light 
of fairness to local independent re- 
tail dealers who have been singled 
out as being compelled to pay a 
‘national’ rate for purely ‘local’ ad- 
vertising.” 

William F. Schmick jr., executive 
vice-president of the Baltimore 
Sun, said “it is our conviction that 
at the general (national) rate the 
Sunpapers offer an exceptional ad- 
vertising investment for those 
dealers who make a straight- 
forward honest appeal to sell auto- 
mobiles that are honestly new 
cars. 

Fred I. Archibald, auitienes of 
the News-Post and the American, 
took issue with Darrell’s conten- 
tion that auto dealers are retailers 
entitled to local rates. 

He said a retailer is one who 
sells a variety of goods made by 
a variety of manufacturers. 

“An automobile dealer, on the 
other hand, is out of business if 
his manufacturer stops supplying 
him,” said Archibald, “Therefore, 
the automobile dealer is not a re- 
tailer—he is a sales agent, a manu- 
facturer’s representative.” 


Freightliner and Sterling are included in White Totals; 


Pet. of Total 
9-Month = 


Output 
31.55 204,234 
051 3,919 
0.28 2,857 
7.24 66,143 
230,642 
69,357 
103,469 
14,413 
2,942 
10,997 
13,266 
46,092 
2,681 
831,012 
Federal, Four Wheel ; 
Brockway in Mack. 


Pet. of 
9-Month 
Output 
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conferences scheduled in the spri 
of 1958.” 


Tompkins presented tributes 
from committee members to 
former committee chairmen — W! 
F. Hufstader, General Motors Corp 
vice-president, and A. vanderZee 
Chrysler Corp.—for “personal con- 
tributions to the automotive 
allied industries on behalf of safe 
and more efficient highway tran: 
portation.” 

Automobile and tire companies 
represented on the committee 
also received tributes for presen- 
tation to the 19 men loaned te 
the committee to assist in the 
1957 National Vehicle Safety-}, 
Check for Communities. 


Elected to the executive commi 
tee of the board were: oO 

Hufstader, J. A. Hoban markeP¥” 
ing vice-president, B. F. GoodridfORI 
Co.; NADA President Frederick 
Sutter, and L. E. Stone jr., fi 
vice-president, National Tire De 
ers & Retreaders Assn. 

Other members of the committe " 
are: 

R. A, Abernethy, automotive d 
tribution and marketing vic 
president, American Motors Corp 
Dean Chaffin, NADA first vie 
president; Carl E. Fribley, NAD& qo, 
immediate past president; Fos! 

W. Talbot, chairman NADA Tots 
dustry Relations committee; L. U. 
McQueen, sales vice-presiden 
General Tire & Rubber Co.; Vig Tot 
tor Holt jr., vice-president, Goc 
year Tire & Rubber Co.; ¢ 
Joseph A. Abel, NTDRA presider 


Chicago Dealers 
Tell Detroiters of {:°: 
Auto Show Plans |*™ 


DETROIT.—More than 150 rep Al 
sentatives of auto manufacturer 
the press and advertising will 
tend a luncheon here today (Od 
14) to hear of plans for the 50 
Chicago Auto Show. 

Don C. Mullery, president of 
sponsoring Chicago Automob 
Trade Assn., said in a prep 
speech: 

“We'll use 500,000 square feet th . 
year, all at main-floor level n 
under one roof. Presenting ti Th 
show on one level has been ph 
strong factor in our success ™ 
last several years. Wide ai 
throughout and no stairs to clit 
mean visitors find it easy 
comfortable to move from one @ ders 
hibit to another.” hese! 

Edward L. Cleary, show may. 
ager, prepared this information 0 
the Jan. 4-12 show: refi 

CATA has contracted for do 
new Donovan Hall as well as 
Exposition Hall and the arena 
the International Amphitheatre. jroo; 

American cars will take up 140#8 
000 square feet of space. Truc® 
will have 70,000 square feet and th 

mr 
c 


2 PP STEPREEEETEE 


ny 


will be permitted to show any tyP 
of body. 
The Amphitheatre will be deco 
ated in gold and white in line with 
the Golden Jubilee theme. an 
central arena, with space for 15,006 
spectators, will be the scene of Pd 
daily shows. 8 
















































Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY). 





Week Week 

Ended Same Ended Output, To 

Oct. 12, Week, Oct. 5, October, Oct. 13, Oct. 12, 
1957 1956* 1957* To Date 1956* 1957 

3,050 2,586 3,052 5,493 81,354 78,066 
eceonsitenenessesqoneenss  stsndenede 234 sresseneve sesveinens 5,937 1,345 
sditdnionsorientoonececesreees .sinnibliany 583 wsicdiivee serurenies 13,540 3,561 
Jovssovemnesieriensvews 3,050 1,769 3,052 5,493 61,877 73,160 
... 20,900 11,497 14,372 32,636 623,717 996,698 
devsasboousebeumtesives 1,950 579 1,279 3,000 13,724 97,622 
ctiasdomvaneededeoes 550 142 432 892 6,852 31,476 
pcieelitelinnimandalids 2,300 1,135 1,898 3,882 72,928 95,884 
sdvoviussecceteccossteousese 5,400 3,402 5,204 9,620 145,028 236,742 
buiihiiieviesiccctennie 10,700 6,239 5,559 15,242 325,185 534,974 
beaweesweseuve 2,920 28,085 2,606 4,817 1,205,784 1,487,849 
Klinabenetitmens duets 2 seonaaneee semeemnene 1,184 444 
isuieabbcatbnersniemenie’ 700 sonatas 1,283 1,728 enemies 44,148 
dibdebincendnvueteomesenresieese  savnyendte 25,340 334 cueee 977,754 1,184,896 
shicsiticnandecenvcnhasts.. Wiipsntsil 883 600 480 37,321 29,254 
sonosssubousseszuonsone 2,220 1,860 389 2,609 189,525 229,107 
AL MOTORS 9,700 25,955 67 9,767 2,382,303 2,113,229 
210 2,500 428,752 300,974 
caiebesoes «saben 6 wanna 114,993 120,913 
25,341 67 7,267 1,232,219 1,131,782 
ee cnttns— teloe 345,380 296,868 
ce oe ee 260,959 262,692 
2,052 1,878 3,883 71,170 55,791 
cosnenssen 2 17 13,277 4,623 
2,052 1,876 3,866 57,893 51,168 
siileiatoh 70,175 21,975 56,596 4,364,328 4,731,633 
















COMMERCIAL CARS 








mittee (U, 8S. PRODUCTION ONLY) 
resen- Week Week Jan. 1 Jan. 1 
ned to Ended Same Ended Output, To To 
Oct. 12, Week,  Oct.5, October, Oct. 13, Oct. 12, 
1957 1956* 1957* ToDate 1956* 1957 
anisseiivenliiaien 6,300 6,603 4,206 10,674 276,589 267,492 
130 95 99 190 4,146 4,369 
iiikiceniietiicinaneaietad 60 60 60 108 2,977 2,418 
ial cin iatabeieigiibinaitl 1,500 2,002 1,249 2,541 70,108 61,507 
seiibasaleenaniselaanipeataal 4,330 5,512 1,399 5,717 241,955 271,312 
1,775 1,649 w 1,869 72,348 52,234 
seit 2,394 2,635 2,397 4,223 108,591 96,782 
Sli ltealaaiieiindliagtit 350 314 351 609 15,047 14,192 
al aaa 105 88 79 166 3,102 3,727 
sss 160 101 160 238 11,148 7,655 
Se cr aatisceni 235 332 264 497 13,952 11,514 
lhe niet least 1,480 1,557 1,270 2,327 49,139 47,495 
LOUS*** 90 70 89 161 2,821 2,782 
Total Trucks, U. S.... 19,409 21,018 11,717 29,370 871,923 843,479 
Total Cars, Trucks, 
; L. Ea 58,194 91,193 33,692 85,966 5,236,251 5,575,112 
i den] Total Cars, Tracks, 
‘Coa I tcc csiinds GU 5,781 1,594 2,653 366,213 330,079 
»-; 80% Grand Total, 
esidemy = Cars and Trucks, 
U. S. and Canada... 59,572 96,974 35,286 88,619 5,602,464 5,905,191 
*s . Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 
Drive, ete. 
of . B.: All U, S. totals include cars and trucks for military orders. 
*Autocar, Freightliner and Sterling are included in White totals; Brockway included 
in Mack totals. 
ns 
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ture Ambitious Factories? 
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repara@ mself in the excellent position of 


ng a car $19 to $65 lower than 
eet th comparable car announcing its 
re] am model. 
ng tl The next morning he received 
been Phone call from his zone man- 
PSs tr raising his prices to just a 
= lar or so under the competi- 
> price. He was told that if he 
a {could show bona fide proof of or- 
ders taken before the price was 
they would be honored. 
His cars were billed at the higher 
fice and he then set about to get 
tefund. Since letters didn’t seem 
or do any good, he decided to visit 
as zone offices. He was assured 





, m 
tion 6 


pene if he produced the proper 
eatre. Moof—_ which had to include a 
up 1407igned statement from the pur- 
Truck r that he had bought the car 
et an@ the lower price—he would get 
ny tyP@@ refund and he was told from 
m he would get it. 
_ decor#A check in person and by mail 
ne wi d to be a stalling action. He 
e. wm visited the head of the depart- 
r 15,0@Ment to which he had been re- 
of red. He was told the man he 





Seeking had died and that the 
essor had not “committed the 


Gimmicks Rile Dealers 


‘Continued from Page 6) 


crime” and therefore would not at- 
tempt to make the refund. Further, 
he was told they knew absolutely 
nothing about the case. 

Case No. 4 — This dealer re- 
ceived a reduction in freight 
charges per car as a result of a 
recent readjustment, amounting 
to $49 per unit. He understood 
the factory admitted he was over- 
charged that much for 10 years. 
He wanted to know, if that were 
true, why the factory didn’t send 
him back $49 per unit for that 
period of time? 

He said the factory told him it 
wanted to do what was right. He 
then pointed to a list of 102 dealers 
who had gone out of business in 
his state in the last 10 months. 

In all four cases, dealers docu- 
mented their statements with let- 
ters, telegrams and ledger sheets. 

Many leaders in the industry 
have said recently they believe that 
if the factory’s top brass knew 
what was going on, they would 
take steps to correct it. They also 
said they believe the factories want 
to do everything they can for the 
dealer—both large and small. 
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Weekly Total at °57 Low... 





Car Output Rising 


m: m:|AS More °58s Roll 


(Continued from Page 1) 


assembly operations tomorrow 

(Oct, 16). 

Mercury got its St. Louis and 
Los Angeles plants into operation 
on Monday and its Metuchen (N. 
J.) unit on Tuesday, but ended up 
with an estimated 2,200 assemblies 
for the week, compared with 389 
units a week earlier, when only its 
Wayne (Mich.) plant was in opera- 
tion three days. 

+ * 

HEVROLET turned out 7,200 

‘units in its first week of 58 
model output, whila Buick rolled 
2,500 cars from the lines in its first 
week of production of ’58 models. 

Industrywide, the 38,785 cars 
turned out last week by the five 
manufacturers represented a 76.5 
percent increase over the 21,975 
units rolled from the lines a week 
earlier. Last week’s output, how- 
ever, was 44.7 percent below the 
same week a year ago, when the 
manufacturers turned out 70,175 
cars. 

Last week’s car output was 31.4 
percent of Automotive News’ three- 
year index, compared with the 17.8 
percent compiled on the previous 
week's assemblies. 

= * = 

RUCK manufacturers, with both 

Ford and Chevrolet back in 
operation, turned out 19,409 units 
last week for a 65.6 percent in- 
crease over the previous week’s 11,- 
717 assemblies, Last week’s output, 
however, was 7.7 percent below the 
21,018 trucks assembled during the 
same week a year ago. 

Chrysler Corp. registered the 
biggest gain as it jumped its out- 
put from 14,372 units a week ear- 
lier to 20,900 last week. 


Plymouth jumped its output from 


Chrysler to Build 
St. Louis Plant, 
Quit Evansville 


DETROIT. —W. C. Newberg, 
Chrysler Corp. automotive group 
vice-president, announced plans to 
drop the Evansville (Ind.) Plym- 
outh plant and build a new assem- 
bly plant at St. Louis. 


He said the move is not contem- 
plated for at least 1% years. Plym- 
outh cars will be built in Evansville 
through the 1958 and 1959 model 
runs, he added. 


“It has been apparent for some 
time that our present 30-year-old 
Plymouth Evansville operation 
would have to be replaced with a 
new modern assembly plant to serve 
today’s changing automobile market 
in the South-Central and South- 
west,” Newberg said. 


“After careful consideration of 
all cost and economic factors, we 
decided on a new plant site in an- 
other state,” Newberg said. 


He said the dominant long-term 
economic factor involved is trans- 
portation costs. 

The St. Louis plant will be 
opened in the spring of 1959. It will 
occupy 200 acres 20 miles southwest 
of downtown St. Louis. 





Baltimore Seen 
Import Center 


For Foreign Cars 


BALTIMORE.—Comments by the 
American import manager of 
Volkswagen indicated that Balti- 
more may become the import center 
for foreign cars. 

Dr. Guenther Ziegler said pier 
space assigned to the car trade by 
the City is the best facility avail- 
able for importing cars in the 
Eastern U. S. 

Volkswagen tops the list of for- 
eign-car importers here, with an 
average of about 2,000 a month. 

They formerly were handled at a 
railroad pier, but the volume created 
congestion problems and the rail- 
road failed to make any hauling 
revenue from the traffic, Ziegler 
said. 


5,559 to 10,700 units; Dodge was up 
from 5,204 to 5,400 assemblies; De- 
Soto climbed from 1,898 to 2,300; 
Chrysler division (excluding Im- 
perial), up from 1,279 to 1,950, and 
Imperial, up from 432 to 550. 

* * > 


DSEL, which has been ham- 

pered the past two weeks by 
changeover operations at both Ford 
division and Mercury plants, turned 
out just 700 cars last week for its 
lowest weekly output since the 
week ended July 20, when it built 
659 cars. The week ended Oct. 5 
saw the division rol] 1,283 cars from 
its lines. 

The combined Edsel-Mercury 
operations last week gave Ford 
Motor Co. 2,920 assemblies for 
the week, up 314 units from a 


week earlier, when Lincoln built 
600 cars. 

Lincoln was down last week for 
changeover operations in its paint 
department, The division is switch- 
ing from a volatile to water emul- 
sion type of paint for its cars. 

* * * 


MERICAN MOTORS remained 

on a level with the previous 
week’s output as it turned out 
3,050 Ramblers last week, compared 
with 3,052 a week earlier, while 
Studebaker-Packard upped its out- 
put from 1,878 the previous week 
to 2,215 assemblies last week. 


Studebaker turned out 2,200 
cars last week, compared with 
1,876 a week earlier, while Pack- 
ard climbed from two assemblies 
in its first week of ’58 model out- 
put the previous week to 15 units 
last week. 


Canadian car and truck manu- 
facturers turned out 1,378 vehicles 
last week, compared with 1,594 units 
a week earlier. Ford is the only 
Canadian manufacturer that has 
not started work on its 1958 lines. 
GM, Chrysler and S-P all are pro- 
ducing a limited number of their 
58 models. 


Truck Officials Concerned 
About Plan to Aid Rails 


(Continued from Page 4) 


get the Federal Government out 
of such regulatory fields. 

Private carriage of goods usually 
has a healthy effect on the for-hire 
movement, Baker said, since it 
tends to keep for-hire rates within 
reason. He rapped the practice of 
some carriers running a “buy-and- 
sell” operation under the guise of 
private carriage. 

Joe Keller, conference counsel, 
said the “buy-and-sell” operation 
is one of the most serious problems 
facing the ICC today. 


The truck executives did not 
seem too worried by the election 
of James R. Hoffa as president 
of the Teamsters Union. 


One trucker said Hoffa keeps 
his word and upholds “his end of 
the bargain when a contract is 
negotiated.” 

“We don’t look for any tougher 
operating conditions under him 
than we have experienced in the 
past,” a number of the executives 
agreed. 

Social events, as well as business 
sessions, are an important part of 
every ATA convention with many 
suppliers having hospitality rooms. 

In addition, International Har- 
vester and Goodyear gave lunch- 
eons for the delegates; GMC Truck 
& Coach division was host at a 
dinner dance; Fruehauf Trailer 
gave a breakfast for state associa- 
tion managers, and White Motor 
was host at a cocktail party pre- 
ceding the annual banquet. 

Hospitality rooms were main- 
tained by: Texas Co.; Thermo 


Obituaries 


Harold H. Gasser; 


Kelsey-Hayes Sales Chief 


DETROIT.—Harold H. Gasser, 
general sales manager of Kelsey- 
Hayes Wheel Co., died of a heart 
attack Oct. 6 in a Pontiac hospital. 

Mr. Gasser joined Kelsey-Hayes 
in 1928 and became sales manager 
in 1955. He was a member of the 
Society of Automotive Engineers. 

fe - - 


Willie Ethridge 
STANTON, Tex. — Willie Ethridge, 57, 
auto dealer here, suffered a fatal heart at- 
tack while driving Oct. 1. 
* * * 


Clarence Z. Baker 
COLUMBUS, O.—Clarence Z. Baker, 52, 
secretary and treasurer of Lex Mayer's 
Chevrolet here, died of a heart attack in 
a Columbus hospital. 
* 





* * 


Charles H. Baker 
OTTAWA, — Charlies H, Baker, 87, an 
automobile deaier, is dead. He founded 
Cc. H. Baker & Sons some 30 years ago 
and was active in the firm until shortly 
before his death. 
* * * 


Thomas O. Cummins 
PERRYSBURG, O.— Thomas O, Cum- 
mins, 67, operator of Cummines Motor 
Sales Co, (Buick) here for 35 years, died 
Sept. 28 in a Toledo hospital, 
7 * * 


Furber Marshall 
CARLISLE, Pa.—Furber Marshal], 62, 
president of Pharis Tire & Rubber Co., 
Newark, O., from 1943 to 1948, died Sept. 
29 in a hospital here, At the time of his 
death, he was president of Carlisle Corps. 
of Pennsylvania, 


King Corp.; Vickers, Inc.; White 

Motor Co.; Bostrom Mfg. Co.; 
Bendix Radio; Brockway Motor 
Trucks; GMC Truck & Coach 
division; B. F. Goodrich Tire Co.; 
International Harvester; Highway 
Trailer Co.; Trailmobile, Inc.; 
Firestone Tire & Rubber Co., and 
Dodge truck. 

Also, Armstrong Rubber Co.; U. 
S. Rubber Co.; Shell Oil Co.; Good- 
year Tire & Rubber Co.; Sinclair 
Refining Co.; Berg Mfg. Co.; Pure 
Oil Co.; Midland Steel Products 
Co.; Motorola, Inc.; Mack Trucks, 
Inc.; Kelly Springfield Tire Co.; 
Cummins Engine Co.; Detroit Die- 
sel Engine division; Dayton Rubber 
Co.; Diamond T Motor Car Co.; 
General Tire & Rubber Co., and 
Fruehauf Trailer Co. 


Chevrolet Joins 
ATA Foundation; 
IH Gives $50,000 


CHICAGO. — Chevrolet’s support 
of the American Trucking Assns. 
Foundation was announced by 
Walter F. Carey, Foundation chair- 
man, at the 24th annual ATA cop- 
vention here. 

The Foundation is a research, 
education and public information 
organization for supplier coopera- 
tion with the trucking industry. 

P. V. Moulder, president of In- 
ternational Harvester Co., presented 
a $50,000 grant to the Foundation. 
It was the firm’s fifth annual $50,- 
000 contribution. 

A full-page color ad in Life 
magazine illustrating “all the good 
things that come by truck” in- 
troduced Chevrolet to the trucking 
industry as a member of the 
Foundation. 


Herman P. Sattler, assistant gen- 
eral truck sales manager for Chev- 
rolet, said: 

“We sincerely endorse its (Foun- 
dation) meritorious program of tell- 
ing the American people about the 
important contributions of the 
trucking industry to the prosperity, 
growth and general well-being of 
the nation. We hope to further the 
good work.” 


N. Y. Acts to Aid 
Bait-Ad Victims 


ALBANY.—Attorney General 
Louis J. Lefkowitz announced he 
will set up a Bureau of Consumer 
Frauds in the State Law Depart- 
ment to protect thousands of con- 
sumers “who are being victimized 
daily by bait advertising and re- 
lated fradulent practices.” 

The attorney general said he had 
told a legislative committee that 
“corrective legislation” was needed 
to control “bait advertising.” 

Lefkowitz said “bait advertising 
and related frauds practiced upon 
consumers have become a major 
public problem.” 
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Cinderella Role May Be Endin 


Midnight Near for Volkswagen? 


By Robert M. Lienert 
Associate Editor 
T MAY be five minutes till 
midnight for Cinderella. 


Certain observers in the auto in- 
dustry see signs that the clock is 
about to strike and end the party 
for poor little Cinderella, a role 
played in German in this case by 
an accomplished thespian—Volks- 
wagen. 

Nonsense, reply defenders of 
Volkswagen when it is suggested 
that the beetle-backed import 
may be at the peak of its popu- 
larity. They point to VW’s mete- 
oric rise, and the fact that its 
sales this year are exceeding the 
comparable period for any pre- 
ceding year. 

Well, say the fairy-tale fans, Cin- 
derella hoofed a pretty pattern, too, 
until she lost her glass slipper. 

* * > 


ARD facts of the case are 

these: 

1, Volkswagen is facing the 
toughest competition it has yet had 
to meet in the U. S. market. 

2. Basic design of the Volkswagen 
is 20 years old. 

3%. Rapidly increasing avail- 
ability in the used-car market 
could absorb a healthy chunk of 
new-Volkswagen demand and 

rapidly wipe out the current half- 
year waiting period for new VWs. 
4. Troubles loom on the distant 
horizon at home. 

5. Volkswagen operates on a no- 
advertising policy. 

VW’s biggest troubles may even- 
tually stem from new competition 
in the U. S. Makes such as Ren- 
ault, English Ford and Fiat are 
coming up fast, claiming a greater 
share of the imported-car market. 

. > > 


RITISH makers have launched 

an allout campaign to sell more 
units in the American market. Re- 
styled cars and engineering ad- 
vances are making Hillman, Mor- 
ris and Austin more formidable 
competitors in the VW field. 

General Motors’ decision to im- 
port its British Vauxhall] and Ger- 
man Opel into the U. S. may not 
be taken lightly, although for the 
time being, GM’s volume will be 
too small to give any serious chal- 
lenge to other imports. 

Auto men are not inclined to 
underestimate GM’s competitive 
skills, however. 

There has been talk, too, that 
Japan is keeping an eye on the 
U. S. markets. Detroit sources say 
that privately imported Japanese 
small cars have been getting the 
full proving-ground treatment by 
at least one U. S. maker and have 
been impressive in their quality 
and durability. in 


ICH of the stiffened competi- 
tion in the immediate future 
will stem from the fact that foreign 


cars aiming. at the Volkswagen 
market are being handled with 
growing frequency by dealers who 
are franchised to sell U. S, makes. 

These dealers have had long 
experience in the American new- 
car market, They have better 
credit connections, sales staffs 
and service facilities than do most 
“foreign-car” outlets, where 
Volkswagen is generally retailed. 

While there has been no serious 
dropoff in VW sales in recent 
months, the sharp ascent has been 
checked and sales have levelled off. 
Part of this may stem from the 
fact that used-car men around the 
country have jumped into the VW 
market with both feet. A year ago, 
it was impossible to find a VW on 
a used-car lot. In most major cities, 
now, every lot of consequence has 
at least one VW parked on the 
front line. Some alert operators 
have gone to the exclusive handling 
of used Volkswagens. 
* * > 
— buyer of a used VW means 
one less name on the waiting 
list of the dealer handling new 
Volkswagens. 

Increasing availability on the 
used-car lots could also mean that 
the time has about passed when a 
two-year-old VW fetches new-car 
price. 

Some of VW’s new-car appeal 
may rub off when buyers find 
that depreciation is beginning to 
hit the VW about as hard as it 
hits other cars. 

Price depreciation and used-car 
availability could work together to 
wipe out quite quickly the long 
waiting lists held by VW dealers. 

Observers who see trouble brew- 
ing for VW point to the fact that 
the car was designed before World 
War Il. Even the red-hot Volks- 
wagen fans admit the car has a 
certain ugliness about it. 

* > > 


——— cars coming into the 
market with postwar engineer- 
ing are able to match Volkswagen's 
vaunted economy and riding abili- 
ties and at the same time offer 
more performance, graceful styling 
and added comfort. 

If the potential market for 
foreign cars is to be expanded, 
U. S. sales experts say, it must 
be widened through advertising 
to pull in buyers who are not 
aficionados—who will not buy the 
vehicle simply because it is an 
import and therefore somewhat 
exotic. 

Volkswagen has a long-standing 
policy of using no advertising. 
Word-of-mouth claims by owners 
have been sufficient in the past. 
Can this policy continue? 

Some importers—notably Renault 
and Fiat—are doing an outstanding 
job of national advertising. Other 
makers have joined on a smaller 
scale. GM may be expected to give 


N. J. Parley Urges Ban 
On Sales Malpractices 


(Continued from Page 3) 


average of about one car in four 
had one or more dangerous defects. 

“Many of these defects sounded 
harmiess, like a stop light not 
working, er tires getting smooth, 
or shock absorbers which were 
only partly effective, or faulty 

steering or headlights aimed 

wrong. 

“Each sounds unimportant, but 
each can kill,” Sutter declared. “I 
believe you and I as franchised 
dealers have grave responsibilities 
to the public. : 

“First is careful, thorough serv- 
icing of the new car, when you 
deliver it and at 2,000 miles. Most 

you do a very fine job on this 
count. 

“The second is educating the 
owner to have regular safety 
checks. Most owners forget their 
car is a complex piece of machinery 
which must be checked regularly,” 
he continued. 

New Jersey Vehicle Department 
Director Frederick J. Gassert jr. 
told the convention that the 


State’s new “titles by mail” 
scheme had proven so effective 
during its recent test in Atlantic 
County that it was being extended 
into most areas of Burlington 
County. 

Among the convention speakers 
were Carl E. Fribley, New York 
state NADA director; James R. 
Johnson, NADA director from Con- 
necticut; William A. Frame, metro- 
politan New York NADA director, 
and New Jersey's NADA director, 
William L. Mallon, who also is 
NJATA secretary. 


In elections held by the board 
prior to the conclave, George G. 
Downes (Pontiac), Matawan, was 
elected association president to 
succeed Gerald S. Kleinhanz, 
Woodbury. 

Eldred R. Crow, Westfield, be- 
came first vice-president; L. John 
Hutton, Riverside, second vice- 
president, and Charles B. Gilbert, 
Trenton, third vice - president. 
Mallon and Treasurer J. Alex 
Laurie, Morris Plains, were re- 
elected. 


its imports the full advertising 
treatment. 
* 


UROPEAN sources report that 

all may not be bratwurst and 
sauerkraut for Volkswagen in the 
Fatherland, either. 


Particularly touchy is the political 
situation. If the aging chancellor 
Konrad Adenauer should be re- 
placed by a man representing a 
different political view, there is a 
possibility that the Volkswagen 
plant could be “raided” for political 
purposes and sold piecemeal] to the 
German man in the street. 


Volkswagen, legally, has no 


owner, with profits being plowed 
back into the plant for the most 
part. German political observers 
believe a quick court action could 
be jammed through to put VW 
on the block if the top man in 
West Germany were so disposed. 

Labor troubles are not an im- 
possibility either, say informants 
on the scene, although Volkswagen 
has enjoyed extremely amicable re- 
lations with its workers up to this 
point. 

German auto workers belong to 
craft guilds, rather than to any 
all-inclusive industrial union. His- 
torically, craft guilds are reluctant 
to wield economic or political 
power. 

+ * > 
= Volkswagen 
workers are relatively low-paid. 
As they look about them they see a 
prosperous West Germany, virtual- 


ly rebuilt from war ruins, and 
Volkswagen organization thst } 
grown fat. 

Sources say that the Volkswage 
workers are ripe for the si: ~gestio 
that the time has come to ¢ 
something for themselves 

Any kind of wage rais. 
mean another boost in the 
price. VW prices were 
$25 to $50 last Aug. 1. A 
hike could be disastrou 
pean sources say. 

They point to the fact 


would 


Euro- 


that : 


car's | 
boosted ae 
ny major bansé 


for i 


declined to open an assembly plan 


in the U. S. because of prevailip 
wage rates here. 

The American foreign-car buye 
in the coming months, thrust in 
the role of a Prince Charming j; 
going to find plenty of feet willing 
to take a try at fitting the gis 
slipper. 


CLASSIFIED WANT [NOS 


Reaching 
ees) 
lic PER WORD 
and addres 
Box Number ads a 
TEN DAYS IN AD 
WANT AD 


TWENTY-TWO CENTS 


Pana ae ha 


Rae hs 


DEPT.. AUTO 


HELP WANTED 


OWN YOUR OWN 
BUSINESS 


We will put you in business for your- 
No Second oldest 
company selling 1 yeor guarantee to 
dealers. Our men earn substantially 
over $10,000 per year: F. Lyons, 
Tampa, Fia., earning $15,000 yearly; 
M. Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 
complete details stating experience. 


Seure-Car of America, Inc. 


Main Office: 
Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 22) 


self. investment. 


PARTS MANAGER —Chevrolet dealership 
—Holiywood, Florida. No rash promises, 
just a good, permanent position with a 
young company and a good future. Parts 
volume tripled in past 12 months. Inquire 
Box 7589, c/o Automotive News, Detroit 
26. 


SALESMEN—Largest Mopar distributor in 
Pacific N. W. needs two additional field 
men. To the right party with record of 
successful selling, we offer outstanding 
opportunity with permanent position and 
splendid future. Our present field men 
making over $600 a month. Men we are 
looking for must be high caliber with 
executive-type potential. Write brief resu- 
me of background, age, education, mari- 
tal status, experience and past five years’ 
eccupation. Box 7573, c/o Automotive 
News, Detroit 26. 


DISTRICT MANAGERS 
Importer and Distributor for 


SIMCA 


Competitively priced French imported family 
car—Has openings for qualified men in Mid- 
western U.S. Must have previous automobile 
factory or zone sales background. Permanent, 
hard-hitting program in fascinating economy 
car market. ive travel required. At- 
tractive com tion with incentive and 
bonus plan. Travel allowance, new car and 
credit cards furnished. Send recent photo 
with resume to: 


Mr. Read, 
KURLAND MOTORS 
1134 Broadway Denver, Colorado 


USED CAR MANAGER—HBight years’ ex- 
perience with top profit record and excel- 
lent reputation. Hard-working, aggressive 
Southerner, age 34; capable of building 
hard-hitting organization. Seek oppor- 
tunity with reputable Chevrolet or Ford 
dealer. Stability, good personnel prac- 
tices of primary importance. Box 7569, 
c/o Automotive News, Detroit 26 
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POSITION WANTED 


GENERAL SALES MANAGER, Location 
New England only. Age 48. Twenty-five 
consecutive years’ experience with ability 
to organize, direct and inspire a top 
flight sales force and dealership. Avail- 
able soon. Box 7574, c/o Automotive 
News, Detroit 26. 

QUALIFIED GM service manager. Age 35. 
References. Available immediately. Box 
7575, c/o Automotive News, Detroit 26. 


ATTENTION CHEVROLET DEALERS— 
Manager — Reliable, trustworthy, with 
wide experience. Will furnish good refer- 
ences. Box 383, South St. Paul, Minnesota. 








Do you need the sales-effective 
help of an 
AUTOMOTIVE ADVERTISING 
and 
PROMOTION SPECIALIST? 


Employ this self-starter, age 42, with suc- 
cessful record as ad agency account man, 
ad and promotion manager, copywriter 
and creotive salesman for sales promo- 
tion and training agencies. Top-flight avto 
industry connections and references. Write 
Box 7585, c/o Automotive News, Detroit 
26. 


PARTS MANAGER and assistant service 
manager. Nash and Edsel training—10 
years at present position — wishes to 
change territory. Reliable and best of 
references. Box 7590, c/o Automotive 
News, Detroit 26. 

DEALERSHIPS AVAILABLE 

DEALERSHIP ESTABLISHED 35 YEARS 
handling Buick and Pontiac. 125 car po- 
tential in rich residential town of 10,000 
located in northern Illinois. Dealer would 
like to retire by December ist. Very low 
inventory. Must have factory approval. 
This is priced to sell. Box 7576, c/o Au- 
tomotive News, Detroit 26. 


HANDLING LINCOLN - MERCURY - ED- 
SEL. In Oklahoma town of 50,000 popu- 
lation. 350 cars a year potential. $30,000 
will handle. Box 7581, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE, 
West Florida. 100-150 car deal—Cadillac 
dual possible. On fringe of large metro- 
politan area. Equipment and buildings 
new—will sell or lease property. Low 
parts inventory, no blue sky. Move fast 
and get in on ‘58 introduction. See this 
and you will buy it. Box 7582, c/o Auto- 
motive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING LINCOL 
MERCURY on Lake Michigan in ¢ 
heart of the fruit belt. Exclusive, 50) 
population. Modern building and fad 
ties, used-car lot adjoining new-¢ 
showroom. Immediate possession, 
lease, Used cars and accounts recei 
do not go with deal. Priced right— 
action today and be in business in 
for the 1958 model showing and 
profits. Box 7577, c/o Automotive N 
Detroit 26. 


OPPORTUNITY — Years ahead 
handling Dodge-Plymouth in 
Nebraska county seat. Consistent mon 
maker. Low*overhead. High service 
sorption. Good lease. Buy only parts 
equipment. A real opportunity. Or 
consider buy-in by right party who 
take over management, Reason: ‘ 
larger deal. Box 7592, c/o Autome 
News, Detroit 26. 


100 CAR DEAL handling Cadillac-0 
mobile. Located in Carolinas, 50,000 p 
ulation trade area, Modern building 
lot, lease building or sell. Selling bec: 
of dealer's health. Box 7579, c/o A 
motive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-P 
outh—30 miles from Denver, Colo 
Rich agricultural area—population 15, 
—125 to 150 new potential. Exce! 
lease, long term. Full basement build 
and 90 x 125 used-car lot same locat 
—same location 23 years on high 
downtown. Very low overhead. Will g 
possession in time for '58 announcem 
Other interests reason for selling. 
7580, c/o Automotive News, _Detroit 26. 


AUTO AGENCY — Handling Dodge-Pt 
outh in fast growing suburb of Chic 
— Modern used-car lot adjoining — 
overhead—not a red month this y 
lease modern facilities—show books 
factory approved buyer. No accounts 
ceivable or real estate to buy. Will 
at inventory. Box 7578, c/o Automoti 
News, Detroit 26. 


DEALERSHIP HANDLING DeSO 
PLYMOUTH, with service station. 
cated in small, prosperous upper 
York State town. Building for lease 
sale. Box 7583, c/o Automotive N 
Detroit 26. 


HANDLING FORD. Excellent opportu 
to obtain operating dealership in F 
sylvania city of approximately 100, 
population and trading area of 300, 
plus. Sales potential 1,000 new units 
year. Excellent facilities on fair res 
basis, and nothing to buy but parts 
cost and equipment at fair app 
Terms considered to proper party 
$15,000 to $20,000 cash. For full d 
call or write: Max Weiss, Charlies 
Mt. Royal Avenue, Baltimore 1, 
land. MUlberry 5-2800. 





DEALERSHIPS AVAILABLE 


ATTENTION DEALERS! 


We are Distributors for the complete line of the famous 


GERMAN GOLIATH VEHICLES 


in the Southern Mid-West Region of the United States. The 
GOLIATH, having front-wheel drive and giving 35 miles to the 
gallon of gas, really means good news to the buyer. Dealers 
who are interested in a profitable Goliath dealership should 
call or write to us at once, as we will appoint no more dealers 
than we are able to supply with Sedans, Station Wagons, Pick- 
ups, Express Panels and up to eleven-passenger Buses. 


M. B. THOMAS AUTO SALES 


279 Lemay Ferry Road 


St. Louis 23, Mo. 


Telephone: Flanders 3-7393 


groo 


YS 





we 
the 
gives 
Bus! 
AM, 


the 


t 
a 


FC 


DEALERSHIPS AVAILABLE ake 


OLVO 


FRANCHISE AVAILABLE 
*Eestio q 


to « s “hot new model sports sedan 
= 85 h.p.—the family car with speed, 
and economy. Swedish built-to- 
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AUTOMOTIVE NEWS, OCTOBER 14, 1957 


BUSINESS OPPORTUNITIES 


PATENTED SAFETY BELT 
SYSTEM AVAILABLE 
Now, inventor has available for manufac- 
ture and marketing, a patented vehicle 
safety belt system—Static line design 
eliminates the “passenger squeeze” be- 





tween belt and seat if structural failures 
occur—Static line permitting simple two 
point installation for one, two or three 


would precision, sports car handling and 
le cars ance. VOLVO dealerships now 
boosted gailable in our territory: Alabama, Ar- 
major jansas, Kansas, Louisiana, Mississippi, 
E.uro-|yisouri, Oklahoma, Tennessee and Texas. 
for information write or wire: 


SWEDISH MOTOR IMPORT 
wo Milam Telephone CA 49456 
Houston, Texas 




























ideal for cars now on the road—equally 
suitable for non-factory installation in new 
cars. Patent awarded, not pending. All 
qualified replies on letterhead acknowl- 
edged. Write Box 7586, c/o Automotive 
News, Detroit 26. 
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RSHIP HANDLING LINCOLN- 

MERCU RY in central Ohio county seat. 
ust in Excellent ‘stimulator-type’’ location for 
ming, i ive operator, fringe of large met- 
- Willinghsopolitan market. Buy equipment and 
ne gla 


Tt buyer AUTO AUCTION —In thriving midwest 


area. Continuous operation since 1947. 
Modern building and three-acre parking 
lot. Investment back in six months. Box 
7584, c/o Automotive News, Detroit 26. 


DEALER SERVICES 


ATTENTION 
ALL DEALERS 


We have the answers to your carburetor 
troubles. An aircraft type needle valve 
and seat. (Neoprene to metal closure.) 
Eliminates flooding, torrects rough idle, 
enhances fuel economy. Accepted by car 
manufacturers on warranty claims. 


LIST $3.50 NET $1.85 


Minimum order 6—Give yeer, model and 
carburetor make. 


Stone Brothers, Inc. 


5100 East 11 Street Tulsa, Oklahoma 
Webster 2-2311 


(all current) for under $20,000. 
(Dealership netted more than this in 
1956.) No blue sky. Death of owner 
sale. Box 7588, c/o Automotive 
Detroit 26. 

GALE — Now handling Chevrolet— 

ial 170. Ideal Pennsylvania com- 
ly, no property—sale includes only 
fixtures and equipment. Box 7479, 
Automotive News, Detroit 26. 


AGENCY HANDLING BUICK— 
™ sales $3,270,000. Sold 750 new, 800 
» New Jersey, completely modern. 
$250,000. Box 7591, c/o Automo- 
News, Detroit 26. 

LERSHIP HANDLING CADILLAC- 
AC and GMC. Wonderfully un- 
opportunity in fertile Indiana terri- 
County seat city. Potential: 100-150 
cs, 30-50 Cadillacs, 25 trucks. 
profit last year, $42,000. Will sac- 
for $19,000. Write Box 7564, c/o 
otive News, Detroit 26. 


RSHIP HANDLING BUICK in 

0 Virginia town of 18,000. 150 
potential. Owner has other interest 
only reason for selling. Box 7546, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 


ANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7589, c/o Automotive 
News, Detroit 26. 
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AAA DRIVEAWAY, CHICAGO, for safe 
drivers to all points. One car or a fleet. 
343 S. Dearborn St. WE 9-2364. 





individual passenger belts makes device 
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ight— BUSINESS OPPORTUNITIES 
ss in 

and 
ive New TREMENDOUS BUSINESS OPPORTUNITY 
_ IALLY FOR AUTOMOBILE MEN 
vag Y itively Mak 
“<4 You Can Positively Make 

0 ‘ 
t 
“<4  $50To $75 A Day 
iniae-0 IN A YEAR-ROUND, DEPRESSION-PROOF BUSINESS, 
so REQUIRING AN INVESTMENT OF LESS THAN $1,000 
c/o A | 
. OVIDE A SERVICE NEEDED it will return your entire capital. invest- 
Joto-Plymy EVERY AUTOMOBILE DEALER ment within three months—ondthet's over 
— ry cimost unlimited field for proft. A and above an excellent income it pays 
Exe mode market. Regroove tires fer) ¥°Y 
it b sbile dealers. SEVEN OTHER MAJOR 
, bee smaller margins, he must cut costs SOURCES OF INCOME 

will g he can, yet he can't sell his used| The Honeycutt is an open door to profits 
ne mee with slick tires. Regrooving is, for| from fleet operators, trucking companies, 
— the low cost answer. tire wholesalers and service stations, as 
= gives his tires the deep tread and safe! well as automobile dealers. All are lvcra- 
- nicagection that his prospects demand. tive and stable sources of income. 
sa yeat§ BUSINESS BUILT AROUND HUNDREDS OF OPERATORS IN 
i. AMAZING PIECE OF ALL PARTS OF THE U. S. A. AND 
COW tt QREGISION> EQUIPMENT CANADA ARE GETTING RICH 
\ utomoti The Honeycutt machine is not magic, but 


the portable, electric AUTOMATIC 
uit TIRE REGROOVING MACHINE. 
grooves all standard passenger car and 
tires through 11:00x22. And it 
@ uniformly perfect job every time. 


YS FOR ITSELF IN THREE 
S—Out of Profits 


it does give a man with a little push 
and hustle an opportunity to create for 
himself an income that is for above aver- 
age. It's a proven fact, the Honeycutt will 
MAKE YOU MORE NET PROFIT WITH LESS 
CAPITAL OUTLAY THAN ANY OTHER 
EQUIPMENT. 





For information—Write, Wire er Call 


HERMAN SMITH DISTRIBUTING CO. 


3 Dalies Ave. Houston 3, Texas 
Phone CA 7-9545 


DEALER SERVICES 


“Work Pattern’ 
For Salesmen 


Having trouble getting salesmen to do the things they should? You're 
not alone. Here's a pattern to organize their work that is so simple a 
child could do it. Salesmen like the relief from red tape. No daily re- 
port, no tedious advance planning. Automatic in its operation for the 
small dealer or the sales manager. Gives a weekly comparison of per- 
formance of all phases of salesman's efforts. Comes complete with 
starting supply of forms. 

DEALER'S PRICE OF “WORK PATTERN”...........................-$14.85 
PLUS STARTING SUPPLY OF FORMS... 

TOTAL DEALER INVESTMENT. 


Mail your check today. You'll save the cost the first month. 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 
10600 Puritan Avenue 


Detroit 38, Mich. 








% 





DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 





Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY TASS co. 
a O. Box 2166 
San y® -¥.. Texas 
Berkeley 4, Calif. 
THornwall 5-2275 
“Worldwide Financing for Military 
Personnel” 








INVENTORY SERVICE 


@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


JUST OFF THE PRESS 


“Who's To Blame” 


One Dollar per Copy 


A heart to heart talk on getting pros- 
pects, sales training, manage- 
ment, meetings, demonstrations, sales 
Presentations, many more timely topics. 


By W. KAAS 


This booklet being used by Big Three Fac- 
tory Representatives. 


Box 7587, </o Automotive News, Detroit 
26, Michigan. 
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CARS FOR SALE 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


AS LOW AS $390 


Avtomatic Transmission, Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 
Straight Bodies, Good Grilles 
EASY TO CONVERT 
Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 44635! 
N. Y.'s Largest Volume Taxi Dealer 


MONEY MAKERS! 
& 


1956 
PLYMOUTHS 


with Power-flite 


NOW *395 


Limited Quantity ... First 
Come ... First Served! 


Alt 4dr. ex-taxis with heater/defroster, 
good tires, clean. Most in service only 
8-10 months; some have Power-Steering. 


Don't wait . . . call, wire or write 


HALL PLYMOUTH CORP. 


B'way & 134th St. NEW YORK 
Call Ed Hogan at ADirendack 4-6000 


CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 











BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.3 Fed. Tax Included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


PARTS FOR SALE 





USED-CAR LIGHT REFLECTORS 


RALPH TAYLOR AUTO. SALES 
4111 Gravois St. Lovis 16, Mo. 
(Distributorships still available in some areas) 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


SHOP EQUIPMENT FOR SALE 


“BEAR FRONT END MACHINE” floor 
mount, 1% years’ use—$700. Sun Motor 
Tester, converted to 6 and 12 volts— 
$300. All equipment in good condition. 
1927 Chevrolet coupe, excellent mechan- 
ical condition—needs body work, Ken 
Mac, Inc., P. O. Box 595, Pennsboro, 
W. Va. 


ANTIQUE CARS FOR SALE 














FOR SALE—1914 FORD touring car. An- | § —#£- —______———————e—es 
tique title. Pennsylvania license plates GUIDE CABLES 
from 1914 to 1932 with car. In good 
condition. Sacrifice for $800. Reason: DEALERS’ SPECIAL (F.O.8. Factory Net) 


Sold my Ford franchise. Mohler Motor 
313 Coulter Building, Greensburg, 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Clamp H 
DEALERS’ SPECIAL (F.O.8. Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 


Liberal Quaatity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 
Since 1939" 





FORD 1906-1907 Model N roadster, motor 
No. 2267 rear, bucket seat, new tires, 
top and good paint. Wonderful oppor- 
tunity for collector of antique cars or 
Ford dealer show room display. William 
Harper, Carlisle, Kentucky. 


1917 MODEL T FORD, 5-passenger tour- 
ing—reworked, good condition. E, M. 
eo Box 86, Magnolia, Arkansas. 

el, 42. 








1911 Vintage 
Buick Touring Sedan 


Completely restored—Excellent mechanical 
condition. 


Can Be Seen At: 


Davidson Buick, Inc. 


Clio, Michigan Phone: MU 3-5731 











MISCELLANEOUS 


MERCURY STOCK SIGN 8 ft. x 4 ft. One 
year old. Stainless steel flashing bulbs. 
Cost $1,200—Sell $250. North Shore Ram- 
bier, Wheeling, Illinois. 

“LIQUID GALVANIZE” 
dercoating primer, 
face. $18.00/gal. 
Mass. 6 


CHROM RE-NU 


The New Look! — 100 Bumper Kit 


Refinish bum: grilles, wheel discs, etc. 
Apply on old chromium or painted surfaces. 
Anyone can apply. 








for mufflers, un- 
any rusty steel sur- 
Box 376, Cohasset, 


20 


Comper. it nly gi 78. Respro, year 
Tow Bar Sales Co. | *it’be sen pea. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


Your cost less than 


Agents wanted — Special 2-kit deal only 


$26.50, less by quantity 
Chrom Re-Nu Sales 


2400 Stevens Dr., N.E. 
Albuquerque, New Mexico 


DE 2-0700 AN Nites: BA 1-8717 


Call Collect “> 5%, 2u2"° 
40 So. Clinton St.. Ch 











CARS WANTED 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers Interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 


14th and Union Streets 


Wilmington 99, Delaware 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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ANICALLY 


AN ial 


ONE FULL YEAR 


When you put up this sig 


You'll Sell More 
Used Cars More Profitabl 


The day you announce that you are offering THE CAR WAR- Corporation will pay you for repairs covered by the Warran 
RANTY PLAN with the used cars you sell, you’ll begin to tap a 


site quasindhedien atl nial tee your detlenthie. YOU’LL HAVE SATISFIED CUSTOMERS, because they ha 


bought a used car that has been INSPECTED before they buy an 
The Car Warranty Plan is available to you at a very reasonable cost is GUARANTEED one full year, regardless of mileage, while the 
through a new C.I.T. subsidiary—THE CAR WARRANTY drive. A Warranty Form will be issued to customers that describ 
CORPORATION. It is the only such plan identified with the in detail the parts that have been thoroughly tested and whe 
nationwide organization of one of America’s largest and oldest in- mechanical condition is GUARANTEED. 


stitutions dedicated to serving automobile dealers and car buyers. START NOW TO SELL GUARANTEED USED CARS I 


YOU’LL SELL MORE USED CARS, because advertised GUAR- YOUR AREA and establish your dealership as the place to buy 
ANTEED cars will bring customers into your lot, and the Car dependable used car. 


Warranty Plan mak rful closing. 
. eee et ee The Car Warranty Plan is available to all dealers selling used c. 


YOU’LL MAKE ADDED PROFITS, because used car buyers —regardless of their instalment financing arrangements. For 
will pay more for a GUARANTEED car. And you’ll make an information write to: The Car Warranty Corporation, 650 Madis¢ 
additional profit on parts and labor, since The Car Warranty Avenue, New York 22, N. Y. 


THE 
CAR WARRANTY 
CORPORATION 


The Car Warranty Corp. 


A C.1.T. SUBSIDIARY 
650 MADISON AVENUE - NEW YORK 22, N.Y. 


Not yet available in some states; check with your C.I.T. representative 





